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“GENUINE DETROIT” 
GLASS BODY OIL CUPS 





Series No. 400 Series No. 500 Series No. 600 


These Oil Cups are well and strongly constructed throughout. The bodies of pressed brass 
and the sight feed posts of rod brass, are so combined as to make a stronger and more substantial 
construction than the ordinary cast brass type. They thus better withstand excessive vibration. 


Their appearance is attractive. 


The Filler Cover is provided with a spring that instantly snaps back when released, thus keep- 
ing the oil filling hole closed at all times. 





DETROIT LUBRICATOR (OMPANY. 


XX. DETROIT, U. S. A. A, 


Made to Fill a Demand— 
BS Not to Meet a Price 


HERE always has been a 
demand for vises with 

strength, utility and dura- 
bility built into them. Colum- 
bian Vises were made to fill this 
demand, not to meet a price. 
The sturdy qualities of Colum- 
bian Vises and their many exclu- 
sive patented features, make 
them popular with mechanics 
who appreciate good tools. 
Columbian Vises are always a 
profitable item for dealers. 




















THE COLUMBIAN VISE & MFG. CO. 


CLEVELAND, OHIO 


COMMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off. 
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Which of these Dots is 


Yours? 


If you cannot claim one of these 
dots for your own, then you owe it 
to your business to investigate the 
sales possibilities of this line. 
America’s leading distributors sell 
CAPITAL Brooms and Brushes. 
Join these leaders— get your part 
of this business! We will gladly 
send details of the CAPITAL Line 














More distributors sell RED CAP Brooms than all other makes combi ne 


‘APITAL 


Industrial Brooms and Brushes 





: : The CAPITAL Line meets practically every 

and of our policy of distributor- industrial need. It includes brooms and brushes 

; : nd for warehouse, garage. mill. store. factory, street, 

cooperation that brings you big school and railroad use. Every item is sold on 

b 2 f h our factory guarantee of satisfaction or money 
usiness trom the very start. oda: 


The INDIANAPOLIS BRUSH & BROOM MFG. CO. 


Established 1899 


26 N. Brush Street . $2 33 INDIANAPOLIS, INDIANA 


“FI ake ‘Grap Lite — 
i Recolsized the world over. as thé standard iubricating ebilatiieee an 
Used alone, or a6 an. auxiliary lubricant=with* oils ard greases, >|] * 
Bicone § Flake: Grajphite- matérially, increases the: Spetating eff 
: poeta y: ‘of every machine.it isused ¢ One?! Se 


-y Even. tho: Dixon? '§ Flake Graphite: has “*beén. ‘uded ks shotnaae of. : 
“mechanics, ‘maintenance.men.and* ‘engineers “fOr more than t00 - 
..“years~-do: you-know the .*. sabe 2, pte sands Sore es why on vot Dixon's” a) i 
Scarlet Lubrication? = 3%. €% 2 


-Seseph Dixon Crucible. co, Setsey city, 5 N ci 


” Established” ze 821" 


a t& 
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Walworth Co. 


P.O. Box 1125 Ov 
City Hall Station vy 


New York, N.Y. ue 
Att. Mr. Thomas Nickerson , gy 


Gentlement-= 


Replying to your favor of May 11 regarding Walworth Master 
Stillson Wrenches we are pleased to report that our trade has 
taken to these in an unusual manner. 


You will note from the orders which we have placed with you 
since the new wrenc e out that ou ve been unusual, 
e have sold more Walworth Master Stillsons in the pas 
months than we had sold of the old style in nearly two years. 










We meet practically no sales resistance. In many cases we 
have sold four to six sets to a customer. We have made a 


practice of selling these wrenches in sets of six from 6" to 24" 
inclusive. 


The red handle and improved finish of the wrench certainly 


With best wishes for your continued success, we are 
Yours very truly, 


(Name on request) 














improves the appearance and makes the wrench easily distinguished. 








THE WRENCH WITH THE RED HANDLE 


WALWORTH 


WALWORTH INTERNATIONAL CO, Distributors in Principal Cities of the World WALWORTH COoO., LIMITED 
Foreign Representative. 11 Broadway, N. Y. General Sales Offices: 51 E. 42nd St., New York 10 Cathcart St., Montreal, P. Q. 











MASTER 











STILLSON 
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THE NEW 
“TOLEDO” RATCHET REAMER— 


Is certain to meet a ready response 
tures. The cutter blades are 
ance to assure the easiest possible cutting of 
speed steel. They outwear ordinary blades 
entire head can be re placed at moderate cost. he unique handgrip provides a more nat- 
ural position for holding the reamer while cutting. The polished tubular handle is light 
in weight and unbreakable The ratchet head is encl 


losed thus keeping the moving parts 
tree from dirt, and oversize thereby assuring longer life to the ratchet parts 


from your trade, as it possesses many superior fea- 
cast solidly in the head and ground with variable clear- 
each size of pipe Thev are made of high 
Easily re-sharpened, or when worn out the 


The new “TOLEDO” Ratchet Pipe Reamer lists 


at $7.00 and sells at a net price of 
60 (West of Rockies $5.95) F. O. B. Toledo, Ohio 


Further information gladly furnished on request 


When Better Tools are Built They’re Built by— 
“TOLEDO 
vw 


THE TOLEDO PIPE THREADING 
MACHINE CoO. TOLEDO, OHIO 


























ervice-your Aim 


and Ours... 


Pacemaker Transmission We cooperate by maintaining 


Belting, Arno Conveyor 
Belting, Hose, Packing 





large factory stocks 











The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio, U. S. A. 
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Advertisers please mention Minit Suprpiies 
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~Nothing is apt to 
cost so much as 
a bearing that 
cost so little~~ 


You men who plan, build, use or pay for machines of any kind, re- 
member this: It costs more to replace a poor bearing than to buy the 
best one that ever produced. AND StS ANTI-FRICTION 
BEARINGS ARE THE HIGHEST PRICED IN THE WORLD. 





ane gy ’ 
eS ee 
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OR the small and part of the medium 

range sizes of {0S Ball Bearings, the 
inner and outer rings are machined auto- 
matically from bars of S0SF steel on auto- 
matic four-spindle lathes. In this machine, 
four bars of steel are inserted from the rear 
of the turret head. These bars are auto- 
matically fed to the tools. Thus, there are 
four sets of tools working on four different 
bars at the same time. 

For each quarter turn of the spindle head 
there is delivered one inner and one outer 
ring. On the cross slide of the machine, in the 





Turning Inner 
and 
Outer Rings 











Automatic Machinery 

of High Precision Speeds 

Up Production Of 
sik F Bearings 


foreground of the picture, is shown the inner 
and outer ring, which have been turned out 
from the bars in this operation. 


Automatic machinery of the highest pre- 
cision, skilled hands constantly guarding 
accuracy plus rigid inspection at every stage 
—these are the things which put unseen 
quality into every S&F Ball Bearing. But 
SCS, the highest priced bearing in the world 
in actual service, proves why it is the univer- 
sal standard of quality in every country on 
the face of the globe. 


SKF INDUSTRIES, INCORPORATED, 40 East 34th Street, New York, N.Y. 2034 
FOR NEAREST §KF DISTRIBUTOR SEE THOMAS REGISTER 





Ball Bearings 


When writing to 





Roller Bearings 
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Ball Bearing Spur-Geared Chain Blocks 


Maintained Efficiency 


Yale Handles Loads Better 








Yale Equipment is Best 


ote) 
2B. 
~~  — 
\ 





AINTAINED efficiency 

is a distinguishing char- 
acteristic of every Yale Chain 
Block. The efficiency is “‘last- 
ing as well as high.” Perfect 
co-ordination of the complete 
unit is obtained by making 
all the parts in the Yale plant 
under the same system of 
rigorous tests and minute in- 
spections. 


DRIVING PINION 


Heat treated for permanent 
strength and endurance. Accu- 
rately ground for absolute fit and 
operating ease. 







ws > == — % - Lee 
— ee é 
=~ 






eS ee eS ee oe oe 


DIE-SHAPED LINKS 


; ; Steel load chain is die-formed and 
? 4 electrically welded, giving accu- 
Lin) rate pitch and smooth finish. 


=< ——_ 
z 
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ES eS 


: GEARS 


Meshed accurately with properly 
planned lubrication, preventing 
friction and wear. 


There is ONE Chain Block 
and its name is YALE 


~<3<2<i2< 
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LOAD SHEAVE 


The right steel for the longest life. 
Ground on an arbor to give perfect 
concentricity for ballraces. 


that has high efficiency at the 
start and maintained during 
years of safe service—Maxi- 
mum Maintained Efficiency. 
Ask for booklet on the Yale 
Ball Bearing Spur-Geared 
Chain Block. 
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VANADIUM BALLRACES 


are hardened and ground for the 
chrome vanadium steel ball-bear- 
M J ings which carry the load. 
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The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ontario 


Hoisting Conveying Systems 


YALE MARKED 1S YALE MADE 








When writing to Advertisers please mention Mitt Svppiirs 

















Manufacturers : 
Know These Pulleys 
Do The Job! 


lr your prospect KNOWS your mer- 
chandise. and knows it is the best he 
ean buy, your sale already is half made. 
That’s one reason why it is so much 
easier and so much more profitable to 
sell REEVES Wood Split Pulleys. 

Since 1887, REEVES has been recog- 
nized as the leader in the wood pulley 
field. REEVES Wood Split Pulleys are 
stronger, lighter. run truer, transmit 
more power, and last longer than any 
cast iron or pulley ever 

They cost less to buy and to run. 
they keep everlastingly on the job. 


made. 


And 


steel 


Manufacturers know these facts about 


the REEVES line. 


And you can cash in 


by distributing REEVES Pulleys in 
your territory. Write today for the 
full details of our attractive 


sales 
proposition. | 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 
full information about 
the construction of 


every pulley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at any 
price 
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A view in the Belmont 
Asbestos Textile Plant, 
one of the most ccm- 


plete in the world, 
separate trom our 
packing plant. The 
seccnd step, carding 
the asbestcs fibre, is 
shown. 


Valve Stem 


PACKINGS 


Constructed only of first qual- 
ity Canadian asbestos, the best 
of graphite and lubricants suit- 
able for all temperatures in- 
cluding the highest, these valve 
stem packings are supremely 
serviceable. 


BELMONT 
; PACKINGS 








Free 


The Belment B;ok 


describes these and Illustrations below show 
other packings: Stvle No. 655, braided form, 
High Pressure = . = “ see 
Asbestos for use against high pressure 


Superheated Steam 
“Asbestos Valve Stem 
New Departure, 
Hollow Center 
Standard Ring 
Loccmotive 
Braided Copper 
6100" for Oils 
Gasoline, etc. 
Sombination Sets 
in every required 
form 
Flax Packings 
Hydraulic Packings 
Centrifugal and Rotary 
Pump 
Metallic Packings 
Superheated Sheet 
Asbestos Metallic 
Sheet 
Gaskets of all kinds 
Rubber Pump Valves 


steam or air. It is treated with 
vulcanizing rubber and = graph- 
ited on the outside. 


Stvle No. 740, twisted, and 
No. 610, braided, are lubricated 
and graphited throughout. 


Send for illustrated catalogue 
that fully describes Belmont 
Quality Packings for every 
packing service. Consult us 
freely. Forty-five years’ expe- 
rience at vour service. 


BELMONT PACKING & RUBBER CO. 
Philadelphia, Pennsylvania 


Chicago, Tll., Harris Trust Bldg. New York, 99 Chambers St 
Agencies in principal cities 
Live Representatives Solicited 


No. 610 
Braided, lubri- 
cated and 
graphited 
No. 655 
Braided with 
rubber 


No. 740. Twisted 








We Build Service Into Belmont Packings 
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POWER 


TRANSMISSION 
MACHINERY 


is complete and efficient because 
it includes not only every article 
pertaining to the line, but also 
many different types of each 
article. 

For example, we manufac- 
ture eighteen different types of 
Shaft Couplings, five types of 
Hangers, sixteen types of Pillow 
Blocks and so on throughout the 
whole line. 

Only by making such a great 
variety of different types of ap- 
pliances can complete equip- 
ments be furnished that will be 
balanced throughout, and where 
each unit will be properly de- 
signed to perform its particular 
duty. 


T. B. Wood's Sons Co. 


CHAMBERSBURG, PENNA. 
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Makes a 
= Man-Size” 
Saving in Fuel 


NLY a ‘“‘Man-size”’ steam 

trap can give your cus- 
tomers a ‘‘Man-size’’ fuel saving 
through its efficiency. 


Anderson Traps will deliver live, 
hot, dry steam to every square 
foot of heating surface by con- 
tinuously and automatically re- 
moving condensation as fast as 
it accumulates. Its valve and 
seat are water-sealed, positively 
preventing live steam escaping. 
A gauge glass instantly shows 
the trap is working. 


The generous size and capacity 
of an Anderson Trap mean years 
of honest work for its owner. 
Selling Anderson ““Man-size”’ 
Steam Traps means that you are 
giving your customers the most 
steam trap service for their 
money. Send today for catalog 
and sizes on various models of 
Anderson ““Man-size” Traps. 


THE V. D. ANDERSON Co. 


1944 West “Ze, Cleveland 
96th Street A og oh. ++ Ohio -- 


=>4-) 18 
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Strength 


Accuracy 


Finish 


s A 

: : j Complete 

ite. ) Line of 
Bee _ Cap & Set 


Screws, Nuts 


— and Milled 
meu > Studs Shipped 


fees Promptly from 


a Stock That’s 
Always 


20,000,000 
or More— 


1020 S.A.E. Steel 


‘ONLY A JOBBER CAN 
GET JOBBER DISCOUNT”’ 


“The Cleveland 
Wrought 
Products 

Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 








ntion Minn Supperies 
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When \ension 
hills the bel tags 





POWER TRANSMISSION ASSOUATION 


‘PRUCOLITE 


g>—BLoomriecD —~ 
NEW JERSEY 














*See data under Pulleys Kent’s Hand Book 
1923 and thereafter. Better grip permits the 
use of closer centers. 


When writing to Advertisers please 





HANGE to Sprucolite pulleys— then you 
can ease off the belt tension. 


They are made of compressed spruce, which has 
been proven by both scientific investigation and 
demonstration under practical use, to be the 
pulley material having the highest known co- 
efficient of friction. 


Sprucolite is not just laminated wood sections 
glued together. It is clear spruce compressed 
according to the use from 30 to 70 per cent of its 
normal volume. The result is a dense fibrous 
material, weighing only a fraction of either cast 
iron or paper. It is tough and hard, vet resilient 
and withstands shock loads. 


With all their advantages, you would expect 
Sprucolite pulleys to cost more. They don’t and 
they save a handsone profit on longer life of belts 
Price list and detailed information sent on re- 
quest. Address the Sprucolite Corporation, 342 
Franklin St., Bloomfield, N. J. 


Sprucolite Pulleys for factory use are distributed exslusively 
through supply houses. Present dealers find them quick to 
sell, therefore profitable to handle. Thev tell us that general 
interest in them serves to make contacts for the dealers’ salesmen, 
that result in sales for other merchandise as well as in Sprucolite 
Pulleys. Let us send our dealer's proposition. 


mention Minti Suppiies 























Merchandise 


You Can Be Proud 
To Sell 























Gold 
Medal 
Safety 
Platform 
Ladder / 


Picture the many ways your customers 


will reduce 


“overhead”’ costs through 


safer working conditions. 




















Its appearance alone wins 
customers. Point out the safe 
platform, tool rack, reinforced 
joints, and strong back with 
rungs, and clinch extra sales. 


Write for Distributors Proposition on 
“‘Gold Medal’’ Selected Line. 


The Patent Scaffolding Co. 


Philadelphia, Pa. 
2835 Bridge St. 


Atlanta, Ga. 


New York, N. Y 
3821 Sherman St. 
L.. I.. City 
St. Louis, Mo. 
6168 Bartmer Ave. 


Boston, Mass 
49 Ellery St. 


Chicago, Ill. 
1550 Dayton St. 


) 


Safe Ladders and Scaffolding for Every Purpose 
—_ 3 Sea PRE) 


ee 





44 Haynes St., N. W. 








When writing to 








‘“ 











353 N. Francisco Ave. 


**M ARVEL”’ 


High-Speed-Edge Hack Saw ' 






The hack saw blade 


that helps you do more 
is the blade that won't 
break. 


Better Work and More of it 


in LESS TIME—When you 
use Dependable Marvel Blades 


Put “‘Marvel”’ high-speed-edge hack saw blades to the 
hardest kind of a test—they’ll never fail you. 


They cut faster and keep their high-speed edge for 
a longer time than any blade you probably ever used. 


This isn’t a mere generality. It is a statement 
of fact that you can easily substantiate. ‘‘Marvel”’ 
hack saw blades simply will not snap or break under the 
strain of hard work. 


When you buy tools you have every right to expect 
complete and uninterrupted service out of them. Next 
time you order—order ‘‘Marvel’’ blades. Thereafter, 
you will insist upon more of the same unfailingly 
dependable quality. 


Write for complete folder, picturing and describing sizes and 
prices of these long lasting, unbreakable Marvel blades. 
Simply address 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People’ 
Chicago, U. S. A. 
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Reamer Cost $5.59~-Saving $124.13! 


OR quantity production reaming, the 

almost unbelievable performance 
records established by Peerless High 
Speed Expansion Reamers merit the 
thoughtful consideration of all production 
reamer users. 








Here is a typical example: 







A well-known Ohio manuf 
several years ago, found that’th 
type reamers then in use were’costing him 
$1.84 per 1,000 holes reamedin connection 
with a certain operations Each reamer 
had a total life of but 1,500 holes. On the 
basis of his annual duction, the total 
cost of solid reameérg amounted to $129.72. 


ersuaded to try the 
Speed — 


Finally, he wg 
No. 516 Peerless” s 














Job consists of reaming a %-inch hole through part shown in 
photograph above. Hole is 15-inch deep. Material is brass. 
Work is done on a No. 3A Warner & Swasey lathe whose 
turret head is set with one drill and two Peerless No. 516 
Expansion Reamers. First reamer is for rough cut; second avera 
for finish cut. The latter is made with work turning at 350 less 

r. p.m. with hand feed. Checking is done with plug gauges = 
to a tolerance of .001 inch and standards are rigidly adhered 


testa Sven ed, in comparison 
reamers, that each Peerless 
‘140,140 holes; that a single Peer- 
samer could be used steadily for 


to. The 15,-inch cut is usually made in 2'; seconds. 














Full details of this 
Peerless Reamer per- 
formance are available 
in Digest No. 55. 

They are extremely 
interesting to everyone 
engaged in production 
reaming — and we are 
confident you will find 
them so, too. 

Just ask for Digest 
No. 55—no obligation. 

















years; that the annual cost per Peer- 
$8 “Reamer, including re-grinding time, 
ounted to but $5.59—or 8c per 1,000 holes. 


Thus, Peerless effected for this manu- 
facturer a 95.6% reduction in reamer 


cost—and produced a net annual saving 
of $124.13! 


On this particular operation, ONE 
Peerless Expansion Reamer proved to be 
the equal of 94 reamers of the solid type! 






TWIST DRILL 

COMPANY 

CLEVELAND 

NEW YORK- CHICAGO-LONDON 
SAN FRANCISCO 


~Manufacturers of Carbon and Cle-Forge High Speed — for every purpose; 
“Mezzo” Super-Carbon Drills: Hand, Jobbers’ and Shell Re: amers: “Peerless” 
High Speed Reamers; ‘Paradox ' ‘Adjustable Reamers; ““Quick-Set Reamers; 
‘Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes; 
Counterbores; Cc sountersinks ; Sockets; End Mills; and the 
“Ezy-Out”’ Screw Extractor. 





‘TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES 
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gas, SKINNER CHUCKS FOR 
MODERN MACHINE TOOLS 





@& 
Yo ee’ 


Reg. U.S. Par. Of 








A Sure Grip 
for the Drill Bit 









Cut shows the Stanley Portable Electric Drill | 
Type D-J6é—!.." Heavy Duty, Equipped with 
a Skinner Chuck No. 63—0-!" capacity. 








The STANLEY DRILLS are designed for the heaviest work. 
Their rugged and well-balanced construction combined with 
powerful motors insure long life under all conditions. 


The final and essential touch to the efficiency of Stanley Port- 
able Electric Drills is the Skinner Chuck that holds the drill 


bit rigid, and drives it true under all working conditions. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN., U. S. A. 
LATHE-DRILL-PLANER-CHUCKS 
MANUFACTURERS OF WRENCHLESS ‘AIR OPERATED’? CHUCKS 
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Let 5 Elephants 
Lace Your Belts 


Pressure exceeding the weight of five full grown ele- 
phants (to be exact—45,900 pounds) is exerted by the 
Clipper No. 8 Speed Belt Lacer. 

Yet this remarkable machine weighs only 100 pounds, 
occupies little space and can be operated easily by a 
single shopman. 

Any belt up to 8 inches in width can be laced in one 
and one-half minutes. Its powerful jaws force a uni- 
form row of Clipper Hooks smoothly and evenly into 
the belt end—absolutely flush with the surface. 

You can be assured of strong, light, lasting belt joints, 
made with almost unbelievable quickness and effi- 
ciency, if you lace your belts with the Clipper No. 8 
Speed Lacer. 

Weight only 100 pounds. Furnished with or without 
stand. 


Every lacing requirement is anticipated by Clip- 
per Products—Hooks, Pins, Lacers and Cutters 


Clipper ‘Belt Lacer Company 


GRAND RAPIDS gern ~ MICHIGAN 
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You are more than 
“just a customer” 


Distributors who handle Rahmann Leather Belting find 
their profits steadily increasing because they are increasing 
their number of satisfied customers. 



















To Rahmann our Distributors mean more than ‘‘just 
customers.’ They are our sole Representatives in their 
territory, and in view of this fact, we are arranging a com- 
plete selling plan that will help them in the sale of all the 
items they carry—including Rahmann Belting. 


Write us now and let us tell you about the plan that will 
put new life into your Belting business this year. 


GEO. RAHMANN & CO. 
31 Spruce St., New York, N. Y. 
NEWARK, N. J. SYRACUSE, N. Y. 


RAHMANN 


Leather Belting 











Mac-it 


Set, Cap and Safety 


SCREWS 


THE STRONG, CARLISLE & HAMMOND CO. 


1392-1384 West Third Street 
CLEVELAND, OHIO 





For Satisfactory Performance and Profitable Results! 
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Mr. Jobber: You can make 
money and friends by selling 


PACZINGS 


Here’s a line of Piston and Sheet Packings, a 
the a ot wal 20 aia a aan a line THE “LINEAR LINE 
ke “gunn, : OF PACKINGS 
of making PROFIT, but making FRIENDS storage 


HIGH PRESSURE RUBBER BACK 











of Packings which will assure vou not only 





- ROUND AND SQUARE BRAIDED 
of vour customers as well. NORD AND TSNSIED VALVE 
ASBESTOS METALLIC GUM CORE 


EM 


Another great advantage, we can make up FLAX 
these high grade PACKINGS as “YOUR ws HATE RERODE HYDRAULIC 
BRAND”, and what's more we can wrap, peepee 

° or DUCK AND RUBBER 
box and label them accordingly —or if pre- secant lies 
ferred, vou can sell them under OUR WELL OSS DIAGONAL 
KNOWN TRADE NAME, “LINEAR”. FINE, DUCK. WHITE. FRICTION HYD. 


PACKING 
Why not look over the LIST of Packings in 


the panel at the right—then drop us a line BASKETS 2 
for full details, including prices: ee 

















fe — Linea ; 
Linea Packing & Rubber Co, Ine. 


PISTON AND SHEET PACKINGS 


MARSHALL AND BERKS STREETS 
© PuvLADELPHIA 
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Truck CASTERS 


Whenever you have heavy duty caster 

problems in your plant, this Bond Double Ball 

Race Roller Bearing Wheel caster deserves serious 

consideration. In hundreds of plants it has 

Patented proved its ability to carry heavy loads without 

fear or failure. 

The Bond Line of Truck Casters has a real 

message for you. 


\™ Bond Foundry & Machine Co 


Manheim, Pa. Philadelphia Office: 617 Arch St. 
New York Office: 256 Broadway Chicago Office: 39 S. Clinton St. 

















“‘Moore & White’’ “CHA SE” 
FRICTION Trailers 


CLUTCHES for every 


Most in gee purpose 





250,000 in use 


Equally efficient for 
easy or hard work; un- 
der clean or dirty con- 


ditions. Stand gruel- MADE IN 
ling punishment. Give FOUR STYLES 


longer service, dollar ist lat 
for dollar than any 1. Standard ill ne 
other clutch made. 2. High speed : 
Your customer de- 3. Double disc 
serves the best. See 4. Sleeve type 
that he gets an . Catalogs on 
“M&W” the next time a 

you sell him a clutch . 


THE MOORE & WHITE CO. 
2711 North 15th Street THE CHASE FOUNDRY & MFG. CO. 


: ; Columbus, O. 
Philadelphia, Pa. Ask for Catalogue No. 300 


= 
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Slain: vi eames tae 


in a Case like this? 


JOBBER in a good sized city is much interested in 
securing the B. W. H. line. He is a very desirable 
citizen and we would be glad to have him represent us. 


But— 


In another city, near enough so there would be an 
overlapping of territory, another distributor is doing a 
good business with our line. We would undoubtedly add 
a certain temporary volume by the connection. But we 
might fail to give our established distributor the 100% 
cooperation to which he is entitled. Therefore, we are 
not taking on the first-mentioned jobber. 

This type of problem comes to us frequently. But the B. W. H. 


fixed policy of dealing only through jobbers and protecting our job- 
bers to the fullest degree is always our guide in solving the problem 


A 


There are a few territories still open for representation of our line 
of mechanical rubber goods. In each of these few we know there is a 
distributor peculiarly fitted to handle the B. W. H. line. We have a 
proposition of mutual interest for the jobbers who can qualify to 
represent us in these districts. 


BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge, Mass. 


Makers for over 50 Years of High Quality Mechanical Rubber Goods 
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AJOBBER IS KNOWN BY THE 
QUALITY OF HIS MERCHANDISE 


Ford Chain Blo ck Line 


FORD CHAIN Ta CO. PHILA..PA. 
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There is only ONE 


BONNEY 


Chrome Vanadiu 


There are thousands of alloy steels and hun- 
dreds of Chrome Vanadium alloys but there is 
only one “Bonney Chrome Vanadium” 


Years of research and experimentation have 
developed Bonney *CV Chrome Vanadium 
Wrenches and they are still supreme. 


Guaranteed not to break or spread. 





BONNEY NO. 25 SET 
of *CV Chrome Vanadium 


Engineers’ Wrenches 


The No. 25 Set consists of 6 
Bonney *CV Chrome Vana- 
dium Double End Engineers’ 
Wrenches—different size 
openings at each end. 


This set takes care of 21 dif- 


ferent size nuts and bolts ‘a gs 
from 14” U.S. Standard f ir 
to 34’ Hex Cap Screws. (/ 








The leading Automotive Jobbers carry these wrenches in stock. 


“CV is a Bonney BONNEY FORGE €? TOOL WORKS Chrome 


tratemask: ALLENTOWN, PA. Vanadium 
registered in 


he U.S. P. Makers of Special Service Wrenches of Chrome Vanadium, registered 
the U. 5. Patent Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises Auvust 11, 1925 
Office and Drop Forgings and the Bonney Rim Tool. gu ? 


Patents Pending 
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Stock EMPIRE Bolts 
and Nuts Exclusively 














Established 
1845 


2 





wn awake hardware men in increasing numbers are seeing the advantage of 
concentrating on a single, dependable line of bolts and nuts like EMPIRE. A 
single line is easier to sell—easier to get your customer’s confidence in. 


Besides, there’s an advantage in carrying uniform stock on your shelves. The 
modern business man believes in displaying his stock, and a uniform array of 
handsome, distinctive Empire boxes impresses your customer, where a haphazard 
collection of various brands will only confuse him. 


Dealers and Jobbers prefer Empire Bolts and Nuts for this purpose — because 
Empire bolts are 20% stronger than other bolts. They have tougher and more 
accurate threads. Their heads will not come off. Empire nuts are cold punched, 
free from burrs and scale, accurate in size and thread. 


Every bolt you need can be supplied under the Empire brand at standard prices. 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 
Factories at PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Chicago, Detroit, San Francisco, Los Angeles, Seattle, Portland 


EMPIRER=.BOLTS 
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PULLEYS 


Whenever you need Pulleys QUICKLY—no matter 
whattype or quantity—write, wire or’phone Medart. 


The Medart line of Pulleys is complete. It comprises 
Steel rim, Cast-iron, Split-wood, Iron-spiders, Wood+ 
rim and Hercules All-steel Special Heavy-duty... 
Any diameter up to 16 feet.... Any face up to 50 
inches.... Crown or straight.... Any wanted 
bore .... Solid, split or clamp hub.... With set 
screws or keyways, or both.... Single, double or 
triple belt or extra heavy. 


Complete assortment of patterns, modern molding 
machines, foundry equipment and complete ma- 
chinery facilities are the reasons for Medart “Right 
Now” service on Pulleys, and “Everything in Line 
Shafting Equipment.” 


GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 


For “Everything in Line Shafting Equipment” get 
Catalog 43 and Discount Sheet; also Bulletin on Me- 
dart Timken-equipped LineofIndustrial Appliances. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U.S.A. 


Offices in 
Chicago ’ Philadelphia ’ Pittsburgh ’ New York ” Seattle 
Office and Warehouse in Cincinnati 


4 5 DANA I 








verything in Line Shatting Equipment 
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The Jobber 





is the 
natured 


miqa€ 


yw is not gold that glitters” is 
an old adage that might well 


be applied to the lure of the long price 
that sometimes influences sales direct 
rather than through the jobber. 


If he who dreams of jobber elimination could 
but enter a factory with an order for a hand- 
ful of bolts and nuts and trace the path of that 
order through the office and factory from the time 
of entering, making, packing, shipping, invoicing, 
crediting, etc., he would see a cost mount to a 
regular eak compared with the differential 
allowed the jobber for performing pretty largely 
the same service. 


In the Bolt and Nut Industry there are vast ex- 
penditures running into hundreds of thousands 
of dollars per year in new machinery to reduce 
shop costs. 


We believe that our manag of concentrating our 
business with the jobbers and ow oing 
business in large volume, is one the greatest 


factors in reducing our costs. We believe the 
aan is a necessary factor in the distribution 












tj WHOLESALE 
Wi, HAR DWARE | 
A MILL SUPPLIES 
et BOLTS &. NUTS} 
ik 






of our products and we act 
accordingly. 





Chere are no short cuts. The busi- 
ness of making and selling things 
still remains a matter of common 
sense and hard work. 


At Foster we have always believed 
and we still believe emphatically 
, in that idea. And our attempt to 
translate the idea of common sense and hard 
work forms the real creed of Foster expressed 
by The Foster Idea—first, to make good 
bolts and nuts; not just bolts and nuts but good 
bolts and nuts; second, to render to Foster cus- 
tomers a personal service rendered by responsible, 
active, interested executives of the company. 


Upon this foundation of common sense and hard 
work has been built a large and ever growing 
business which now comprises the most complete 
line of bolts and nuts and cap screws in the coun- 
try, distributed in accordance with the policies 
that have long since been proved sound and for 
which no acceptable substitute has yet been found. 


THE FOSTER BOLT & NUT MFG. COMPANY 


Cleveland Chicago 
Union Ave. and East 72nd Street 6249 to 6265 West 65th Street 
Telephone Broadway 0840 Telephone Hemlock 4484 








Personal Service 








BOLTS~» NUTS | 
CAPSCREWS 


in Big Business 
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HIGH PRODUCTION SHOPS PREFER 


BLACK & DECKER 
ELECTRIC GRINDERS 


The Maytag Company, Newton, Iowa 










































The main illustration shows the instal- 
lation of a battery of Black & Decker 
Heavy Duty Grinders in the Maytag 
factory. 


This battery consists of fourteen 10- Production shops all over the world 


H. P. variable speed grinders with 24- are saving time and reducing their 
inch wheels of the type illustrated in costs with Black & Decker Electric 
the inset. Tools. 





Carried in Stock by the Leading Mill Supply Jobbers 


The BLACK &€? DECKER MEG. CO. 
TOWSON, MD., U.S. A. 
Black & Decker Mfg. Co., Limited, Toronto, Ontario Black & Decker, Limited, Slough, Bucks, England 





Branch Offices with Service Stations in 


BOSTON NEW YORK OAKLAND, CAL. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND. SEATT! 
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AVE you received your copy of 
the new edition of the Square 
“Gee” Costalog? 


It’s the authority on pipe fittings—a 
catalog and a price-list combined. The 
Costalog gives sizes, weights and prices 
of all pipe fittings and specialties in 


4900 EUCLID BUILDING 


SQUARE 
Pipe 





MALLEAGLE, CAST IRON 







JHLULL GUPPLIUES 





When writing to Advertisers please mention Mitt SuppLies 





4, 
HANDY POCKET § 


COSTAL 








© Tug GRABLE 
> BRsSURACTURION 
COMPANY 


= 
PPELEVELANO, 28a. s } 





a ae 


Send today for 
copy of the new 
Square “Gee” 
Costalog 














the complete Square “Gee” line. It’s 
a guess-eliminator—a dependable aid 
in accurate figuring. 


We'll be glad to send you a copy of 
the new edition of this valuable Costa- 
log. Just drop us a post card request 
and copy will be sent promptly. 


The GRABLER MANUFACTURING COMPANY 
and its subsidiary GRABLER-REPUBLIC, Inc. 


CLEVELAND, OHIO 


“BEE” 
Fittings 
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Get that Quest/on 
Mark Out 
of YOUR 


“Driving Right” means more economical 
power distribution---low maintenance. 
But, what is the right drive? Are indi- 
vidual motors the answer, or would 
sroup drive do the job better. 


That is the question mark, 
and the Power Transmission 
Association is the means at 
hand for getting it out of 
your plant or keeping it out 
of that new plant you may 
propose to build. 





Through its board of advisory engineers 
and cooperation of the association mem- 
bership your plant can be surveyed and 
unprejudiced recommendations made 
that will repay you in power and savings. 


The advice of the board and 
membership is available to you 
without cost. A letter from 
you will bring the “ Drive 
Right” booklet with addition- 


al interesting facts. It will pay 


MEMBER OF you to send for it and read it. 


POWER TRANSMISSION ASSOCIATION 





This advertisement is made possible through the c »-operation oF 


eweco TT, BL WILLIAMS & SONS ones 


BOSTON DOV E R ’ N. H ° DAYTON 


DETROIT 


Manufacturers of COCHECO Leather Belting GREENVILLE 
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“SAGINAW” 


J: ‘Trolleys, Trucks 
= and Casters 




















“SAGINAW” 
TROLLEYS 


Made of 
Pressed Steel 
and Drop 
Forgings 


“SAGINAW” 
CASTERS 


Pressed from 
heavy steel. The n 
‘Handy Man 


for all hand truck- 
ing. A money 
saver in mills, fac- 
tories, shops, ware- 
houses and shipping 
rooms. 


i rr 


Twenty sizes 

—light and 

heavy duty. 

Ball bearing 

For 4", 5’, 6’ swivel. 

ito Roller bear- 
ing axle. 


Six Sizes 
14 to3 Ton 


Ball and ie . 
Roller Steel, rubber 


Bearing tired. 


Nationally Advertised and Now PO 
Selling in Many Mill Supply Houses Seles om Ge 


Manufactured by “Saginaw’’ Lines 


SAGINAW STAMPING & TOOL CO. 


SAGINAW, MICHIGAN 




















“The CHICAGO Line” Ball Bearing Journals 


This is the Journal that is guaranteed to operate 


*aa° ° day in and day out without bearing troubles. No 
Power Transmitting Appliances atl ao Ube anes a. 


Lubricate but two or three times a year. Suit- 
able for Line Shafts, Countershafts, Machines, 
Idlers, Belt Tighteners or to replace any Babbitted 
Journal. Made to suit conditions. 


This is only one of many trouble saving special- 
ties of CHICAGO LINE Equipment. 


Don’t be behind the times. Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 


“DAGGETT”? BALL BEARING 


HANGER BOX MAIN OFFICE: 


17 No. Desplaines St., 
Chicago, IIl. 
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Buy Your Entire 
Line of VISES 
From Yost! 

















OUR customer cannot ask for a vise that is not found in 

the Yost line. The 24 different styles of Yost Vises cover 

every purpose for which a vise can be used in any trade. 109 

sizes means that your customer can have exactly the size and 
style of vise he wants—and get Yost quality. 


There is a Yost vise for the Machinist, Toolmaker, Plumber, 
Steamfitter, Coachmaker, Woodworker, Patternmaker—for the 
Drill Press, Garage, Manual Training and Home Shop. 


If you have been selling vise specialties, try the Yost Com- 
plete Line. They’re easier bought and easier sold. 


Ask for the Yost Catalogue 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


Established 1908 
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Williams’ Superior 
Wrenches are drop- 
forged from tough 
carbon steel; finished 
in black enamel 
(baked on). They are 
smooth-surfaced, 
with heads polished 
bright, and are case- 
hardened by the 
packed process. The 
use of cyanide is not 
tolerated. Openings 
accurately milled, 
sizes stamped on the 
heads. 








—™ 
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‘THE danger of buying job-lot 

wrenches is many fold. Often im- 
perfect, unwarranted and amounting 
to little less than a collection of mis- 
fits, they prove far more expensive 
than the best wrenches you can buy. 

The experienced buyer insists on 
a standardized line, backed by a 
reliable manufacturer and he finds it 
in WILLIAMS’ SUPERIOR CARBON 
STEEL WRENCHES. All are guar- 
anteed. 

A single Standardized line of 40 pat- 
terns in about 1000 sizes. Literature? 


J. H. WILLIAMS & CO. 
“The Wrench People”’ 
BUFFALO 


New York Ch'cago 





SUPERIOR 


Carbon Steel 
ROP-FORGED WRENCHES 
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1788 Highflex” Belt 
THE B. F. GOODRICH RUBBER COMPANY 





O 


Akron, Ohio 


Established 1870 
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U.S. 3;-Inch 
High Frequency Drill 
1200 R. P. M. Under Load 


Teh ti, TTA CE 
A YJ thd LL CF) 


NMLL & 





July, 1928 





Production will reach new high levels 
and costs drop to surprisingly low figures 

when shops use U.S. High Frequency 
Tools. They operate at higher sustained 
speeds under all loads than tools with 
d. c.. a. c. or universal motor. They 
reduce maintenance costs one-third and 
last longer. due to their greater sim- 
plicity. They have no armature wind- 
ings, no commutator, no brushes or 
brush rigging. There are distinct ad- 
vantages found only in U. S. High 
Frequency Tools which will make these 
tools easiest to sell. Get the uu & 
Catalog. 


Sold Only Through Jobbers 












ELECTRICAL 


2498 W. SIXTH ST. 





Oldest Builders of Electric Drills and Grinders in the World 


STATES. 


TOOL COMPANY 


CINCINNATI, U.S.A. 
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A manufacturer’s suc: 
cess is based upon a 
meritorious product. 
He does not jeopardize 
it by employing infe- 
rior parts. 








It is significant that so 
many of the nation’s 
largest, most progres- 
Sive manufacturers 
adopted Arguto Bear- 
ings and have continued 
to use them for years. 


We can explain why 


ARGUTO OILLESS 


BEARING COMPANY 
Wayne Junction Philadelphia 
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Chisholm-Moore manufac- 
tures a complete line of 
overhead material-handling 
equipment. Below area few 
C-M Products. The catalog 
describes them all. 
Write for it. 


Matchless 
Trolley 


HIS considerable reduction in the amount of mus- 
cular effort—the number of pounds pull—required 
to raise the load can mean to you a general speeding up 
of production and definite savings in time and labor, 





And the Model K Cyclone will save in other ways 
as well. 





Because of its gyrating yoke construction, its continu- 
ous grease packing and the special alloy steels and metals 
used in its construction, this most economical of hoists 
has a life—without a penny for repairs—well over twice 
that of any other hoist. This long-life feature means im- 
portant savings in first costs of equipment over a period 
of years because of fewer replacements necessary, in 
repair bills and in time generally lost making repairs. 


The Cyclone Model K is built in sizes from % to 12 

- tons, all equally efficient, economical and long-lived, and 
each remarkably light for its capacity. The Model K lit- 
erature explains clearly how these improved hoists will 
make substantial savings for you. Send the coupon today. 





Model K 
’ Cyclone 
Low Head- 

Room Hoist 








CHISHOLM-MOORE HOIST CORPORATION y A 
(Division of Columbus McKinnon Chain Co.) Chisholm- 
5028 Lakeside Avenue Cleveland, Ohio y Ranges Hoist 


Branches: New York Philadelphia Chicago Pittsburgh 


Representatives in all territories for prompt service. Lakeside Ave. 


Cleveland, Ohio 
Fe Gentlemen: 
3 Please send informa- 
tion on: 
© The Model K Cyclone. 
(0 Increasing plant efficiency 
through Overhead Material- 
Handling Equipment. 








Double I-Beam Crane 
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The Greatest Money- 
Saving Hoist Ever Built 


HE 18% less pull means quicker lifting 

of loads, a saving in time, and the speed- 
ing-up of end-of-day production through the 
conservation of man-power. 

Its 10% greater efficiency means more 
work done in less time. 

Its long-life—without repairs—means sav- 
ing in replacement costs, saving in mini- 
mum maintenance bills, saving in time and 
money now lost waiting for repairs. 

Lighter weight means greater portability 
—less time and labor required to move the 
hoist. 

A C-M Material Handling Expert will be 
glad to suggest to you how C-M Cyclones 
plus C-M idea will turn the above savings 
into profits for you. He is trained in factory 
and field to know the most economical so- 
lution to any material handling problem. 
There will be no obligation on your part 
for his services. Write 

CHISHOLM-MOORE HOIST CORPORATION 
(Division of Columbus McKinnon Chain Co. 
5028 Lakeside Avenue, Cleveland, Ohio 
Branches: New York Philadelphia Chicago Pittsburgh 


vepresentatives in all territories for prompt service 











“CRANES 
j ELECTRIC HOISTS 


| TROLLEYS 
CUPOLA 
Pee 





or reseremter 
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A few superior features 
of the Model K are: 


is 
Anti-friction bearings in all 
rotating parts. 


° 
Load wheel and gears of special 
alloy steels insuring long life 
and safety. 


All moving parts packed in 
grease in a dust-proof, oil-tight 
housing. It needs refilling only 
Oncea year under ordinary 
usage. 


Steel swivel hooks, drop forged, 
heat treated and proof tested. 
Lower hook is equipped with a 
Timken thrust bearing. 


5. 
The patented exclusive gyrat- 
ing principle which makes 
possible keeping more than 
twice the usual number of lift 
gear teeth in mesh at all times. 
Another important safety 
feature. 

6. 


A Screw Type Friction Brake 
of the most modern design, 
with generous braking area. 
Will hold the load at any point, 
and permits lowering with a 
minimum of effort. 


e 
Special, electric welded, heat 
treated and proof tested chains. 
Guaranteed the strongest and 
best wearing chain obtainable 
—insuring safety again. 
8. 

There are many more points 
of superiority. Write for them. 


C-M ideas have stopped wast- 
ing men in these plants. They 
can do the same for you. 
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On Hand 


Next to the Dealership for Allen 
screws, your best asset in the Hol- 
low Screw line is a complete line. 


Orders gravitate to the house with 
a well-balanced stock. Orders are 
lost when buyers must wait for 
some sizes. 


Rather than telling the customer 
you ll “‘send for’ his Allens, send 
to us for a well-rounded assort- 
ment—and be ready. 


We'll advise you from our Dealers’ 
experience what will make up a 
balanced stock, with the best pro- 
vision for rapid turnover and 
steadier profits. 


Fast Service from Factory Stocks 


+s 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 
Branch Offices: 


W. C. Stauble R. E. Gregory W. J. McRae 
3360 Pasadena Ate. 816 Mulford St. 320 Market St 
Detroit, Mich Evanston, Il. San Francisco, Cal 
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It costs no 
more to sell 
a fine belt 


T costs no more to sell a 

really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 





We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 


BELTIN 
O“EADE MARK (9 

y WS 
(5 ] as.) é Tanners 
| Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
— 
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Red Shield” « \ High Speed Drills 










The 
R ed Shield’ 


is imprinted 
on each Drill. 


With 47 Years’ Experience 


we pronounce the /(ed Shield” the best Drill yet produced. 


Should be used in every progressive shop 
where ‘‘cost reduction’”’ is the slogan. 


THE STANDARD TOOL (0 


New York: 94 Reade St. Chicago: 552 W. Washington Blvd. 
Fredk. Pollard & Co., Ltd., London and Leicester, England Paris, France Burton Fils 











We are telling a half million valve buyers 
about Jenkins Iron Body Valves 


During July, over 100 business Jenkins Valves are made in 
papers, read by a half million glote, angle, cross, gate, check, 
valve buyers, will carry the Y and other types. Use our 
story of Jenkins Iron Body literature in promoting your 
Valves. Letters and circulars sales. Form 124 deals entirely 


are going to 40,000 more. These with Jenkins Iron Body Valves. 
readers are all of the very type JENKINS BROS. 





to whom you sell and they are 80 White Street na te Y 
“ = « 524 Atlantic Ave Bos , Mass 
being directed to you, so that 133 No. Seventh Street Philadelphia, Pa 
you as well as we may benefit. 646 Washington Boulevard a Chicago, Il 
° ° JENKINS BRCS., Limited 
Throughout its 64 years, Jenkins Montreal, Canada London, England 
service has built an ever stronger ee eee ee Pe B 
Fig. 325 reputation with engineers, archi- 1 Please mail this coupon to nearest office of 
Jenkins Standard Iron tects, contractors and industrial . . 
Body Gate Valeo Screwed. ; We would like to receive copies of your 
men. 2 circular No. 124. 


Name 


& Always marked with the” Diamond" : lait 





Ve 1864 City & State 
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Here’s a Real Labor Saver 


For Manufacturers of Goods in Metal, Glass, 


Celluloid, Rubber, Wood and Other Materials 


Will replace the scratch brush 


Leiman Bros. for mat finishing and similar 


effects on all classes of goods 


Patented it will replace the use of dis- 


agreeable acids for this work. 


It furnishes a modern, cleanly 
way of cleaning moulding sand 
from patterns and castings. 

Finishes may be fine, medium 
or coarse on all materials as 
desired—but, most important, 
it will always be uniform 


no 
streaky, uneven results. 


Any article to be plated should be sand blasted first——it will 
result in a more permanent plate, quicker plate, and a saving of 
time in plating and a saving of current. 


The most inexperienced person can operate it without instructions 
the work cannot be spoiled. 


Metal Goods of Every Kind and Description Should be Sand 
Blasted to increase Plating Durability. 


The sand blasting process is fully treated in our catalogue. It 
improves your plating, making a surface to which the plate 
will adhere more securely and much more rapidly and so sand 
blasting saves time in plating, and improves your finish——very 
desirable ends you will agree. This also applies to articles to 
be painted, sprayed, enameled or otherwise treated. Mat 
finishes of various degrees are quickly secured. 


Get the Free LEIMAN BRO 23P Walker St. 
Illustrated Catalogue e New York 


Makers of good machinery for 40 years 














20 Years on the market without a Complaint 


A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 
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oist Buyers 


, . 
Keeping your old customers sold nets you not 





only repeat sales but new sales. 


The greatest advertising man any jobber can 
employ is a “sold customer. Keep him sold 
and he will keep you selling many new customers. 


No better “‘old customer keeper” ever lived 
than Wright Hoist, because of its exclusive power, 
speed, handiness, safety and long life. 


Let us send you bulletins telling all about these 
exclusive advantages and the features responsible 
for them. Want our catalog too? Our line of 
Hoists, Trolleys and Hand Cranes is complete. 
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Profitable 
Items 


Of the complete line of 
IXL Power Transmission Equipment 








Plamondon Safety 
Friction Clutches 


IXL Rubber 
Cushion Couplings 


Backed by a strong advertising 
campaign. Correctly Designed. 
Proved by years of service 


Read these Strong Sales 
7 Points 


1 Simplicity. 


(Figure 1531) 





2 Safety Feature. 


GOULDS 


Old Reliable 
Double-Acting 


3 Positive Lock. 


4 Quick and Easy Adjustments. 


§ Dust and Dirt Proof. 


PYRAMID PUMP 


| AMOUS the world over as the most rugged, com- 
pact and satisfactory power pump of its type 
made today. Entirely patented, its exclusive features 


And thes ? Clutch are not to be found combined in any other pump. 
e. Built in six sizes with capacities from 6 to 114 G.P.M., 


6 Skillfully Constructed from 
Selected Materials. 





Plamondon Friction 


it is adaptable for a great many services: handling 
oil, water supply, road construction and numerous 
others. 


Its salient selling points are: 

SPECIFICATIONS 

Discharge Connection—from any one of four points. 

Piston Rod brass cased 

Double Guide Rods—keep piston in perfect alignment. 

Anti-Freezing—can be drained to prevent freezing by 
removal of four drain plugs. 

Stuffing Box—-bronze, bolted type; plenty of room for 
tightening or re-packing. 

Frame and Cylinder—consists of a single iron casting, 
which provides rigid alignment of all working parts, 


2 Positive freedom from binding. 


2 Absolute alignment and vibration- 
less action. 


3 Wearing parts easily replaceable. 


4 Pins fit snugly into bronze bushings 
cemented in rubber. The rubber 








a as an insulator on electric IXL Rubber Cushioned reduces wear and insures longer life. 
dada Coupling Suction Connection—from either side of pump. 
& Air Attachment—can be added at any time—for 
Send for your copy of Plamondon : ———; | pneumatic service. 
Catalog No. 68,on the complete line of PLAMONDON | Another profit maker in the Goulds line of standard 
IXL Power Transmission Equipment. Sein anit 


pumps, which you should have in stock 


| Send for Bulletin 100 for further information on this 
and other small power pumps for general service. 


a| Kew 
JKOXOVMD Joy 20K) 4) a GOULDS PUMPS, INC., Seneca Falls, N.Y. 


GEAR6 MACHINECO. / 3 al 
‘ se he line is complete and includes 














211 No. Curtis Street, Chicago 4 





Yes . . -« Send me this catalog and full 


information on handling this line. CENTRIFUGAL:--- ROTARY 
Name DIAPHRAGM - : DEEP WELL HEADS 
Address a SINGLE AND DOUBLE -ACTING 
POWER PUMPS 
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(CON FIDENCE/ 


There is a three-fold reason why many of the largest wholesale organiza- 
tions have swung over to the Diamond line of mechanical rubber goods: 








Reason No.1 The equipment and resources of 
Diamond — its financial stability 
and modern plant: a factor of 
prime importance. 


Reason No. 2. The Diamond policy toward the 
jobber protects the latter at every 
point—constantly helping him to 
increase his sales opportunities, 
and always realizing that his prob- 
lems are Diamond’s problems. 


Reason No. 3 The jobber’s own prestige and 
: profits will suffer if the line he 
handles is not of strictly first 
quality—equal to the best to be 
found in the market. 


The more thoroughly you weigh conditions in the rubber industry, the 
more you will appreciate what Diamond has to offer you. Why not 
consult our nearest branch? 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston Kansas City New York Philadeiphia 
Chicago Dallas Los Angeles Seattle San Francisco 


Diamond 


Rubber Belting @ ‘Hose - Packing 


“TESTED FOR A ney OF A CENTUR 
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Cleveland Cap Screws are always 
available in S. A. E. and U.S. S 
threads in a full list of sizes. Prompt 
shipments from the factory or our 
warchouses in Detroit, Chicago, St 
Paul, New York, Philadelphia and Los 
\ngeles \sk for Catalog C and 
Price List 
The Cleveland Cap Screw Co. 
2925 East 79th Street von 
Cleveland, Ohio 
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INJECTORS 





600,000 


Sell them a Kieley Trap and guar- Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 


antee satisfaction. Kieley Traps : 

: : ments, together with an assured and 
are sold through jobbers on a basis proper profit to the jobber through our 
of a satisfied customer or acceptance established resale prices, make U. S. 
of return. Automatic Injectors a satisfactory and 
profitable line for any jobber to.handle. 








Investigate Kieley Specialties 





Kieley c@ Mueller, Inc. 
34 W. 13th St. New York City 
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Improved in | | 
Design 

Forged : 

Steel— 


Throughout 








It’s 
Frameless 


It’s better in 
nine ways. 


All Steel P ipe Wrench 


There’s a thrill in the ‘feel’ of the ARMSTRONG 
Pipe Wrench—its perfect balance, its clean cut lines 
and accurately machined parts. And when, with closer 
examination, you find it forged steel thruout—when 
you note its unique and decidedly better design—then 
you understand why it is known as an improved tool. 
Each tool in the Armstrong Bros. Line of Better Pipe 
Tools is an improved tool embodying an excellence 
achieved thru over 35 years of fine tool making. Tool 
users recognize the Arm and Hammer Trade Mark. 
To them it signifies, ““The best that can be made.” 


ARMSTRONG BROS. 
Better Pipe Tools 

Solid Stocks and Dies 

Adjustable Stocks and Dies 

Standard Pipe Vises 

Chain Pipe Vises (5 Feature, 
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IN CASH PRIZES 
To Retail Dealers Only 





HE Pyrene Manufacturing Co. will 

give two thousand dollars in cash 
prizes to those dealers who sell the great- 
est number of hand fire extinguishers and 
refills of its manufacture during period 
of contest. 


The following types of extinguishers 
comprise the Pyrene family of fire 
equipment. 

1-pt. Pyrene Fire Ext. for small motor cars 

1-qt. Pyrene Fire Ext. for automobiles, trucks, 

home, motor boat and electric plants 
1%2-qt. Pyrene Fire Ext. for trucks, electric 
plants, garages, etc. 

2-gal. Pyrene Fire Ext. for garages, electric 

plants, etc. 

2'%-gal. Guardene (Soda & Acid) for gen- 

eral protection except oil or electrical 
fires 

2'%2-gal. Phomene (Foam Type) for oil fires 

5 -gal. Accurate Pump Tank for ware- 
houses, lumber yards, etc. 


and refills for above. 
Fill in and mail coupon for full informa- 
tion about this contest. This is a wonderful 
opportunity for dealers to make some 
extra money. Every car and home owner 
as well as factories are your prospects. 
Hundreds of thousands of extinguishers 
are sold every year. Everyone needs 
them and they can be sold with a little 
effort combined with Pyrene advertising 


Patented) and dealer helps. 
Suerte ieee ae cag de al 
pocmertisg baat Pipe — aogier ee ee 
K nite Blade Cutter Wheels describing al An A aciseinemet eee ot 
Aipaann: Chan Pie tates Tools. PYRENE MEG. CO., Dept. MS, P. O. Box 621 





ARMSTRONG BROS. TOOL CO. 





Newark, N. J. 


Please send full information on $2,000 Dealer Sales 


Contest. 
“The Tool Holder People” | 
‘ ; ee ee Pe ee 
305 N. Francisco Ave. Chicago, U.S.A. 
a ae ee aire CONTE wi, 
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Holmes Wrecker 
equipped with 


WILLIAMSPORT 
WIRE "rectory Cerited” ROPE 


comes to the rescue 


















Down in Chattanooga, Holmes 
makes a wrecker that is extremely 
sturdy—so sturdy in fact that they 
had to make some strenuous tests 
before they selected the Wire Rope 
that would stand the abuse it was 
due to get. The picture shows why. 


The cable had to be small in diam- 


eter, but must be powerful and 
stand an extraordinary test. 


Williamsport is the Wire Rope they 
selected. 





It dare not fail. 
It doesn’t fail. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works General Sales Office 
WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 





Use Madesco Tackle Blocks—— 
They Stand the Gaff 
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GENERAL Motors BuILDING 
NEw YORK CITY 


Architects: SHREVE & LAMB 
Engineer: CLYDE R. PLACE 
General Contractor: G. RICHARD DAVIS & COMPANY 
Plumbing Contractors: J. L. MURPHY, INC. 
Heating Contractors: BAKER, SMITH & CoO., INC. 


LY 

S in other of America’s foremost build- 
ings, ““_NATIONAL” was selected 
for the major pipe tonnage—another 
proof of high quality and dependable 
service. “NATIONAL” Pipe is resist- 
ant to corrosion because, in addition to 
the Spellerizing Process (sizes 4-inch 
and under), all butt-weld sizes !5 to 3- 
inch are made by a special Scale Free 

Process which eliminates mill-scale 
one of the principal causes of corrosion. 





























NATIONAL TUBE COMPANY 


FRICK BUILDING - PITTSBURGH, PA. 
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INDUSTRIES 


EAST - WEST - NORTH - SOUTH 


On Every Siding 
There Is a Plant 
That Needs an 


ATLAS CAR MOVER 


NDUSTRIAL plants offer the widest 

field for the sale of Atlas Car Movers. 
These plants must have cars spotted for 
loading and unloading. The most eco- 
nomical way is the Atlas way—one man 
and an Atlas Car Mover. Because it is 
efficient, practical, economical and will 
move any car, no matter how heavily 
loaded, little or no sales resistance is 
offered. It does not require a special 
call. Just mention the Atlas when talk- 
ing other mill supplies—usually a sale 
results. 


The Atlas Car Mover is nation- 
ally known, has been proved by 
a hundred tests, and is backed 
by our unqualified guarantee. 


Every salesman derives a pleasure from 
selling a tool which he knows will give 
his friends satisfaction and profitable 
service, or will make friends for his 
house. This is invariably the result 
where the Atlas Car Mover is sold. 


Manufactured Only By 


APPLETON 
CAR MOVER CO. 


P. O. Box 42 
APPLETON, WIS. 


Our Policy Is To Sell 
Through Jobbers 
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The 
Mover 
with the 
Red 
Tipped 
Handle 

















Have you 


|S Nigeanied occasion 
you have to re- 
place a worn out 
Valve is an invita- 


tion to installa 
Powell. 





Fig. 110 


Bronze Regrinding 
Model Star Globe 


Valve 


Powell Products, stocked by 
reliable dealers everywhere, have 
been proved in the Laboratory 
of Universal Use. There is a 
Powell, noted for its long and 
economical 
requirement. 


service, for every 





Fig. 512 
Non- Rising 
Stem 
Wedge Gate 


alve 


Powell Products 


We manufacture a 
complete line of bronze, 
iron, and steel globe, 
angle, cross, check, gate 
and safety valves; also 
oilers, lubricators, grease 
cups, water and oil 
gauges, fusible plugs, 
whistles, etc. 





Fig. 150 
Bronze Union Com- 
posite Disc Globe 


Valve 


THE WM. POWELL CO. 
2521-2531 Spring Grove Ave. 
CINCINNATI, OHIO 
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THE COMMITTEE OF NINE 

The three mill supply associations in convention 
at Nashville in May took certain fairly definite steps 
looking forward to real co-operation between the 
manufacturers and dealers in mill supplies, machin- 
ery, tools and all types and kinds of industrial equip- 
ment. Each association appointed a committee of 
three, to act as a joint committee to formulate a gen- 
eral plan of organization for a proposed single asso- 
ciation. 

The nine committeemen met in Cincinnati June 
5th. The meeting was reported as harmonious, with 
all eager to push the movement forward with the 
greatest speed possible. A planning committee, con- 
sisting of the presidents of the three associations, 
was named to draw up a constitution and by-laws 
for the formation and governing of an association 
embracing the three existing associations. As you 
know, W. W. Doe is president of the Southern Asso- 
ciation, Edward P. Welles president of the National 
Association, and Dixon C. Williams president of the 
American Assocation. 

Under the direction of this planning committee a 
constitution and set of by-laws have been drawn, 
and will be presented to the full committee of nine 


at the July 2nd meeting in Cincinnati. The meeting 
Was originally called for June 26th, but had to 
be postponed on account of engagements of various 
members elsewhere, which could not be cancelled. 

A good start has been made, but the membership 
generally of the three associations must remember 
that the burden placed on the shoulders of the nine is 
not light, that it all takes time, and that every one of 
these gentlemen has his own business to attend to, 
and cannot always leave it to journey to a distant 
city, even for the public good. Some of them also 
have families, whose wishes and conveniences have 
to be considered. 

Regardless of the plan presented, however good it 
may be, there will very naturally be a number who 
will not approve of it. They are openly committed 
in advance to disapproval of it, lock, stock and bar- 
rel, for the proposed lineup is not what they want. 

Looking well ahead, and assuming that the com- 
mittee of nine puts the report of the planning com- 
mittee into workable shape, acceptable to all, then 
will follow its submission to the members of the 
three associations. It all takes time, so be as patient 
as you can, hoping for the dawn of a better day. 





THE COMING POLITICAL CONTEST 

Guessing what politicians are going to do is at 
all times hazardous business, and especially so now 
that the republicans have named their presidential 
and vice-presidential candidates and adopted a plat- 
form. Before the democrats have committed them- 
selves definitely at Houston the reading pages of 
MILL SUPPLIES will have gone to press. 

Many people seem to think the issues to be pre- 
sented to the democratic convention will be easy 
for that body to solve, but they must remember the 
politician, regardless of his party markings, is a 
wary bird, and seldom flies in a straight line. It is 
the common belief, apparently well founded, that 
the head of the ticket will be about as “wet” as 
they make ’em, but that does not tell you how the 
liquor plank is to be worded. There are a lot of 
democrats who will not stand for an out-and-out 
wet plank, so the resolutions committee is sure to 
witness a few lovely scraps, with the verdict uncer- 
tain. 

Then there is the plight of our farmer friends. 
It is conceded they need some kind of help, but 
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something iess than a guarantee that their crops 
will sell for a good profit at home, regardless of 
overproduction and general conditions in foreign 
markets. That would not only be class legislation 
of the worst kind, unconstitutional, and workable 
for a brief period at best, but would surely lead to 
the defeat of the party daring to go to the country 
on the issue of taxing the entire nation to benefit 
the farmer. 

That means the Houston convention will not 
squarely endorse the equalization fee feature of the 
MeNary-Haugen bill, but will nevertheless make 
some pretty strong promises to the farmer of what 
the democrats will do if put in power. 

Senator McNary has talked with Mr. Hoover, and 
says he believes the republicans will find a way to 
give the agricultural interests relief. Congressman 
Haugen, however, stands pat on the equalization fee. 
“On to Houston,” said the farmers who are strong 
for the equalization fee. 

Aside from the alcohol and farm questions there 
is one other thing sure to intrude into the presiden- 
tial campaign in the event of the nomination of 
Governor Smith, and his nomination seems assured. 
That other thing is the ugly and un-American ques- 
tion of religious belief. It raised its poisonous head 
very definitely four years ago during the McAdoo- 
Smith fight in the democratic convention. Here it 
is again. What are you going to do about it? 

There is one thing sure. The next president of 
the United States should be selected on his merit 
as a man of broad experience in business, in di- 
plomacy, of the greatest possible executive ability, 
with a working knowledge of foreign affairs in 
their infinite variety, backed by the people’s belief 
that the man has a heart big enough to at times for- 
get our purely material interests in listening to the 
cries of the distressed in other parts of the world. 
It does not seem too much to ask of our next presi- 
dent that he shall have all these attributes of mind 
and heart. Let your platform so read, and then 
in November never mind what may have been done 
at either Kansas City or Houston. 





STILL THE EVIL PERSISTS 

Regardless of what other conditions in the mill 
supply field require correction, there is no evil so 
poignant, no practice so necessary of correction as 
that of price cutting. For years the evil has been 
fought against in convention, in the trade press, in 
conversation, and yet the practice runs merrily on, 
amid wailing and gnashing of teeth, with nobody 
benefiting, except, perhaps, the buyer, and then he 
may suffer in quality or in lack of service for what 
he apparently gains through a cut price. 

It is not to be assumed from the above statement 
that all mill supply distributors are price cutters, 
or that even a majority of them are. In fact, it is 
possible that the number who are guilty of promis- 
cuous price cutting are a very small fraction of the 
whole. Neither is it to be assumed that all distrib- 
utors in all communities are suffering from the un- 
worthy antics of one or a few. Nevertheless it is 
a fact that there is enough price cutting going on 
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in the field to cause a lot of worry and regret to 
the fellow who tries to run his business legitimately, 
for a legitimate profit. 

On another page in this issue is an item concern- 
ing cost figures compiled by the National Pipe and 
Supplies Association. These figures are based on 
reports from various houses in the field covered by 
that association. The average net profit after interest 
of those reporting houses which carry plumbing, 
heating, mill and mine supplies for the year 1927 
was .20 percent. Think of it—a net profit of ap- 
proximately one-fifth of one percent. A fine return 
to stockholders. This fact is not brought out to 
show the results of price cutting, because there may 
have been little, if any, price cutting on the part of 
houses reporting. It is given to indicate that the 
profits of many houses are so small now that price 
cutting is absolutely foolhardy. 

In this connection, it is interesting to view the 
subject briefly through the eyes of a purchasing 
agent. 

““Many purchasing agents feel that there is a dan- 
ger in buying below cost, but they have always rec- 
ognized this, and feel that just now the trouble could 
be better put down as the danger of selling below 
cost,” stated Lee J. Bussmann, purchasing agent, 
Sussmann Manufacturing Company, St. Louis, dur- 
ing the course of an address before the annual con- 
vention of the National Association of Purchasing 
Agents recently. “The members of the National 
Association of Purchasing Agents feel that the in- 
terview as reported in the New York Times some 
eight months ago gave their position. Mr. Chand- 
ler, national secretary at that time, speaking for the 
members, said: ‘Experienced buyers know that the 
good will of the vendor is an important factor, and 
that it cannot be had unless a legitimate profit is 
allowed,’ and ‘It is poor business to be a party to a 
transaction where either side is going to lose money.’ 

“The danger of buying below cost is a problem to 
be solved more by the sales department than by the 
purchasing agent. It is more a question of ‘loose 
selling’ than tight buying. The average salesman, 
losing sight of his real job, has developed a price 
complex and too often stops completely when some- 
thing is mentioned about the price, and later accuses 
the purchasing agents of having nothing but price 
in mind.” 

Every house in the mill supply field, or in any 
other field, exists for the purpose of making money. 
It matters not in what great volume the orders roll 
in. If the profit isn’t there, the effort has been use- 
less. But such profitless effort is unnecessary. 

Unfortunately, the law does not allow competitors 
to get together and agree to maintain prices, re- 
gardless of the fact that such agreement may not 
be in restraint of trade. But even if the law did 
allow such agreement, there would be black sheep 
who would stay outside and continue to try to get 
business by beating the other fellow’s prices. Speak- 
ers at conventions may argue against the practice, 
the trade press may harp on it, but, in the final 
analysis, it is up to the individual supply house 
which is guilty of price cutting to see the light. 
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onstitution and By-laws for 
Proposed Association Prepare 


Sub-committee of Presidents of Three Mill Supply Associations, Appointed 
to Draft a Constitution and By-laws for a Single Organization, Completes 
Task—Its Work to be Considered by Committee of Nine, and, as Finally 
Approved, to be Submitted to Vote of Members of Three Associations 








Definite progress is being made by the committees 
appointed by The National Supply and Machinery 
Distributors’ Association, Southern Supply and Ma- 
chinery Dealers’ Association and American Supply 
and Machinery Manufacturers’ Association at the 
Nashville triple convention to work out a plan for 
the proposed single mill supply association. These 
committees are acting as a joint committee of nine. 
As the situation now stands, a sub-committee, con- 





Studio, Chiengo 


Photo by Daguerre 
Sub-Committee, 


to Right 


Composed of Association Presidents, 
Edward P. Welles, The 
Vachinery 


Which 
National Supply and Machinery Distributors’ Association 


Vanusfacturers’ 


Association; W. W. 
sisting of the presidents of the three associations— 
Edward P. Welles, National; W. W. Doe, Southern, 
and Dixon C. Williams, American—has formulated 
a constitution and by-laws for the proposed single 
association, which have been printed, and will be 
submitted to the joint committee of nine members 
for their consideration at a meeting scheduled to be 
held in Cincinnati July 2nd. This meeting was orig- 
inally scheduled for June 26th, but it was found nec- 
essary to postpone it because of unavoidable delays 
in preparing the constitution and by-laws and the 
inability of some members to be present on that date. 
All members of the joint committee have signified 
their intention of being present at the session of 
July 2nd in the Cincinnati club, except J. H. Wil- 
liams, J. H. Williams & Co., Buffalo, one of the 
American Association representatives, who is in 
Europe. David C. Jones, The Lunkenheimer Co., 





Drafted Constitution 


Doe, Southe 


Cincinnati, will attend the meeting in his place. It 
is expected that at the July 2nd meeting, the joint 
committee will agree upon a constitution and by- 
laws, and later submit the entire proposition to a 
referendum mail vote of the members of the Na- 
tional, Southern and American associations. 
Complete harmony has prevailed in the activities 
of the joint committee and sub-committee. As 
agreed upon at the triple convention in Nashville, 
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and By-Laws for Proposed 
: Dixon C. Williams, American 


n Supply and Machinery Dealers’ 


Single 


Association. 


Left 
Supply and 
Association 

the joint committee from the three associations met 
in the Cincinnati club, Cincinnati, Tuesday, June 
5th, as the guests of H. O. Wentworth, president of 
The Vulcan Copper & Supply Co., Cincinnati, an al- 
ternate to the National Association committee. The 
meeting was called to order at 10 o’clock in the 
morning by S. P. Browning, Tne Ohio Valley Pulley 
Works, Ine., Maysville, Ky., first vice-president of 
the American Association. Mr. Browning was asked 
to take the chair owing to the fact that W. W. Doe, 
president of the Southern Association, who had been 
chosen chairman of the joint committee at Nashville, 
had been delayed because of flood conditions. Mr. 
Doe arrived at 1 o’clock, but the meeting was pro- 
ceeding so satisfactorily that he asked Mr. Brown- 
ing to remain in the chair, which the latter did. The 
committee had luncheon in the Cincinnati club as 
guests of Mr. Wentworth, and in the evening were 
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dinner guests of George Puchta, The Queen City 
Supply Co., Cincinnati, at the Queen City club. Mr. 
Wentworth and W. J. Radcliffe, The E. A. Kinsey 
Co., Cincinnati, a former president and prominent 
member of the National Association, 
guests of Mr. Puchta at the dinner. 

Following the meeting in Cincinnati, the follow- 
ing statement was prepared by the committee and 
submitted to the secretaries of the three associa- 
tions, and, in turn, submitted by the latter to the 
members of their respective organizations: 

“The joint committee of The National Supply and 
Machinery Distributors’ Association, the Southern 
Supply and Machinery Dealers’ Association and the 
American Supply and Machinery Manufacturers’ 


were also 








Left to Right—George 
Club; S. P. Browning, The Ohio Valley Pulley Works, Inc., May 

H. O. Wentworth, The 
Association, appointed at the Nashville convention, 
met in Cincinnati June 5th. 

“The opinion was unanimous that one association 
of national character consisting of the three asso- 
ciations be formed, and the general principles and 
foundation were discussed and decided upon. 

“A sub-committee, consisting of the presidents of 
the three associations, namely, Messrs. Dixon C. Wil- 
liams, Welles and Doe, was appointed to draft a con- 
stitution and by-laws. 

“This sub-committee will report to the joint com- 
mittee at a meeting to be held in Cincinnati Tuesday, 
June 26th, following which meeting this report will 
be submitted to the members of the respective asso- 
ciations for their approval. 

“The secretaries of the respective associations 
were instructed to advise their membership accord- 
ingly.” 

The statement was signed by all members of the 
joint committee, who are as follows: National Asso- 
ciation—Edward P. Welles, Charles H. Besly & Co., 
Chicago; George Puchta, The Queen City Supply 
Co., Cincinnati; H. W. Strong, The Strong, Carlisle 
& Hammond Co., Cleveland; Southern Association— 
W. W. Doe, Alabama Machinery & Supply Co., Mont- 
gomery: T. C. Keeling, Nashville Machine & Supply 
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Co., Nashville; L. J. Larzelere, Farquhar Machinery 
Co., Jacksonville, Fla.; American Association—Don 
S. Brisbin, Columbus McKinnon Chain Company, 
Tonawanda, N. Y.; J. H. Williams, J. H. Williams 
& Co., Buffalo; S. P. Browning, The Ohio Valley 
Pulley Works, Inc., Maysville, Ky. Mr. Larzelere, 
who was appointed as a Southern Association alter- 
nate, attended the Cincinnati meeting in place of 
First Vice-President D. D. Peden, Peden Iron & 
Steel Co., Houston, who was unable to be present. 
Thus it may be seen that the men appointed to 
formulate plans for the proposed single association 
have worked thoroughly, harmoniously and speedily. 
Little more than a month had elapsed since the triple 
convention in Nashville before the sub-committee of 
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association presidents had completed a proposed 
constitution and by-laws, and within a month and a 
half from the time of the convention the entire joint 
committee will have taken action on them. If the 
constitution and by-laws are agreed upon by the 
joint committee, it will probably be only a very short 
time before individual members of the associations 
will have the entire proposition submitted to them, 
with the request that they send in their votes. 

While no statement has been given out by the joint 
committee regarding the probable time the proposed 
organization would be formally inaugurated (if ac- 
cepted by all three associations), it is logical to sup- 
pose that the committee will determine upon a 
course of action after the votes of individual mem- 
bers of the associations have been received. 


— <0} 


Power Exposition Dates 

Announcement has been made that the fourth Mid- 
western Engineering and Power Exposition will be held 
in the Coliseum, Chicago, February 12th to 16th, 1929. 
Beginning with 1929, shows will be held in alternate 
years, expositions being given in 1931 and 1933. This 
schedule brings an exposition during Chicago’s world’s 
fair in 1933. A short course of lectures on power engi- 
neering will be conducted during the same week. 
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Quick Delivery Service 


or Seasonal 


Plants 


Industrial Belting & Supply Co., San 

Francisco, Believes in “Humanized” Serv- 

ice to Suit Individual Cases, and Makes 

Every Effort to Help Its Customers and 
Secure Their Good Will 


J. K. NOVINS 


Hardboiled methods find no place in the Industrial 
Belting & Supply Co., San Francisco. This is the very 
first impression you get when visiting this young and en- 
terprising house and this also is the impression created 
among its customers. Furthermore, the company’s re- 
lations with the various manufacturers whose products it 
distributes are thoroughly amicable. 

A firm’s methods are a reflection of its personnel, and 
this applies especially to the Industrial Belting & Supply 
Co. R. E. Steele, president and manager, has been a 
belting man since 1896, and it is in this field that his 
company now specializes. Tom A. Williams, who is vice- 
president of the company, is one of the best known mill 
supply salesmen on the Pacific Coast. These two men, 
with H. W. McCann, who is secretary-treasurer, started 
the Industrial Belting & Supply Co. in 1924, and ever 
since it has had steady growth. In one year the gross 

















Interior of Industrial Belting & Supply Company's Store 


from Siath Street Entrance 


, Looking 
. Through to Harriet Street Entrance. 
This Room is 120 Feet Long and 20 Feet Wide 


business grew 30 percent. Yet conservatism has marked 
the company’s history—level-headed expansion in line 
with capital invested. 
COMPANY COVERS EXTENSIVE SALES TERRITORY 

The firm specializes in belting, hose and packing, and 
has a big stock at its store and warehouse, at 364 Sixth 
Street, but it also carries pulleys and hangers, brooms 
and miscellaneous supplies. Though it has only 5,000 

















square feet of floor space at its store, it covers 20,000 
square miles of territory in California and Oregon. And 
this territory is covered with only five salesmen. Mr. 
Williams alone covers 12,000 square miles in California 
and Oregon, spending eight months on the road. 

The San Francisco house does a big business with saw 
mills and canneries. These industries are more or less 
seasonal, and this is a factor that has been made use of, 
to the advantage of the company. 

“We have a rule here,” said Mr. Steele, “that any order 
received from an industry during its active season must 
be shipped the very same day, this irrespective of 
whether the order is received by mail, telegraph or tele- 
phone. It is understood that they need the goods right 
away, and it is our duty to see they receive them in the 
shortest possible time.”’ 

Mr. Steele is proud of his company’s shipping depart- 
ment. For cleanliness and efficiency it is a model. The 
goods are packed in such a way as to maké a fine first 
impression on the customer. 

When the company receives an order from a customer 
for a type of belting that must be shipped by the manu- 
facturer, the manufacturer is immediately instructed to 
ship the belting directly to the customer. At the same 
time the manufacturer is instructed to put in a wire 
tracer with the railroad which hauls the belting. Just as 
soon as the manufacturer receives the wire that the belt- 
ing has been delivered, he advises the Industrial Belting 
& Supply Co. 

KEEPS IN TOUCH WITH DIRECT SHIPMENTS 

Here is a particular instance. The California Peach 
& Fig Growers, Inc., ordered 1140 feet of 12-inch, 4-ply 
canvas belting. When the manufacturer wrote that ship- 
ment had been made, the Industrial Belting & Supply Co. 
sent the following letter to the customer: 

“We are in receipt of word from the manufacturers 
that the Pennsylvania railroad tracing department ad- 
vised them that the 1140 feet of 12-inch, 4-ply (blank) 
canvas belt shipped to your Reedley plant, on your order 
No. 1902, was received by you on July 27th, being ap- 
proximately 15 days enroute. 

“We trust this information is correct and also that the 
other shipments of canvas and (blank) conveyor belt will 
reach their different destinations in as good time.” 


This kind of service impresses the customer. <A note is 
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Dodge-Timken 
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has established Dodge-Timken 
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demand for power transmit- 
nT ting appliances which have 
not only proved their economy 
Ditiees Dinah and reliability, but which are 
immediately available from 
distributor stocks conveniently 
located. Are you taking advant- 


age of this opportunity? 
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sent also to the manufacturers thanking them for the 
service, and in that way earning their good will. 

“The belting supply business is highly competitive,” 
said Mr. Steele, “but we find that we can overcome com- 
petition by giving good service and suggesting efficient 
belting rather than by cutting prices. When a customer 
comes to us with an order for belting, the first thing we 
do is to find out what use he wants to make of it. With 
this information we can make valuable suggestions, and 
in that way make profitable customers out of our pros- 
pects.” 

The spirit of service is instilled in the minds of sales- 
men. They must be more than ordinary salesmen, for it 
is not only volume of business that the San Francisco 
house is after, but volume that proves profitable. 

“Take for instance this case,” Mr. Steele pointed out. 
“One of our salesmen took an order for an item which 














ueneral View of Office. Those ia Picture, Left to Right, Are B. M 
Holmes, Assistant Secretary; R. E, Steele, Manager (at *Phone); 
H.W. McCann, Secretary-Treasurer; Lydia Stanton, Stenographer, 
and J J WeDonald, Coast Manager, Main Belting Company, 


Philadelphia 


amounted to about $165. I pointed out to him that if he 
had sold that customer on an item which would have 
brought us only $32, our profit would have been the same 
as on the $165 item. 

“We generally employ our salesmen on a salary-expense 
basis, plus 1 percent on total sales.” 

SALESMEN GIVEN MONTHLY STATEMENTS ON SALES 

Each salesman receives a monthly statement showing 
his sales in the different departments, which are desig- 
nated as follows: (a) Leather belting, (b) rubber belt- 
ing, (c) canvas belting, (d) miscellaneous belting, (e) 
brake lining, (f) lacing, (g) packing, (h) hose, (i) dress- 
ing and cements, (j) merchandise. 

Not only is the amount of sales listed for each division, 
but the statement also shows the comparative standing 
of each class, based on percentage of total sales. 

The bookkeeper then lists the following items: Salary 
and expense accounts, proportion of expense to sales, to- 
tal sales past twelve months, total salary and expense 
accounts (same period), proportion of expense to sales 
(same period), sales to date in year. 

Mr. Steele has developed a card index record of sales 
to each customer. On this special card is typed the cus- 
tomer’s name, address and type of business. In separate 
columns are listed the orders received during different 
months of the year. A record is also made on the card 
of the total sales during each year, and a computation of 
either loss or gain on that customer’s business during any 
one vear. 

These cards are constantly used by the salesmen. Be- 








fore making their territories they refer to them to learn 
just how much customers have bought in the past. In 
addition, the salesmen have access to the invoice records 
for detailed information of past purchases. 

Another idea Mr. Steele used successfully was to send 
out a form letter to 2000 inactive accounts, to determine 
just why they had not favored his company with orders. 
He put the matter very frankly, and the reaction he got 
justified the trouble and expense of sending the letters, 
for he received 20 percent responses. Learning in this 
way why his house was not favored with orders, he was 
able to go to the heart of the trouble in each individual 
case and pave the way for future business. 





SOUTH BEND PLANT OCCUPIED 


M. B. Skinner Co. in New Factory—Offices to Be 
Moved to Indiana City, September Ist 

M. B. Skinner Co., manufacturer of steam special- 
ties, has gone into production in its new plant in South 
Bend, Ind. Beginning September lst, the company’s of- 
fices, as well as the plant, will be in South Bend. Pres- 
ent offices are at 558-562 West Washington boulevard, 
Chicago. 

The new plant is of buff colored face brick on the out- 
side and vitrified white brick on the inside, which gives 
it a handsome interior and exterior. There are two sky- 
lights, and about 80 percent of the wall space consists of 
windows. The plant is of the latest mill construction 
throughout and contains all the advantages of the mod- 
ern medium-size manufacturing plant. Floor area of the 
new plant is 26,500 square feet, contrasted to a floor space 
of 14,500 square feet which the company had in its leased 
plant in Chicago. P. D. Merrill, production manager of 
the M. B. Skinner Co., and brother of K. G. Merrill, vice- 
president and manager, is manager of the South Bend 
plant. 

“The new plant will bring no changes in our production 
or our products, except to make them very much superior 
to what they have been—more accurate on account of the 
fact that machines working on concrete are far more ac- 
curate in their work than machines which work on a 
wooden foundation,” stated Vice-President K. G. Merrill. 
“Our distribution methods will continue identically the 
same—through the distributor.” 

An interesting feature of the plant is the fact that the 
entire three acres of ground is landscaped like some beau- 
tiful park, with hundreds of shrubs, plants and trees. 
There is a formal garden, with thousands of blooms, on 
the east side of the factory. The plant is in a new indus- 
trial subdivision. All factories on the new industrial 
boulevard, Sample street, on which the Skinner plant is 
located, are to have landscape gardening. The street will 
have factories for a length of approximately two miles. 
Each one will have a building line 60 feet from the side- 
walk, and the intervening space must be filled with lawn 
and flowers. 
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Babbitt Metal Consumption 

Total apparent consumption of babbitt metal in May 
was 4,606,899 pounds, compared with 4,842,656 in April 
and 4,945,705 in May, 1927, according to reports received 
by the department of commerce from 31 firms. This 
consumption is calculated from sales by manufacturers 
and consumption by those firms which consume their own 
production, including several important railroad systems. 
Total consumption for the first five months of 1928 was 
23,776,074 pounds, compared with 26,276,039 pounds dur- 
ing the same period of 1927. 





















530 Floor Sweeping Brush. Made of special 
mixed hair body—high grade horse hair casing. 
Especially recommended for smooth or slightly 
rough floors. Widths 12 inches to 18 inches. 


Osborn 
Maintenance 
Brushes 


Every Osborn Brush is made for the 
particular job it is intended to do— 
a reason for their efficiency, economy 
and widespread popularity. 


Osborn maintains a standard o% qual- 
ity in materials and workmanship 
that varies only in the direction of 
longer wear and greater usefulness. 


The brushes here illustrated are only 
a few of the wide variety that Osborn 
offers for use in mills, factories, 
municipalities and railroad shops 
and yards. 


THE OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
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San Francisco 
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641 Heavy Duty Floor Brush. Made of 
select Palmyra fibre—staple set. Large flare 
on sides and ends makes sweeping faster. 
Widths 14 inches to 30 inches. 





500 Push Broom. Made of genuine African 
Bass. Length of fibre 6 inches. Size of block 
16 inches x 3! inches — Sweep of broom 


22!. inches. 





422 Counteror Bench 
Duster. Madeof mixed 
gray hair—staple set. 
Length of hair 2% 
inches—overall length 
of brush 9 inches. 


69 Whisk. Strongly made of /) 


selected bassine fibre. An ex- 


cellent general purpose whisk zeae 
widely used by machinists. & 
SS 





656 Counter or Bench 
Duster. Made of pure 
black horse hair — 
staple set. Length of 
hair 24 inches—over- 
all length 9 inches. 
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A BETTER WEARING BRUSH FOR EVERY USE 
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Valve and Fittings Index Shows 


a Natural Reaction 


Decline in May Demand Level Probably Means Nothing More 
Than Temporary Breathing Spell 


JOSEPH H. BARBER* 


Assistant to President and Chief Statistician, Walworth Company 
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Figure 1—-Chart Showing Actual Movement Since 1924 
March Final Inde siatata ae eee ctseewkae CRevised) 
April Final Index «... ee Shahsend re Nee eae a 134 
Vay Preliminary Indea ee er ee ee 110 
The monthly index is not based upon any single compe S ¢ 
perience, but is developed from broadly selected measures of the 
quantity of demand in all those industries that use valves and 
fittings. The index has been corrected tor irrelevant seasonal fluc- 
tuations and price variations, 
One of our sources of information gave us revised data tor Ma gt 
so we in turn have revised our final March index number as above 


With the passing of the Spring peak of demand, the 
Valve and Fittings Index has dropped from a level of 13 
in April to a level of 110 in May. This sharp decline 
probably indicates nothing more than a natural reaction 
from the recent gains that had been a little too rapid. 
It does not argue that a fundamental decline is immi- 
nent. There is the tendency for human judgment to err, 
first in over-optimism and later in undue pessimism. Bus- 
iness men may misjudge the extent of a developing im- 
provement that may still be, nevertheless, actually under 
way. They may get ahead of the procession, but it is 
still marching on. While they are waiting for the pro- 
cession to catch up, they have a breathing spell and a 
chance to lay better plans ahead. 

From one point of view, it is the way of nature to be 
optimistic. There are usually twice as many days when 
stock market prices are rising as there are when prices 
are falling. In the “business cycle” there are clearly 
two years of “recovery” for each vear of “‘decline.”” From 
another angle our optimism is less effective than our 
pessimism. Ordinarily, over several years, our optimism 
will keep us climbing up the hill and onto a plateau of 
prosperity, and then, in a single year, our pessimism will 
make us undo nearly all the two years’ gains. That was 
what happened in 1927. Now in 1928 we have once more 
begun to climb up the hill of “‘recovery.”’ But we started 
running up the hill so fast that, when May came, we 
had to sit down for a rest. 

This is the story told by our index of demand. De- 
mand in basic industries is subject to spurts of over-exer- 
tion followed by sinking spells. An index of such demand 
sounds a note of caution immediately whenever optimism 
has been over-done. It is true that these basic industries, 
whose “finished products” are the “raw materials” for 
other industries, are only a minor part of the total pic- 
ture. And it is true that there are other economic fac- 
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tors needing attention inth complete portrayal of events. 
The fact remains, however, ti. + it is the trend of demand 
in basic industries and in manu -eturing that fixes the 
outlines, adjusts the perspective ana mixes the colors in 
the finished work of art. 

If one has been accustomed to watching all sorts of 
business barometers, it may be difficult to believe that 
fundamental conditions do customarily arrange them- 
selves so that all basic industries are affected alike and at 
the same time, but figure 2 is evidence of that fact. 
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2—JIndustrial Indexes Compared 


Figure 
(1) The indexes (except the Associated Industries of Massa- 
chusetts Index) are corrected for secular or “long-time growth” 


trends calculated Cor re-caleuvlated) on basis of nine 
(2) The Research 
Industrics of Massachusetts Indexes plotted are 


post-war years, 


Manufacturers and Associated 


three 


Association 
months mov- 
} 


ing averages of actual data, 


(3) Seales are selected so as to make all curves appear to have 


fluctuations of the same size. 


There we have purposely emphasized the similarities be- 
tween the two groups by showing all of the selected 
indexes as if their fluctuations were equal in size, and 
we have diagrammed the chart so as to make periods of 
sagging demand contrast with periods of rising or sus- 
tained demand. As long as any curve is falling, it is 
shown dotted, and on the whole all the dotted portions are 
included within the shaded columns. Interpreting the 
(Continued on Page 58) 
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and Above Question 
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(Continued from Page 55) 
evidence in that way, we may say that if one is in or 
related to a basic industry, then his health or prosperity 
will be affected favorably or adversely as other basic 
industries are affected and at the same time. 

It was some four or five years ago that we first devel- 
oped the Valve and Fittings Index as a measure of the 
quantity of demand. We felt that such an index would 
prove most valuable and timely. When results seemed 
to justify our hopes, we worked with a small group of 
manufacturers near Boston and induced them to pool 
a record of the orders received by their respective indus- 
trial concerns. The Valve and Fittings Index was a 
sampling of demand in basic industries and it was sug- 
gested that a pooling of the several manufacturers’ order 
data would provide another sampling. There was reason 
to expect that the finished Manufacturers’ Research As- 
sociation Index should tell nearly the same story as the 
Valve and Fittings Index. This assumption was well 
founded. Figure 2 makes it clear that the Manutac- 
turers’ Research Association Index is rising when the 
Valve and Fittings Index is rising and it is falling during 
those identical periods when the Valve and Fittings Index 
is falling. 

Some time later on, it was possible to interest the 
Associated Industries of Massachusetts in compiling an 
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Figure 3 The Path of Demand in Basic Tndustries 


official index along similar lines. This index was not 
worked back to cover so lengthy a period, but it is much 
broader in scope than the Manufacturers’ Research Asso- 
ciation Index. For calculation of the Associated Indus- 
tries Index, 260 Massachusetts concerns, representing 
all types of manufacturing industries, pooled their order 
data each month. As was anticipated when the project 
was begun, the resulting index of demand on Massachu- 
setts industries has continuously the same general con- 
tour as found in both of the previous indexes. In other 
words, in a period when demand is rising in any one of 
the first three indexes, the other two also show rising de- 
mand; and, when demand is falling over a period in any 
one of the three cases, it is also falling during the same 
period in the other two cases. 

There is no index of the quantity of demand for the 
United States as a whole. If there were, there would 
have been little occasion for taking these partial samples 
here and there. However, Carl Snyder, of the Federal 
Reserve Bank of New York, has been successful in bring- 
ing together very broad measures of general activity in 
the United States as a whole. In his studies, he also side- 
stepped trouble and confusion by eliminating “‘barome- 
ters” distorted by changes in the price level, and by con- 
centrating into a final index only measures of the volume 
of trade. It is true that the scope of his index is broad 
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enough to include many activities other than those of 
basic industries and manufacturing, but analysis of his 
data shows that it is these latter elements that cause the 
shape of his curve to be what it is. Thus, we are able 
to add a fourth measure of changing volumes to confirm 
the rule we stated above, namely, that fundamental con- 
ditions, when favorable, will increase volumes in all basic 
industries alike and at the same time, and, when unfavor- 
able, will decrease volumes in all basic industries alike 
and at the same time. 

The significance of the conclusions can be emphasized 
by referring to figure 3. For this chart, we first copied 
over all four of the curves of figure 2 and they can be 
faintly seen all poised together at about the same level 
on this diagram. Then we drew one continuous heavy 
line to connect all the highest points reached by any of 
the curves, and another continuous heavy line to connect 
the lowest points reached. That is, in any given month 
the two heavy lines fix the margin between the “high” 
and “low” in that month, so that the spotted area be- 
tween the two heavy lines always represents the path of 
demand as measured by the four indexes of figure 2. It 
may be said, therefore, that at no time would any of the 
four curves of figure 2 have gone outside of the spotted 
area shown in figure 3. 

The eye at once grasps the situation that varying con- 
ditions may affect the relative degree to which an indus- 
try may rise when it rises, but, even if an industry does 
not rise as much as another industry may, it still rises 
when other industries are on the up-grade. For in- 
stance, studying the “path of demand” in figure 3, we 
see that even the lowest demand levels in early 1920 (or 
early 1923) are much higher than the highest levels of 
early 1919 (or early 1922). It is probable that any 
industry might analyze its demand curves to discover 
that their own volume fluctuations corresponded in sur- 
prising degree to those fluctuations represented by the 
“path of demand” depicted here. To the degree that one 
is interested in the fundamental economic conditions 
affecting basic industries, he will be well repaid for 
watching the developments of the Valve and Fittings 
Index, which is thus proven to be a faithful reporter of 
changes in general industrial demand. 
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ABRASIVE COMPANIES UNITE 


Herman Behr & Company and Manning Abrasive 
Company Join in Behr-Manning Corporation 

Announcement has been made of the consolidation of 
Herman Behr & Company, Inc., Brooklyn, and the Man- 
ning Abrasive Company, Inc., Troy, N. Y., under the 
name, Behr-Manning Corporation. This consolidation, 
which became effective May 22nd, combines two well 
known manufacturers of sand paper and general coated 
abrasive products. 

Officers and executives of the new corporation are as 
follows: Herman Behr, Sr., chairman of the board; J. A. 
Manning, president; F. E. Gallagher, first vice-president 
and general manager; A. J. Sidford, vice-president; H. 
M. Elliott, vice-president and general sales manager; 
Herman Behr, Jr., treasurer; L. S. Greenleaf, secretary; 
E. G. Fremont, assistant to the general manager; W. E. 
Green and A. E. Liffiton, assistant treasurers; M. E. Pes- 
nel, comptroller, and H. S. Turner, assistant secretary. 

The plant formerly operated by Herman Behr & Com- 
pany in Brooklyn, and the factory formerly operated by 
the Manning Abrasive Company in Troy will both be 
continued in operation, and a new general office will be 
built on a site near the factory in Troy. 
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Clean House — Mr. Jobber! 


Get rid of these fence-straddling, inconsistent 
manufacturers who use you only as a con 
venience. 


A Manufacturer who sells Leather Belting 
direct to the Consumer cannot give you a 
cost that will permit volume with profit. 


McLEOD shoots straight with his Jobbers — 
gives them a product that is second to none 

sells to no Consumer where the Jobber does 
not participate to his satisfaction and has 
been able to show an increase of volume on 
a satisfactory profit basis to some of the larg- 
est Jobbers in the country. 


McLeod Leather & Belting Company 
Greensboro, N. C. 





McLeod Leather & Belting Company 
products can only be purchased through 
recognized Jobbers or Distributors. 
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Our 20th 
Catalog 


To our Distributors and to users of Butterfield 
Tools our new catalog may be just “another 
catalog,’ but to us it represents another mile- 
stone on our journey, which now extends over 
a period of 48 years. 








With age there comes confidence—in one’s 
product and in its future. The marked success 
of Butterfield Tools constantly inspires us to 
strive to make them still better. 


So this “Catalog Number Twenty” is given 
to our friends with the confidence that Butter- 
field Tools, with the improvements that made 
this new catalog necessary, will serve them even 
better in the future than they have in the past. 


Have you received your Copy? 


BUTTERFIELD & CO, division 


Union Twist Drill Co. 


Derby Line, Vt., U.S. A. Rock Island, Quebec, Canada 


Stores: New York, 62 Reade St.; Chicago, 11 So. Clin- 
ton St.; Detroit, 406 E. Woodbridge St.; Toronto, 
67 Adelaide St., West.; Montreal, 131 St. Paul St., 
West. 
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Joseph J. Badalli 


Further evidence of the value of the service rendered 
by the mill supply house will be found in additional let- 
ters to distributors from satisfied customers, reproduced 
herewith. J. J. Badalli, secretary-treasurer of the Mce- 
Laughlin Mill Supply Company, Hammond, Ind., in send- 
ing to MILL SUPPLIES four letters from customers, gives 
the company’s views on the subject of dealer distribution 
in the following interesting statement: 


We have found, through extensive study of the industrial 
field, that a good many of the consumers have an idea they 
can buy their supplies and equipment to better advantage di- 
rect from the manufacturer than through a distributor. The 
direct selling manufacturers, of course, are doing their best 
to keep the consumer thinking this way. You know the old 
argument which has been thoroughly hammered home, “Buy 
direct and save the middle-man’s profit.” 

This argument, of course, doesn’t hold water. You and I 
know that the distributor is the logical and most economical 
source of supply. But the fact that we know this to be true, 
isn’t going to help get the consumer to buy from the distrib- 
utor. The consumer has to be sold,.and sold hard, on the 
function of the distributor and his worth-while service be- 
fore he is convinced as to the necessity for the distributor. 
The distributor has a big part to play in bringing his service 
before the consumer; so has the manufacturer who distrib- 
utes his output through the distributor. 

DISTRIBUTOR PERFORMS A REAL SERVICE 

We have a few points we know are facts and have proven 
themselves since the first day we went into business in this 
district: 

Isn’t it true that the carrying of stock by distributors 
Saves consumers many a delay in railroad shipments; also 
freight on a good many items, rent on space for storage of 
their month-to-month supply, and insurance and danger of 
loss from fires? 

The average industrial of today does not carry a large sup- 
ply on hand. He is, more or less, doing “hand-to-mouth” 
buying, and when he gets a request from the superintendent 
for pulleys, belting, shafting, ete., he must have it at once. 
By calling up the local distributor, he can get prompt service. 
I know of times when we have delivered material to a con- 
sumer within thirty minutes after we have received the order. 

The distributor can also handle replacements on defective 
material much more quickly than the manufacturer who sells 
direct. For instance, we sold one of our customers a gasoline 
engine which did not show any defects at the time it was 
sold, but when it was started, the superintendent of the plant 
noticed it had a bent vrank shaft, which, no doubt, was dam- 
aged in shipment but could not be noticed when received from 
the freight depot. Also, it was too late to make complaint to 
the railroad for adjustment. We took this gasoline engine 
back and gave the customer another one which did not have 
any defects. Since then this company has bought additional 
engines, and it was all on account of our giving the service 
they had to have at the time they bought the first engine. 

It would have been impossible for the manufacturer to 
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give such service, as there would have been delay because of 
shipping the material back to the factory, and possibly some 
correspondence back and forth so they could determine how 
the engine was damaged. 

We have a number of different kinds of industrials in 
this district who come into our store to pick up material five 
and six times a day. If they were to buy direct from the 
manufacturer, they would have to wait weeks for some of 
this material. 

Distribution is an important factor in business today. The 
cost of distribution for a manufacturer is a problem. In our 
opinion, the distributor who carries a varied stock of mer- 
chandise serves the consumer more promptly and at less cost 
than a manufacturer can. And is it not true that a number 
of consumers buy direct from the manufacturer, and still do 
not get any better price than if they purchased their needs 
from the local distributor? 

REASONS WHY DISTRIBUTOR IS VALUABLE 

We are herewith listing a few reasons why we believe the 
local distributor is in a better position to serve the consumer 
than is the manufacturer: 

1—Prompt service. 

2—Local prestige. 

3—Unlisted credit ratings make it difficult, in some cases, 
for the manufacturer to sell the consumer. The distributor 
is in closer contact with the consumer, able to follow his col- 
lections better, knows the consumer’s condition, ete. 

1—Manufacturers selling through distributors eliminate 
a number of accounts on their books which would make the 
cost of handling consumers’ business higher. This, in addi- 
tion to the cost of maintaining contact with consumers, 
makes a heavy unnecessary expense for the manufacturer. 

5—Present day tendency of hand-to-mouth buying. 
6—Diversified stocks, knowledge of local conditions. 
7—Prompt deliveries. 

The following letter was received by the McLaughlin 
Mill Supply Company from L. W. White, secretary-treas- 
urer, United Boiler Heating & Foundry Co., Hammond: 

We realize the convenience of having an efficient and well 
stocked mill supply company in our proximity, and it is most 
assuredly an asset to our peace of mind, relevant to fulfilling 
our orders promptly on promised shipping dates. 

It was just a few days ago that a serious breakdown oc- 
curred at one of our shops, and one week’s time was gained 
by merely getting in touch with your office. Had it been nec- 
essary to wait until the parts were ordered and received from 
the manufacturers, it would not only have caused a delay on 
the job, but also several days’ penalty, due to order contain- 
ing time limit clause. 

We wish to take this method of expressing our appreciation 
of your past courtesy and service, and trust that it may con- 
tinue indefinitely, as we are confident that our past dealings 
have been mutually profitable. 

The following letter came from Leonard Knoerzer, sec- 
retary, Champion Corporation, Hammond, manufacturer 
of agricultural implements: 

In reply to your inquiry relative to our opinion as to the 
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Want to make that pipe-fitter | 
friend of yours feel like this? : 
It’s easy. All you have to do 





is to get his boss to 











SLRS 





yuly, 1928 


service rendered by the McLaughlin Mill Supply Co., we beg 
to say that the evidence of approximately 60 percent in- 
crease in the last three years of our purchase invoices from 
you indicates how we feel about having your company in our 
city. Where formerly it was necessary to go outside for many 
items and in most cases pay express for getting them quickly, 
we now, as you know, run down to your store, some days two 
or three times, to get necessary merchandise which in reality 
costs us no more in your store than we used to pay when it 
had to be gotten from Chicago or other sources. 

We assure you that we wish you much merited success in 
your undertaking. 

H. S. Martin, secretary, Queen Anne Candy Co., Ham- 
mond, wrote to the McLaughlin Company as follows: 

We want to take a few minutes to acknowledge our appre- 
ciation of the excellent service we have been receiving from 
you. This service would not have been possible unless you 
were carrying an exceptionally large and varied line of mill 
supplies. 

We appreciate the value of a distributor handling a full 
line of mill supplies, which enables us to order the numerous 
items we use from one company instead of calling up or 
writing to manufacturers of those different items located in 
all sections of the country. We think a dealer is a necessary 
medium connecting the manufacturer of mill supplies and 
the user of these supplies. 

We wish you the greatest success and once more thank you 
for the excellent co-operation you have always given us. 

The following letter was received from Claude H. Lasa- 
ter, secretary, Champion Auto Equipment Company, Inc., 
Hammond, manufacturer of automobile bodies: 

It is a great satisfaction to know that we have a mill sup- 
ply house so near at hand we can depend upon for the thou- 
sand and one things a shop demands for the daily grind. 

We also want to thank you for the very efficient and 
prompt service you give when we call Hammond 3060. 

BUYS 98 PERCENT OF SUPPLIES FROM DEALER 

W. J. Radcliffe, president of The KE. A. Kinsey Co., 
Cincinnati, and a former president of The National Sup- 
ply and Machinery Distributors’ Association, forwarded 
two letters received from customers, the first of these 
being as follows: 

Within the last few weeks we have been conducting an 
analysis and survey of the business done by my department 
during the year 1927. 

The purposes of this survey are varied. We make a study 
of existing contracts, the probability of their renewals; we 
study accepted standards of materials and equipment, 
whether or not their services have been altogether satisfac- 
tory, and lastly we go carefully into the subject of our 
various sources of supply with regard to their ability to con- 
tinue to serve us, ete. 

I think you will be glad to hear that, in analyzing busi- 
ness done with your company, of the many articles which we 
purchased from you none will be discontinued as unsatisfac- 
tory or in any way undesirable for our purposes. Briefly, we 
have no fault to find with any of the materials or supplies 
which you are furnishing. While on the subject of the qual- 
ity of your materials, I think I can very properly, in passing, 
tell you, too, that during the year 1927 you maintained a 
class of service and helpfulness of a very high standard. 

You may also be interested in knowing that it will be our 
, Olicy in the future to continue to favor the jobbing houses 
end distributors in our territory when and wherever we can 
do so without serious penalty to ourselves in the matter of 
price. In other words, instead of striving to do business 
cirect with the manufacturers or producers, we want to place 
«8 much of our business as possible with the local distribut- 

ng houses. 

The helpful attitude of the distributors in our territory in 
their willingness to stock merchandise for which we have re- 
quirements, their ability and readiness to give us service at 
all times and the very good prices we are able to secure, we 
believe entitle the supply houses to every consideration. Our 
ability to reduce our inventories and consequently save on our 
investments and space requirements for storage are directly 
traceable to the efforts of the local jobbers and distributors. 

It may interest you also to know that of the various lines 
of merchandise such as you carry, substantially 98 percent 
of our requirements are purchased through local supply 
houses, and that we will also continue our policy of endeavor- 
ing tc secure for manufacturers desirable connections with 
local distributors where that may seem desirable. 

I trust the year 1928 may be mutually agreeable and profit- 
able to both of us. 
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Following is the letter received by The E. A. Kinsey 
Co. from a second customer: 

Your representative, Mr. Knarr, called on me this week, 
and asked me for an expression from the standpoint of the 
buyer as to the function of the distributor in connection with 
industrial plants. 

My opinion is that the distributor has a very definite place, 
and one that it seems to me would be impossible to fill satis- 
factorily with any other method of distribution. 

We, as manufacturers, buy most of our material direct 
from other manufacturers; but we do buy some items of 
material from jobbers which we cannot afford to stock in 
large quantities. We know of nothing that could take the 
place of this kind of service. 

We also buy all of our supplies through distributors, and, 
in fact, it is beyond the conception of the writer as to just 
how the buying of supplies could be handled, except through 
legitimate distributors. It would be almost impossible to 
handle it any other way than it is being handled at present. 

I might also state, in conclusion, that our entire output, 
with some few exceptions, is handled through electrical 
jobbers. 

SUPPLY HOUSE MOST VALUABLE TO INDUSTRY 

Another very interesting and valuable letter of appre- 
ciation from a customer to a supply house is the follow- 
ing from C. C. Humphries, treasurer, Southern Crate & 
Veneer Co., Macon, Ga., manufacturer of fruit and veye- 
table packages, to J. S. Schofield’s Sons Co., also of 
Macon: 

“We recently had a fire which destroyed our entire 
plant, and in our rebuilding programme it was necessary 
to have very prompt deliveries at very unusual times, to 
prevent delay in completing our plant on time. 

“While we believe that the word service is being used 
over-time in a great many instances, certainly had it not 
been for the supply of materials that you carry here in 
Macon, and which were available to us by merely lifting 
the telephone receiver and placing an order with you, 
we could not have completed our plant as quickly as we 
did. We appreciate very much the value of a large store- 
house of mill supplies centrally located, and think that 
these centrally located storehouses mean more to manu- 
facturing plants than anything else in the world. Kmer- 
gency orders are of vital importance, and we find it in- 
deed gratifying to be in position to have our emergency 
orders filled rapidly from your storehouse. 

“This letter is written to you in appreciation of the 
co-operation and assistance you have given us in furnish- 
ing us with mill supplies at the very moment they have 
been needed.” 

The W. M. Pattison Supply Co., Cleveland, submitted 
the following letter from one of its customers: 

The question of buying through a distributor has been up 
for discussion in this department for some time. We have 
decided that in these days when everyone is working on low 
inventories, in order to meet low prices, the factors of time 
and freight charges are vital to the consumer, and that it 
would therefore be to our advantage to purchase everything 
we can from a distributor. 

MANUFACTURER URGES SUPPLY HOUSE BUYING 

The Brown & Sharpe Mfg. Co., Providence, R. I., man- 
ufacturer of machinery and tools, is recommending to 
its prospective customers, through the cutter and _ tool 
bulletins which it issues, that they patronize supply 
houses. 

The first of these statements appears under the head- 
ing, “Buy Through the Supply Dealer Who Carries a 
Stock,” and the reasons for buying from the supply house 
are given as follows: 

“He is the most economical medium through which mill 
supplies can be placed in the hands of the industrial con- 
sumer. 

“He performs warehousing services for both the manu- 
facturer and the consumer, gathering under one roof 
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Helping you sell 
Penberthy Products 


\ consistent and generous advertising program is one of the sig- 
nificant factors of the Penberthy sales policy. 

The readers of the leading steam and oil trade papers (your 
customers) have constantly before them the facts regarding the use, 
the economy, and the reliability of Penberthy Products. 

The result has proved to be a steady increase in the demand 
lor the steam specialties carrying the Penberthy trade mark. 


PENBERTHY INJECTOR COMPANY 


CANADIAN PLANT 
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thousands of products from manufacturers in every part 
of the United States. 

“He reduces the inventory 
producer and the consumer. 

DEALER RENDERS ESSENTIAL SERVICE 

“The service he renders is essential and must be per- 
formed by either the manufacturer or the consumer, if 
the distributor is not used. 


investment of both the 
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“His experience in the field of distribution makes him 
the best and most efficient channel through which goods 
must pass to reach the ultimate consumer.” 

C. W. Machon, of the Brown & Sharpe Mfg. Co., states: 
“We are thoroughly committed to the sale of small tools 
and cutters through the supply distributor, and we are 
anxious to do everything we possibly can to further the 
success of the dealer, as our interests are mutual.” 
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New Home of Biggs & Co. 


President Biggs Says Wichita Falls is Center of Thriving District 


The accompanying illustration shows the new home of 
Biggs & Company, Wichita Falls, Texas, distributor of 
mill, gin, oil and gas well supplies and heavy hardware. 
This building, which has been occupied since the first of 
the year, is located at 1401 Lamar street. It is a one- 
story brick and concrete structure, 100 by 150 feet, with 











are flour milling, and window glass, fruit jar and gar- 
ment, and brick and tile manufacturing. The Kraft 
Cheese Company has a plant here, and we also have a 
motor truck factory, in addition to the usual factories for 
handling our great staple agricultural product, cotton, in- 
cluding cotton gins, cotton seed oil mills and compresses. 











New Structure Occupied bu Bigg 


a mezzanine floor all around and a 40 by 100 foot base- 
ment at one end, providing altogether about 29,000 
square feet of floor space. A 40 by 150 foot warehouse 
adjoins the main building. The building was more fully 
described in the May issue of MILL SUPPLIES. 

James Biggs, president of the company, has provided 
some very interesting facts concerning the thriving dis- 
trict which his company serves. His statement is as 
follows: 

“Wichita Falls is headquarters for the greatest petro- 
leum producing district in Texas, with some thirty re- 
fineries in the immediate vicinity. It is the writer’s opin- 
ion also that we are natural headquarters for the most re- 
markable cotton producing area in the world, with a free- 
dom from insect pests and an ease of cultivation unknown 
elsewhere, and with opportunity for an almost undreamed 
of increase in production. 

“A very potent factor in the agricultural development 
of our territory is the Wichita Valley irrigation district, 
which is the largest single district in Texas watered by 
Lake Kemp, the largest artificial lake in Texas and one 
of the largest in the world. There is a potential irriga- 


tion area of approximately 100,000 acres, about half of 


which is now ‘under the ditch.’ The Wichita river fiows 
through the city of Wichita Falls.’ 

“A tremendous poultry and egg business is conducted 
in this district, the largest individual poultry farm in 
the world being located here. Other major industries 





“About one-fourth of the grain sorghums—kaffir corn, 
feterita, and millo-maize—raised in the United States is 
raised in the trade territory tributary to Wichita Falls.” 
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Change Conditions of Award 

Because no paper submitted during 1927 was of suffi- 
cient value to merit the Samuel Wylie Miller medal, the 
board of directors of the American Welding Society has 
revised the conditions under which the medal may be 
awarded. It was decided that the medal may be awarded 
annually for any meritorious achievement, which, in the 
judgment of the board of trustees, has contributed con- 
spicuously to the advancement of the art of gas fusion 
welding and cutting or of electric are fusion welding and 
cutting. 
that the medal, together with a suitable certificate, can 
be awarded for achievement of any character which has 


Thus the conditions have been made so broad 


contributed conspicuously to the advancement of either 
of the two branches of the welding industry. <A paper, 
an invention or a notable application of welding, or even 
an exceptional service of a non-technical nature may win 
the award. The medal was established early in 1927 by 
Samuel Wylie Miller, consulting engineer, Union Carbide 
& Carbon Research Laboratories, Inc., New York, and a 
former president of the American Welding Society. 



































DROP FORGED 
STEEL VALVES 


& FITTINGS 
Specified By 


JENKS& BALLOU 


CONSULTING 
ENGINEERS 


Dependability-- 


the power to perform a day day in 


and day out without variation is the outstanding 
characteristic of Vogt Valves. Jenks & Ballou, leading consul- 
i tants in Steam Engineering, recognized this fact 


in specifying the valves for the new Turbine Hall 
of the Narragansett Electric Light Company of 
Providence, R. I. 


HENRY VOGT MACHINE Co. 


INCORPORATED 
LOUISVILLE, HY. 
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B. Roberts 


O. B. Roberts, manager of mechanical sales in the west- 
ern district for The Diamond Rubber Company, Akron, 
Ohio, delivered a very interesting address on “Standardi- 
zation and Simplification in the Rubber Industry,” before 
the National Industrial Advertisers Association in St. 
Louis, June 12th. Mr. Roberts’ address was substantially 
as follows: 

We in the rubber industry realize we have a fine oppor- 
tunity for action along the lines of standardization and sim- 
plification. Our basic material, all the ingredients that be- 
come associated with it, and necessarily our manufacturing 
processes are variables. Ours is a constant struggle against 
the elusive and uncertain. Yet we are making strides, and 
I am here today to tell you of some of the progress we are 
making. 

Some fifty years ago an Englishman named Wickham man- 
aged to take out of Brazil some hevea seeds, which were later 
planted in Ceylon, and by 1904 standardization of planting 
and methods of collection and uniformity of grades brought 
the plantation crops into general recognition. However, up 
to 1912, 75 percent of the world’s rubber supply was grown 
in the wild state. But shortly afterward a boom started, 
which changed the situation rapidly, with the result that 
182,000 long tons of plantation rubber were produced in 1925, 
while the Amazon valley and the remainder of the world 
produced only 35,000 tons of rubber. The British and Dutch 
possessions produce 90 percent of the plantation rubber. In 
passing, it might be weil to mention that today the old plant- 
ings are fighting for their very existence because tree selec- 
tion and lay-out have now shown that an increase in yields 
of 200 percent is possible in new plantings over old. The 
Dutch are in somewhat better position to capitalize this de- 
velopment, because of their later and less extensive plantings. 
You appreciate that anything that simplifies or improves the 
sources of crude rubber, gives the rubber manufacturer bet- 
ter opportunity to cut down problems of handling the raw 
material. 

Fifteen or twenty years ago rubber compounding was 
shrouded in mystery, and each compounder was a highly indi- 
vidualized artist and largely kept his own counsel as to how 
he secured his results. In fact, his particular qualifications 
determined the final profits a rubber manufacturer might 
hope to secure. Naturally, any man who could take a wide 
assortment of crude grades and utilize the many combina- 
tions in reinforcing fillers, bulking agents, pigments, vul- 
canizers, ete., was a master cog. While today the art of 
compounding is still of strategic importance, specifications 
have been written along scientific lines with thorough knowl- 
edge as to the results to be expected. The result is that, 
whereas under the hit and miss method previously in vogue 
we used 38,400 compounds, today we better 


secure results 
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with some 1,700, and of this number 15 percent give us 80 
percent of our production. 

Many of us in the rubber business, especially in the me- 
chanical sales division, which means that part of the rubber 
industry specializing in rubber for industrial purposes, such 
as belting, hose, packing, etc., can recall the many various 
grades, sizes, and strengths of ducks that came into the fac- 
tory, resulting in high inventory and high manufacturing 
cost. Today, we get fewer variations in ducks and really 
know how to use them scientifically. 

LESS WASTE OF LABOR, SPACE AND MATERIALS 

In actual plant operation, we have found innumerable ways 
to cut down wastes of labor, space and materials. As to 
labor, we have made continuous studies of how it could be 
better utilized and when it could best be replaced or supple- 
mented by machinery. As an evidence of this I might say 
that in May, 1922, we were building 2.7 tires per man hour 
on core type tire machines, whereas in this last. month of 
May we were building 4.63 tires per man hour on a drum 
model machine. In the mechanical rubber division, where 
computation is much more difficult, we can definitely state 
that we are getting twice the results per man hour that we 
were in 1922. In addition, we are studying our entire labor 
situation in the light of the Bedaux system, which, reduced 
to simplest terms, graphically measures or appraises labor. 

In the arrangement of space, we get an absolute continuity 
of operation. Each step is forward and toward the objective. 
Incoming materials are quickly scheduled and correlated as 
far as possible through their respective channels until they 
meet in final form for shipment out of the plant. The cost 
of warehouse stocks may be more fully appreciated when I 
point out that recently a large steel company had charts 
placed in its hands which showed that three percent a month 
was the carrying charge on warehoused goods due to obso- 
lescence, insurance, rent, deterioration, upkeep, etc. 

Today, we are saving materials we once threw away. We 
have found ways and means to reconvert or reclaim formerly 
unused materials. 

You would be surprised to know that a combination of 
economies in labor, space and material saved $600,000 in our 
industrial rubber goods division budget in 1927 as against 
1926. This represents a handsome profit in itself. And yet 
we have before us now a very thoroughly studied realignment 
of our productive processes, which may prove to be almost 
as valuable. 

Our better position from the standpoint of improved proc- 
esses is shown by the fact that in 1918 we milled 890,000 
pounds of rubber per day with a force of 18,000, while today 
we are milling 1,000,000 pounds with a force of 12,000. 

In a very natural way, the history of mechanical rubber 
goods sales shows that individual tastes of buyers and sales- 
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Easy-Selling Lines! 


ERE’S a page of quality products that sell! Each 

item has been so consistently advertised to the trade 
that it is well-established—and your work is thereby les- 
sened. Attractive prices — exceptional quality — prompt 
shipments—that’s our reputation. Push these lines, for 
your own selfish sake—your profit and that of your cus- 
tomers! 































“Hallowell” Steel 
Benches save time and 
money. No _ carpenter 
to hire—no lumber to 
buy. Can’t burn or 
splinter. Rugged— 
built to last for years. 
Standard lengths easily 
joined for continuous 
benches. Steel Bench 
Drawers protect tools. 
Complete line of Steel 
Benches, Steel Tables. 
Steel Tool Stands—all 
lines in stock ready to 
ship. 


“Pioneer” Steel Hangers, the 
original steel hangers, cost less 
to stock than any other and 
are now so well introduced that 
they almost sell themselves. 
Steady repeat business brings 
sure profits 

























‘“‘Hallowell’’ 


Steel Trucks—new! 


40 different standard _ styles. 
Won't burn Won't | splinter. 
Won't work loose in the joints 
—there aren't any! Will last 
a litetime. Yes, and the price 
is so low that, by comparison 
wood seems extravagant! “An 
entirely new idea in floor 
trucks,’ and how they do sell! 





*‘Hallowell’’ Steel Collars are 
recognized to be the best made. 
Their quality, combined with 
their high polish and low price, 
explains their great popularity 


“Hallowell” Steel Bench Legs 
have become very popular be 
cause they can be picked up 
from stock, ready for use. As 
they are rigid as rocks, give 
absolute satisfaction and cost 
little, it's no wonder they are 
ready sellers. 








“Unbrako” Hollow Set and 
Socket-Head Cap Screws stand 
up under strains that wreck 
every other screw _ similarly 
tested. Besides, “Unbrako” 
products cost you and your cus- 
tomers less—but net you more 
profit, and that’s something for 
you to think about. 


STANDARD PRESSED STEEL CO. 


BRANCH JENKINTOWN, PENNA. BRANCH 
28 N.Clinton St. 944 Harper Ave. 
CHICAGO, ILL. BOX 519 DETROIT. MICH. 
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men were formerly very much catered to. This man wanted 
a red belt, this man a green hose, this man a bulky belt, and 
this man a heavy packing. All who had confidence in their 
own ideas wanted goods under special brands. The factory 
had to carry emergency stocks of all kinds and descriptions 
and no two demands were ever very much alike. Then, if 
odd lengths in odd sizes were required, special runs had to 
be made, always in breakdown haste. There was waste at 
every hand. With all the abuses incident to such a scheme 
of distribution, the price angle was hopelessly confused. 
Prices disregarded basis factors. Today, our distributors and 
their customers are protected by simplified production pro- 
grammes and well understood methods of figuring costs. Also, 
we can frankly state that our industry has as a whole estab- 
lished contacts within itself so that the good of one could well 
be the good of all. This has proven our salvation in many 
ways, because no longer is competition based on ignorance, 
guess work or carelessness breaking down our business struc- 
ture. 

To show to what extremes diversification may go, we can 
point out that there have been some 600 sizes and varieties 
of fire hose couplings in the United States. We know the 
terrible cost to Baltimore when, at the time of its great fire, 
apparatus from New York, Philadelphia, and Washington 
had to stand practically idle because of the dissimilarity of 
their hose coupling standards. 

FEWER IN MECHANICAL RUBBER GOODS 

To show concretely what can be done we can say that in 
our Diamond conveyor belt line we have reduced the number 
of sizes on which we regularly figure prices from 56 to 16. 
In “Tripper” conveyor belt the number of standard sizes has 
been reduced from 80 to 14. “Kohinoor” ore elevator belt 
sizes have been reduced from 14 to 7. Our regular grades of 
transmission belting have been reduced from 14 to 8. 


SIZES 


We have reduced the number of hose constructions in six 
different types from 10 to 5, and reduced the number of 
sizes 50 with averaging 20 percent. At 
the same time we have greatly increased the variety of our 
stocks, this being made practical by the fact that we 
assured of being able to move the standardized sizes. 

It is generally appreciated in other lines that those manu- 
facturers who have adopted standardization and simplifica- 
tion programmes have benefited through lower investment 
and equipment costs, improved production, faster turnover, 
ability to handle more complete and compact lines, and re- 
duced selling and handling The consumer has 
gained through better quality, improved service, and lower 
maintenance The worker has benefited through the 
stabilizing of operations, increased output and increased earn- 
ing power, as production has fewer 
lines. 


percent, savings 


are 


expenses. 
costs. 


been concentrated on 
According to leaders in the industries that have adopted 
simplification, a total estimated annual saving of over $300,- 
000,000 has resulted in the manufacture of paving brick, 
sheet steel, reinforcing bars, warehouse forms, range boilers, 
invoice forms and lumber alone. 
different lines 
survey has 


In eleven 
tion, a 


which have adopted simplifica- 
made to determine the degree of 
adherence to the simplified practice recommendations, and this 
has been found to be 79 percent. 


been 


In other words, an average 
of practically four-fifths of the year’s output in these lines 
conforms to the standardized dimensions, This 
degree of support for simplified practice demonstrates that 
the companies co-operating have found that it is both prac- 
tical and profitable. 


sizes, ete. 


While we have seen considerable progress in production 
economy and simplification in our organization, and fortu- 
nately can see more and more of tangible character, yet our 
real opportunity for savings lies in the less tangible, unmathe- 
matical field of distribution. We have started on simplification 
of our line in a very effective sales way, yet when we get 
into the actual distribution phases of our line we realize the 
great need for strides forward in more scientific and demon- 
strable ways. 

It is of course difficult to think of sales effort 
standardization, for we know that imagination, personality, 
and circumstantial conditions of many kinds figure in sales 


in terms of 
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work to such an extent that it is impossible to say what 
is the most logical or economical method of solicitation. How- 
ever, I believe there is an exceptional opportunity, from the 
standpoint of simplification of selling, in point of a better 
understanding of objectives and more common sense pro- 
cedure to bring them to materialization. 

For instance, how many of us have been selling for imme- 
diate purposes, and how many of us have looked ahead to 
visualize our customers’ wants and determine how best we 
could satisfy them? How many of us make the mistake of 
selling perfectly our own product in point of its definition, 
its technical intricacies, and what it can do in a general way, 
yet have overlooked that the actual sale is dependent, in its 
immediate and lasting satisfaction, on the complete under- 
standing of the want that must be satisfied? We can all have 
a perfect advertisement in point of expressing what our prod- 
uct is, but how many visualize that which the customer needs 
in such a way that he comes to think of us and our product 
in a new, intimate, and interested way? How many of us 
live, so to speak, in the needs of our customers? 

NO ROOM FOR INACCURACIES IN SALESMANSHIP 

Oftentimes there is a slump after we have secured orders 
from new customers and new fields. We are apt to feel that 
the battle is won when in reality it has just started. The 
customer must go through the disillusioning process. He 
must find out the real merit of the presentation that has 
been made. We and our product are then seen in a positive 
light that leaves no room for inaccuracies. 
tition knows whom it must combat. Thus we enter a de- 
fensive state in our relations with our customer. Therein 
lies opportunity for real salesmanship and long continuance 
of valuable business. 


Also, our compe- 


As sellers we may lose sight of the fact that buyers as a 
whole by training and opportunity are more introspective 
and better informed in a general way than we are. In the 
future, selling strategy is going to be of finer character. In 
order to work shoulder to shoulder and keep pace with what 
is being done in production economies, such as standardiza- 
tion and simplification are bringing about, we must chart our 
selling so that it bears on the prospects that when won will 
show an economy of solicitation. Unbalanced expense, dis- 
proportionate costs for securing business must be discarded. 
Inadequate sales operations, overselling, poor markets and 
ignoring of good ones, combined with credit evils, are esti- 
mated to cost us a billion dollars annually. The department 
of commerce estimates that it costs this country eight billion 
dollars a year because it has not developed scientific distri- 
bution processes. Under the right kind of a programme the 
2.2 average profit of wholesalers and retailers in 1925 might 
be made to more favorably compare with the 5.9 percent 
return to manufacturers and the 12.5 to bankers, and carry 
greater profits to the manufacturers and greater savings to 
consumers in general. 

It seems to me that you who are peculiarly interested in ad- 
vertising, must find ways and means, just as my own company 
must, to scientifically substitute advertising for much of the 
direct sales energy that is now flung far and wide into un- 
productive fields. Advertising must support most convine- 
ingly the standardization and simplification movement. Our 
media must recognize the fact that there may be too many 
sizes, bindings, grades of paper, and too much individuality 
in their external details, and too little thought given to the 
mechanical preparation of advertisements. Then the read- 
ing material contained therein must be most carefully scru- 
tinized to eliminate the commonplace, the stereotyped, repe- 
tition, the unauthoritative. It must be selected not as “fill 
in” between the trade advertising that is so essential from a 
financing standpoint, but must inspire and challenge and 
suggest leadership of the highest order. 

Trade papers must make the industries to which they cater, 
and their advertisers, more dependent on them, and not be 
satisfied to occupy a mendicant position. Just as selling 
must reach a new level in appreciation of the customers’ 
needs, so our trade media in their reading material and ad- 
vertisements must accept the double responsibility of creat- 
ing returns to those who advertise, and those who read as 























It is not enough 


Se PULA FN RAI EE eS 


to tell distributors they are all right— 
they know it! 


A convincing message must go to the 
consumer telling him the distributor is 


entitled to support. 


That’s what Republic does. 
That’s what Republic has been doing 


since 1923. 


Republic pioneered such a program 
when the policy outlined below was in- 


troduced October Ist, 1923. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


Belting Hose 


Packing Molded Goods 


Lathe Cut Goods 


Republic is a proven friend of the 


Mill Supply Distributor 


A. 
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POLICY 


1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 


2 A quality of product uniformly good 
* and capable of delivering service re 
sults that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day 
to day solicitation, 


5 Selling helps of reasonable amounts 

* so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold, 
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potential buyers. The service to be rendered must be charted 
so as to be definitely scientific, tangible, tactful, and result 
producing. 

It might be of interest to you gentlemen to know that we 
are spending more and more of our advertising appropria- 
tion in what might be termed co-operative advertising for 
purposes of stimulating or suggesting the more general or 
wider use of equipment produced by our customers and indi- 
rectly building better volume for our own products. 

STANDARDIZATION BRINGS WHOLESOME RESULTS 

We all realize the tremendous significance of the standardi- 
zation and simplification movement. It is really just starting. 
It is asserting itself not alone in business, but is making 
tremendous strides in religious and social service fields, and 
is going to be felt in all types of political and governmental 
units. Many feel that the tremendous savings in the use of 
human material will prove costly to society in other direc- 
tions. This can only be true in an immediate and temporary 
sense, for in the long run all the savings made can only bring 





71 


about the most wholesome results, better human existence, 
more comforts, more leisure to all, truth, honesty, and wide- 
spread intelligence. I often think that the so called “terrific 
competition” era in which we live forces within the individual 
those corrective building processes which are most valuable 
in a personal way just as they are proving so astoundingly 
worthwhile in collective achievement. 

I consider it an honor to be with you today, and can only 
hope that we have helped somewhat in this consideration 
you are giving to “lower distribution costs.” You are men 
well equipped to display the sound ingenuity, resourcefulness, 
and vision so necessary to effective and practical achievement 
in this direction. Yours is a field that challenges the respect 
of all in business. Your leadership can inspire industry in 
its fight against the extraneous, the futile, and prodigal 
meshes of distribution, which are proving so costly. 

Yours is a timely fight and I should like to close in the 
words of Oliver Cromwell, “Strike while the hot, 
but keep it hot by striking.” 


iron is 
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Cahn-Richards Company Was Purchased 


Oliver H. Van Horn Co., Inc., New Orleans, Acquired Assets—Van Horn 


Branch in Houston 


Oliver H. Van Horn Co., Inc., New Orleans, has pur- 
chased all assets of the Caha-Richards Tool & Supply Co., 
Inc., also of New Orleans, including the building for- 
merly occupied by the latter company, at 709-711 Camp 
street. 

As a result of the purchase, four prominent members 
of the Cahn-Richards organization return to the employ 
of the Van Horn Company, with which they were for- 
merly connected, including Percy F. Richards, formerly 
vice-president of the Cahn-Richards Tool & Supply Co., 


Inc., who has become sales manager of the Van Horn 
company; Clarence J. Richards, formerly secretary of 
Cahn-Richards, who has joined the Van Horn com- 


pany city sales force; Ben Argus, Jr., formerly buyer for 
Cahn-Richards, who has joined the Van Horn office force, 
and George Krentel, who is now on the Van Horn store 
In addition, Cecil Hall, F. A. Netherton and 
Milton P. Chatry, who were on the Cahn-Richards sales 
force but were not previously with Van Horn, are now 
with Oliver H. Van Horn Co., Inc., the former two as 
outside salesmen and the latter as a city salesman. Mike 
kK. Cahn, formerly president of the Cahn-Richards Tool 
& Supply Co., Inc., has other enterprises in which he is 
financially interested, and is giving his attention to these 
at the present time. 


sales force. 


“The building formerly occupied by the Cahn-Richards 
company, and which we purchased, is not occupied at the 
present time, and we are offering it for sale, as our pres- 
ent quarters (at 522-524 Camp street), providing 40,000 
square feet of floor space, are ample to take care of all 
our requirements,” stated Oliver H. Van Horn, president 
of Oliver H. Van Horn Co., Inc. 

“In taking over the Cahn-Richards Tool & Supply Co., 
we also made arrangements with quite a number of their 
factory connections to continue handling their accounts. 
The purchase of the Cahn-Richards company does not ex- 
tend our sales territory, as we are still continuing to 
service the Gulf states. 
ing our Houston branch at the time of the purchase, and 
this enabled us to absorb as much of the personnel of the 
Cahn-Richards company as we did. Paul H. Griner, our 
former sales manager, is manager of our Houston branch, 


Fortunately we were just open- 


Now in Operation, with P. H. Griner in Charge 


and he took the nucleus for his office and sales force from 
our organization.” 

The Houston branch of the Oliver H. Van Horn Co., 
Inc., was opened March Ist. It is located at Austin and 
Franklin streets, on the main thoroughfare to Galveston 
and the ship channel. The building is a one-story struc- 
ture, with 100 feet frontage on each street, and provides 
10,000 square feet of The ceiling is very 
high, and this gives the company ample room to put in a 
mezzanine floor to floor should it be 
necessary. A complete stock of machine tools and ma- 
chine shop supplies is carried at the branch. 

“This building was just completed, and we are there- 
fore the first Mr. Van Horn. ‘The 
structure has ample plate glass on either street, making 
it not only attractive, but very desirable from a lighting 
standpoint. We have a five-vear lease on the property.” 


floor space. 


increase space, 


occupants,” stated 


Mr. Griner, the branch manager, was formerly with 
the Fulton Bag & Cotton Mills, for whom he was man- 
ager in charge of operation of the New Orleans branch. 
After joining the Van Horn organization, he served as 
salesman in nearly all the company’s territory. Prior to 
his appointment as manager of the Houston branch, he 
was for two years sales manager of the Van Horn com- 
He has with him in Houston 
gether with store and office employes. 

The Oliver H. Van Horn Co., Inc., had its beginning 
in August, 1903, when Mr. Van Horn started in busi- 
ness as an individual, and the business continued under 
this set-up until 1917, when the present company was 
organized. When Mr. Van Horn started in business, in 
1903, the present vice-president, E. F. 
his employ, and a vear later the present secretary-treas- 
urer, Edgar J. Haas, started his empioyment. The three 
men have been together ever since and compose the entire 


pany. four salesmen, to- 


Stauss, entered 


present company. 

The business was first at 303 Magazine street, where 
it remained for a year. It was then moved to 518 Camp 
street, and finally, in 1925, into its present quarters. This 
building has a frontage of 84 feet, fifty of which is in the 
store building, which is a four-story, reinforced concrete 
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j It Costs You 


iy 
j 


y Less To Sell 


Banting Bronze 


Over and over again, Mill Supply Jobbers have 
found that when they sell Bunting Phosphor 
Bronze to a customer he becomes a consistent 
user of the metal, and after the first sale sends in 
his order without solicitation. Bunting knowledge, 
experience and methods of manufacture con- 
tribute as much to the achievement of a superior 
metallic structure as do the ingredients used. 
That is why others, using the same ingredients, 
fail to produce a comparable metal. That is 
why your selling task is done when you sell 
Bunting Phosphor Bronze the first time. 


88 stock sizes make it easy for you to handle a 
complete stock without an unwieldy inventory. 


The BUNTING BRASS & BRONZE Co. 

























TOLEDO - OHIO 


Branches and Warehouses at 


BOSTON PHILADELPHIA SAN FRANCISCO EXPORT OFFICE 


36 Oliver St 1330 Arch St 198 Second St. Poledo, Ohio 
Hancock O154 Spruce 5206 Douglas 6245 
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building, 170 feet deep. Adjoining the store building is 
the warehouse, a 34 by 170-foot structure, in which are 
stored machine tools and heavy machinery. 

The company carries in stock in New Orleans ma- 
chinery, machine tools and machine shop equipment, also 
garage equipment and replacement parts, the latter items 
on both a retail and jobbing basis. 

“We are quite proud of the fact that our major ma- 
chine tool connections have been uninterrupted since the 


time of our organization or shortly thereafter,” stated 





Mr. Van Horn. “It has been our aim at all times to stock 
only first-class merchandise, and we have always carried 
in stock items such as would not ordinarily be found in 
mill supply houses or hardware stores, even where the 
mill supply people have machine tool departments, conse- 
quently we have enjoyed a unique position in the South.” 

The Cahn-Richards Tool & Supply Co. was_ incor- 
porated in 1922, had a capitalization of $50,000, and car- 
ried a stock of machine tools, garage and shop equipment 
with an average value of $85,000. 
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Dealer May Carry Slogan Emblem 


Power Transmission Association to Allow Supply Houses Distribut- 
ing Products of One or More Members to Use “Drive Right’? Cut 


The executive committee of the Power Transmission 
Association has extended to mill supply houses which dis- 
tribute the products of one or more members the right 
to use the association’s “Drive Right’? emblem, with the 
words “Distributor for Member” above the association 
name. 

“Those dealers who distribute the products of one or 
more members of the association may use the ‘Drive 
Right’ emblem, with the words, ‘Distributor for Mem- 
ber’ above the association name, so long as they continue 
to sell for one or more members,” wrote W. S. Hays, ex- 
ecutive secretary of the association. ‘“‘This will tie them 
up to the movement and let power users in their terri- 
tories know they handle ‘Drive Right’ transmission 
equipment and accessories. Cuts will be supplied to mill 
supply houses for use on advertising and letterheads. 

“The Power Transmission Association emblem, ap- 
pearing in advertisements of the association contributed 
by members, has created a splendid tie-up for the entire 
industry, and extension of its distributors for 
members should give power users everywhere closer con- 
tact with the association, both for furnishing facts on 
their power transmission experiences and for securing 
data on those of others. 

SUCCESS IN OBTAINING OPINIONS OF POWER USERS 

“Example is a wonderful influence, and the Power 
Transmission Association is proud, and justly so, we 
believe, of its record of accomplishment to date, espe- 
cially in its efforts to obtain unbiased opinions on the 
requirements of power users. The effort to render a 
real service to power users has spread through the entire 
industry in a way that has been very gratifying to the 
officers and members of the association who have devoted 
so much time and effort to bringing about such a condi- 
tion. 


use to 


“On every hand manufacturers are co-operating with 
distributors to insure the use of the proper equipment in 
the proper place—the right width belt, the right size 
pulley, the type of belt that will serve best, the right 
sizes and sets of gears, the proper ratios in speed reduc- 
tion mechanisms, etc., and never a makeshift in any case. 
Surveys have proved there are specific requirements for 
almost every type of mechanical transmission equipment 
and ample business for all. 

“In line with this effort on the part of the mechanical 
transmission equipment field to render the best service 
possible, is the accumulation and dissemination of fact 
data that has not 
call to power users. 


heretofore been available for ready 
This information is being secured 





from all parts of the country. The association particu- 
larly desires comparative data where different types of 
equipment are used for the same or similar manufac- 
turing operations, or where figures have been kept on 
old and new installations. 

DISTRIBUTORS AND SALESMEN CAN SECURE INFORMATION 

“Comparisons are what users need and will use. Where 
distributors and their salesmen, having many contacts, 
can secure such information, it can be utilized for a real 
service to users who contemplate new factories, new in- 
stallations or changes in present equipment. 

“The Power Transmission Association will greatly ap- 
preciate any and all information received from the field, 
because such information is most helpful to the entire 
industry. Testimonials may seem trite, but such infor- 
mation on what someone else is doing or using is a form 
of publicity that will ever be most effective. 

“Drive Right’ is the title of a little booklet which the 
association has produced, providing users of power equip- 
ment some interesting data on comparisons of types of 
drive. The demand for this booklet and the circulation 
it has enjoyed is conclusive proof of a desire on the part 
of users of power for information, which salesmen can 
foster and improve.” , 
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COMPANY IN ITS 77TH YEAR 


Louis Hanssen’s Sons, Davenport, Iowa, Established 
in 1851, Has Advanced Steadily 

Louis Hanssen’s Sons, Davenport, Iowa, distributors 
of mill and contractors’ supplies, machine and mechanics’ 
tools and hardware, are this year observing the 77th an- 
niversary of the founding of the business. The late 
Louis Hanssen established the house in 1851, and its first 
home was on the present site of the business, 213-215 
West Second street. In 1871, he erected a new building 
and expanded his business. Mr. Hanssen turned the 
business over to his three sons, Louis, Jr., Charles E., and 
Ben C. Hanssen, in 1897, and they incorporated the com- 
pany under its present name. Louis Hanssen, Sr., died in 
1908, and Louis, Jr., in 1927. 

Present officers of the company are: Charles E. Hans- 
sen, president and general manager; Ben C. Hanssen, 
vice-president and treasurer; John Hanssen, secretary, 
and Waldo Hanssen, assistant treasurer. John and Waldo 
Hanssen are grandsons of the founder. The company 
recently installed an attractive new store front in its 
building, remodeled the interior of the structure and 
installed new fixtures. 
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FRICTION cant steal 
power in Oil Film Bearings 















































Transverse diagram of 
“Cleveland Type” Bearing 
shown below. Shaft rota- 
tion is clockwise; load is 
downward. AA show riv- 
ers of oil flowing along 
journal. Top and bottom 
parts of the bearing are cut 
away on tangents from 
channels AA in order to 
facilitate formation of oil 
wedge. At B the large part 
of the wedge bears a mini- 
mum pressure; likewise 
there is minimum pressure 
at D. AtC occurs the thin- 
nest part of the oil wedge 
and the greatest oil film 
pressure. 








“Cleveland Type” Oil Film Bearings are as 

C’ il Wedg near to perfect frictionless bearings as is possible 
enema to attain. When operating there is absolutely 
no metallic contact between the shaft and the 
bearing. The shaft floats free on a flowing 
wedge shaped film of oil... enabling heavier 
loads to be carried, higher speed operation, and 


a smooth uninterrupted flow of power impos- 
sible with any other anti-friction bearing. 








“Cleveland Type” Oil Film Bearings are de- 
signed for all styles of rigid and ball and socket 
mountings, adjustable four ways. Various types 
may be applied successfully to every class of 
service—low, medium, high speed, continu- 
ous, plain or water-cooled. 


You will be interested in our new sales policy 
recently adopted. Write for particulars includ- 
ing our profitable Dealer Proposition. 


StLILIL 
CLUTCH 


MACHINE & FOUNDRY CO. 


6405 Breakwater Ave.Cleveland Ohio. 
POWER TRANSMITTING ENGINEERS 
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aA a a AN RRR EE TE RT LE INA tant NE El ASO 


Does Increase in Business Follow 
Decrease in Speculation? 


Charts Presented Showing Relation Between Speculation, 
Money Rates, Production and Payrolls 


ALVAN T. SIMONDS 


President, Simonds Saw and Steel Company, Fitchburg, Mass. 


(In the charts the light solid line is speculation; the 
dash and dot line, brokers’ loans; the dotted line 


», money 
rates; and the heavy solid line, 


factory payrolls.) 

In the three previous issues of Looking Ahead, I have 
stressed the striking relationship between the cost of 
credit and the volume of business in the United States. 
In this issue I want to call attention to an influence that 
precedes credit supply. This influence is connected with 
what farmers call Wall street, which they are reported to 
have hated for generations. Possibly if this issue comes 
into the hands of factory workers, it may cause them to 
feel somewhat as the farmers do. However, we are not 
seeking to find justification for anyone’s likes or dislikes, 
but simply to show certain facts that are available to 
everyone because of the excellent statistical data gath- 
ered and published today. The figures used in this issue 
may be readily verified in the New York Times Annalist 
and in various other publications. As is usual in Look- 
Ahead, 1 am using straight lines connecting low 
points and high points for major movements, and neglect- 
ing minor movements. 

I seek to discover from the facts whether the volume 
of speculation, as recorded in increasing stock prices and 
increasing brokers’ loans, affects the cost of credit, which 
we have seen in the May issue influences the course of 
business. So many persons object to the term business 
or general business as being too indefinite that in the 
May issue of Looking Ahead I used the the 
Simonds Saw and Steel Company instead. In this issue 
I am taking factory payrolls in the United States and 
trying to discover the 
influence on them of bull 
markets and mar- 
kets “when, if and as” 
J they are so influenced. 

Is increasing specula- 
tion followed by increas- 
ing money rates, and are 
these two increases fol- 
lowed by decreasing fac- 
tory payrolls? Examine 
the five charts shown in 
this issue and make your 
own decision. On chart 
5 brokers’ loans are shown by the dot and dash line from 
the spring of 1926 to the middle of 1928. I would have 
used brokers’ loans instead of increased stock prices in 
the other charts had figures been available. Their trend 
is similar to that of stock prices. In every case where 
brokers’ loans have moved upward in a major movement, 
this has been followed by a major movement upward in 
money rates, and the movement of these two has been 
followed by a movement downward in factory payrolls, 
and vice versa. The five charts show that factory pay- 
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CHART 1 


rolls increase following decreasing speculation and lower- 
ing money rates, that factory payrolls decrease following 
increasing speculation and increasing money rates. 
Charts showing the movements of speculation and of 
business since the war up to the middle of 1926 show the 
two lines running along very closely together. On first 
examination this very naturally gives the impression that 
speculation and business move up together and down to- 
gether, with speculation leading the way by a few 
months. If this can be shown always to be true, it will, 
of course, make lit- 
tle or no difference 1920 1921 1922 1923 
whether or not the ‘ 
upward movement in ‘N 
speculation 
the upward 
ment in 
Many business exec- \ 
utives have the idea % . 
that it is true, and 
that before the war 
bull markets regu- 
larly preceded im- 
proving business by about six months, and bear markets 
regularly preceded declining about six 
months. The facts show no such thing, either before 
or since the war. Since the war, up to May, 1926, as we 
have stated above, the curve of speculation*turns up a 
few months before the curve of business, and turns down 
a few months before the downturn of business. Their 
major movements have been going up and down, more or 
less together, but since the middle of 1926 the curve of 
speculation has shot up like a skyrocket, while the curve 
of business has turned down—thus spoiling the “man on 
the street” theory as to the relation between the major 
movements in speculation and in business. The fact is 
that they both move some months later with the trend of 
increasing or decreasing money rates (continued for six 
months or longer) but in the opposite direction. 
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CHART 2 
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When money has been growing cheaper for a consider- 
able length of time, and has finally reached as low a point 


as: 1¢-did: in ‘the: Mallet... nee 
1924, speculation is al- [ ise [1922 = ie 23 | 924 | 
ready on the upward move | | 

and business soon follows | | 

it. Both of these upward 


movements have been | 
caused by the downward 











turn in money rates, 
which began several 

. > CHART 3 
months previous. Both 


keep on the upward trend for about the same length of 
time that money rates keep on the downward trend, and 











You'll Make More Sales 
and Bigger Profits on 
Milburn Products 


For Instance—The biggest co 
tractors prefer Milburn Lights. 
Therefore, your sales-per-customer 
will be larger when you sell this 
line. 


HE bigger the contractor 

the more closely he figures 
his costs. The largest contrac- 
tors figure the cost-per-hour of 
carbide lights and hence they pre- 
fer the Milburn for the following 
reasons: 
It furnishes 8290 Candlepower for 


only 3!3 cents per hour—a big 
saving in the course of a season. 
It burns either lump or cake 
carbide. No matter which carbide 
you sell, the owner of the Milburn 
Light is your customer. 

Your discounts on Milburn Lights 
are so attractive as to justify extra 
sales effort on your part. 

The line is complete—you can offer 
your customers the exact lights 
that best suit their purpose. 





Write for full details about these lights, popular 
and easy to sell because of exclusive patented 
features and standard for 20 years for construction, 
railway and engineering work. 


Here’s a Torch That Gives Your 


Talking Points 


F ii 


Milburn Torches have reduced operating costs upwards of 20°/ 
A good talking point for your salesmen. The Milburn Combination 
Cutting and Welding Torch, shown above, Type Tl! is the only Torch 
of its kind it cuts and welds just turn the tip to change the operation. 
Write for details about this torch and complete Milburn line of Torches 
Generators, Regulators, Oil Burners and Preheaters 


Sell Milburn Spray Gun With 
Remarkable New Features 
Another Milburn Product that has EXCLUSIVE : 


Salesmen Extra 








talking points. Dial on spray nozzle calibrates all ©) A peat) 
operations. Makes it possible for operator to turn oF ae r 
at once to any desired or previous setting. Elimi- a. 3} os) 
nates split sprays, over sprays, etc. Similar numerals on \\ i if 
paint plunger barrel makes possible more accurate adjust- } A\ 
ment of paint volume. These two Milburn features have \ 
advanced spray painting ten years, making the Milburn the >| 
easiest spray gun to sell. Get full details g 


Alexander Milburn Co., Baltimore, Md. 


Alexander Milburn Co., 
1416-1428 W. Baltimore St 
Baltimore, Md. 


Please 
Please 


Please 


send me Bulletin 2747 on Portable Carbide Lights 
send me Bulletin 3747 on Welding & Cutting Apparatus 
send me Bulletin 4747 on Paint Spray Equipment. 


and explain discounts and talking points that will make the Milburn 
ine an exceptionally profitable one for us. 


Name 
Firm 
Street & No 


City & State.. 
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decause ~ 


they are the most highly 


demanded. The most pop- a." 
ular of all makes. They A 4\ 
need no introduction to ae 
any trade anywhere. The 

name “‘Billings’’ stamped 


on each one is a big sales 
asset and consequently will 


give you quicker turnover. 


Made all and 
styles of Life-time Molyb- 
denum and Carbon Steel. 


in sizes 


Send for YOUR copy of our 
catalog if you don’t have it. 


’’e Billings 
& Spencer Co, 


Hartford. Conn. 
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vice versa. This is shown on the charts in the May issue 
of Looking Ahead. In the Fall of 1924 money rates 
turned upward and continued to increase until the Fall of 
1926. This increase in the cost of credit, although it was 
not great, was followed by business turning down at the 
beginning of 1926 and continuing downward in a major 
trend to the end of 1927. 

There was, of course, a seasonal rise in the Spring of 
1927, but money rates had gone so low in the Fall of 
1924 and the optimistic psychology of the crowd had de- 
veloped to such an extraordinary degree that speculation 
halted only for a brief period 
in the Spring of 1926 and then 
shot upward like a skyrocket to 
June, 1928. Throughout 
of this last movement business 
was going down while specula- 
tion was going up sharply. 
Business is influenced by 
money rates, but the influence, 
though it is at work, does not 
A decline in money rates shows 
itself in improved business, beginning some months later. 
Right here is where it seems to me that most writers on 
business conditions make a mistake. 
diate perceptible effects on 
rates change. 
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show itself immediately. 


They assume imme- 
business whenever money 
This assumption would be better justified 
in the case of speculation, but even here, when a bull mar- 
ket crowd psychology develops, not only among brokers 
and business men, but also with the general public, it may 
override for a time such obstacles as 
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rates. However, just as in the Florida boom, the time 
will come when it must burst, if it becomes over-inflated. 

What is going to be the effect upon factory payrolls, 
upon the amount of manufacturing done in the United 
States during 1928 and 1929, and possibly 1930 and 1931, 
of this four-year upward spurt in speculation? We make 
no prediction. We do not even claim that bull markets 
will always be followed by decreasing factory payrolls, 
and that bear markets will always be followed by increas- 
ing factory payrolls. We simply present the facts on the 
charts, that increased speculation 


showing increases 


7/ 
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money rates, and that increased money rates are followed 
by decreased industrial production, with decreased fac- 
tory payrolls. 

The charts also show that decreased speculation is fol- 
lowed by decreased money rates, and this is followed by 
increased industrial production, with increased factory 
payrolls. If this is always the case, it makes little or no 
difference whether the one that comes first is the cause 
of the other or not. We have our own conviction in the 
matter. We are very sure that stock market speculation 
is now over-inflated. Whatever may be the result upon 
industrial production of the present stock market infla- 
tion, the charts seem to prove that, after the boom has 
burst, and speculation begins to decrease in a major 
movement, this decrease will be followed somewhat later 
by an increase in business—in the volume of manufac- 
ture and in factory payrolls. The reader, however, may 
study the charts and form a belief for himself. 

We have dealt only with stock market speculation. 
This is only a part. The speculation in wheat and cotton 
is a very important factor, and the speculation in com- 
modities in general, like that of 1919 and 1920, when it 
occurs, still further hastens and strengthens the resulting 
or following movements. At this writing, June 15th, 
speculation has already turned down in what seems likely 
to be a major movement. 


(Editor’s Note—The article appearing in the May issue of 
Looking Ahead, to which Mr. Simonds refers in this article, 
was published in the June issue of MILL SUPPLIES.) 
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COST OF DOING BUSINESS 


Figures of National Pipe and Supplies Association 
Show Smaller Net Profit in 1927 


Figures on the cost of doing business during 1927, com- 
pared with 1926, as presented at the annual convention of 
the National Pipe and Supplies Association in Detroit, in 
May, are of interest. The figures represent returns from 
147 firms. 

Houses selling plumbing, heating, mill and mine sup- 
plies had a gross profit of 21.22. in 1927, compared with 
21.51 in 1926, and a cost without interest of 18.33¢¢ in 
1927, compared with 16.37°. in 1926. The net before in- 
terest for 1927 was 2.89°-., compared with 4.94. in 1926. 
Cost with interest for 1927 was 21.02°-, compared with 
i8.86°, in 1926, leaving a net after interest of .20°¢ in 
1927 and 2.45°. in 1926. 

Plumbing and heating supply houses had a gross profit 
of 20.88. in 1927, compared with 21.64°. in 1926; cost 
without interest of 19.11 in 1927, compared with 
18.18°, in 1926, and a net before interest of 1.77°. in 
1927, compared with 3.46% in 1926. Cost with interest 
in 1927 was 21.42°,, compared with 20.53°. in 1926, ieav- 
ing a net after interest of .54¢. in 1927, compared with 
1.112% m 1926: 
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Distributor Welcomes Aviators 

C. M. McClung & Co., Knoxville, Tenn., distributors of 
mill, mine, railroad, plumbing, lumbering and contractors’ 
supplies and hardware, is the first business firm in Knox- 
ville to offer a permanent city identification sign and 
greeting from its roof to aeroplane travelers. On the roof 
of one of the buildings has been painted a large sign, car- 
rving the word, “Knoxville,” in white letters, 15 feet high. 
The sign extends for 150 feet across the root. In smaller 
letters, below the word “Knoxville,” is the company’s 
name. There is also a large white arrow, which appar- 
ently points to the landing field. 
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A smaller inventory 
for youif you “concentrate” 
this way 


I-ncouraged by the government, manu firepots, and, in addition, can fill any 
facturers and merchants have done a exceptional need you might encounter 
great work in simplifying the lines they and fill it quickly, from the Clayton & 
make and sell They have given just as Lambert line And Clayton & Lambert 
good service as ever before. And they've have proved such definite superiority 
saved themselves a lot of money out on the job—that firepot users have 
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Strong 
Engine 
Stops 


are a positive check against 
racing and overspeeding of com- 

—= pressors and stationary engines. 
Like faithful sentinels, they guard against disaster. 
They protect life and property. 
Simple in design. Automatic in operation, but may be 
tripped by hand. Controlled by centrifugal force and 
the power of gravity. 
Take but a fraction of a moment to operate. 
Absolutely reliable. 

This is one of a dependable line of Strong Steam Special- 

es The Strong Speed Limit, ties and Safety Appliances. 
——. >” shown in the cut, is one of two 
essential parts that combine Write for detailed information. 


the Strong Engine Stop. It has an arm that 
engages the latch, which in turn releases the 


mechanism and shuts off every ounce of steam THE STRONG, CARLISLE & HAMMOND CO. 


from the engine. Positive, dependable 
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1392-1394 West Third St. Cleveland, Ohio 
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Recently, in a little town down in the state of Texas, 
there was a furious race between two Texas gas com- 
panies to determine which would secure the franchise to 
distribute natural gas in that municipality. Both had 
applications before the proper authorities for the neces- 
sary exclusive franchise, and on the surface it looked as 
though one had about as much chance to get the business 
as the other. 

But behind the scenes there was no comparison. One 
firm head and shoulders ahead of the other. Its 
managers realized that the men who controlled the fran- 
chise in the town were only human, after all, and that 
they would favor the gas company which demonstrated 
its ability to serve the town best. Accordingly, this ener- 
getic company took a chance. Every night it slipped in 
a force of men to lay a gas main to the city limits and 
made other preparations to give the city service very 
soon after it secured the franchise; and it let this activ- 
ity be known to those who controlled the letting of the 
rights. As a consequence of this activity, the company 
secured the desired franchise and within a few hours 
after the franchise was secured it was ready to begin 
laying lines within the city, to connect with the main 
that had been run to the city limits already. 

There is much of the spirited competition that pioneer 
railroaders waged some ago in evidence in the 
natural gas fields of the Southwest today, and this spir- 
ited competition calls for quick work and a lot of service 
on the part of the supply houses which sell materials 
used in laying gas lines, as well as incidental supplies. 

PROFITABLE BUSINESS FOR SUPPLY HOUSES 

The rapidly growing natural gas industry is opening 
new and profitable fields of revenue to the energetic mill 
supply firm in the districts where the new industry oper- 
ates, and, judging from the rate at which the natural 
gas business is at present spreading, it will touch within 
a very few many sections of the United States 
which heretofore have never been considered as territory 
within reach of natural gas fields. 

The Southwest 1s especially energetic right now in the 
development of the natural gas industry, with much ac- 
tivity centering around the gas fields of Louisiana, Texas, 
Oklahoma and Kansas. 

What it is possible for supply houses to do in the way 
of increasing business through the growth of the natural 
gas industry is well illustrated by the experience of the 


Was 


years 


years 


Natural Gas Industry 


Provides Good 


Market 


Ruel McDaniel, in this Article, Which 

Includes Interview with D. D. Peden, 

Tells How Increased Use of Natural 

Gas in Southwest Opens Field for Sales 
of Mill Supply House Lines 


Peden Iron & Steel Co., Houston, Texas. D. D. Peden, 
vice-president and treasurer of the company and first 
vice-president of the Southern Supply and Machinery 
Dealers’ Association, outlined some of the facts regard- 
ing the supply house and its relation to the growing 
natural gas industry. 

“The coming of natural gas to any town or city opens 
to the supply house many unexpected sources of revenue, 
in addition to the business which it gets directly from 
the gas companies during the laying of the lines,’ he 
stated. ‘Natural gas means cheaper fuel to the city it 
serves. Cheaper fuel means cheaper production costs for 
manufacturers, and cheaper production costs mean not 
only prosperity for established plants, but the building 








Show- 
ing Blasting Operations 
Preparatory to Laying 
Natural Gas Pipe Line. 
The Use of Natural Gas 


is Growing Steadily. 
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of new ones. Several new manufacturing industries 
have come into being in this vicinity, primarily because 
natural gas supplies them with a fuel that is cheap 
enough to make factory propositions inviting. Every new 
factory is a possible new customer for the mill supply 
house.” 

San Antonio and a few other Southwest Texas cities 
have had natural gas for several years, but it is only 
within the last two or three vears that it has become an 





SO 


July, 1928 

















Bre oY 


or extra small set screws 
call on Bristo 
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Hollow safety set screws measuring 
less than !, inch in diameter are 
mighty valuable in the construction 
of light machines. There are seven 
of these extra-small sizes in the Bris- 
to line. 
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: ” Compared with slotted head and 

pees ber ee = other types of set screws, Bristo hol- 
ZZ ZZ low safety set screws are more effec- 
tive they set up tighter, hold their 
set even where there is vibration and 


can be quickly removed from a solid 
THE CHAIN set-up, 


= Bristos, being hollow and manipu- 
with the lated by a wrench which fits he 
M LE socket, can be handled with speed 

EXTRA USC and certainty; no juggling and drop- 
ping Bristos. In addition to the 





n every link of Inswell chain, “L-shaped wrench regularly fur- 

there is an extra flash of nished, Bristo makes a screw driver 
reinforcing material on the type wrench especially for assembly 
inside of the link, at the weld. work. It has a comfortable handle 
Here, where most chain is which will not tire hands constantly 
weakest, Inswell is actually engaged in handling small screws. 


25°, stronger. Tests to de- 
struction have proved the “‘Ins- 
well’ Weld is stronger than 
the stock of most chain. 















Information 


May we send you 
sample screws for 


Point out this extra muscle of 
steel that marks your “‘Ins- 


oa ji inspection and test? 
well chain. This means Ask for Bulletin 
economy to the user... re- 819-H with com- 


orders for you plete information. 
Y Write The Bristol 
Co., Waterbury, 


COLUMBUS McKINNON CHAIN COMPANY Conn. 


General Sales Offices: Tonawanda, N. Y. 


Plants: Tonawanda, N. Y., Columbus, Ohio 
In Canada, McKinnon Columbus Chain, Ltd., St. Catharines, Ont. 
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important factor as a general industry in the Southwest. 
Houston has been using natural gas for about two years, 
and only a few weeks ago it was piped into Galveston. 
Formerly it was carried only a comparatively short dis- 
tance from the gas fields. As a matter of fact, millions 
of cubic feet of gas have gone to waste in the past be- 
cause oil companies struck gas instead of oil in new 
wells and cursed their luck and let the gas run for days 
unchecked. Now and then it was harnessed and utilized 
as fuel for drilling other oil wells, but generally it was 
looked upon as a menace to oil well drillers. 
NATURAL GAS BEING PIPED GREAT DISTANCES 

Today, however, natural gas, like oil, is being piped 

yreat distances and serving cities 


more economically 
than artificial gas. 


Houston and Galveston get their gas 
from fields nearly 200 miles away, and it is now con- 
sidered practical to pipe from fields that are considered 
inexhaustible to even greater distances. 

In spite of the fact that natural gas is piped nearly 
200 miles into Houston, it is about one-third cheaper 
than the artificial fuel that formerly was used in that 
city. Obviously the difference is still more marked in 
cities where gas fields are at the back door, as in the 
case of San Antonio, Laredo and Amarillo. 

The actual construction of gas lines and laying of con- 
nections within the city is an important factor in the 
building of additional supply business. The greatest 
single item purchased by the natural gas industry obvi- 
ously is pipe. The smallest pipe laid, even in making 
connections within the city, is two inches in diameter. 
This costs approximately 40 cents per foot to lay. Of 
this amount, about 20 cents goes to the supply house 
which sells the pipe. Four-inch pipe, an average size, 
costs one dollar a foot to lay, and half of this goes to 
the supply house to pay for the pipe. There is much 
pipe used that runs to six inches in diameter, this being 
used as the main to connect a city with the field, miles 
away. The pipe alone costs about 87 cents a foot. Obvi- 
ously the supply house that sells 50 or 100 miles of such 
pipe makes a sale that runs into considerable money. 
Then there are the fittings, the valves, the packing and 


the dozen smaller items that are connected with the 
establishment of gas lines. 
“Another angle that has meant profit for us,” Mr. 


Peden pointed out, “is the sale of welding outfits. Now- 
adays the gas companies weld all their pipe connections. 
That means the use of scores of welding outfits, and we 
have been able to place a lot of these. 

“A lot of mill supply firms do not sell household mer- 
chandise, such as gas ranges. We do. Cheaper fuel has 
stimulated the demand for gas ranges, and our dealers 
have been cashing in on this demand. 
means cash for us, 


Their cashing in 
There are many indirect an- 
gles which mean extra business for the supply firm when 
the natural gas company gets busy in the neighborhood.” 

Invariably natural gas displaces many forms of cheap 
fuel in manufacturing plants, Mr. Peden says. In Hous- 
ton, for example, gas has taken the place of lignite in 
several of the plants, because it is about as cheap and 
gives much better service. Whenever a plant switches 
from some other fuel to natural gas, the supply firm has 
a chance to sell the fittings, connections and equipment 
necessary for the change. 

Down in East Texas and Louisiana natural gas is 
taking the place of business lost by supply houses be- 
cause of the falling off of activity in the lumber industry. 

“A fine thing about this business,” said Mr. Peden, 
“especially when we sell directly to the gas companies, 
is that price is not a major consideration. 


too. 


Competition 


a . ™ 8 
between rival gas companies is keen. ‘They lay their 
lines hurriedly, because speed sometimes means the win- 
ning of a valuable franchise. Obviously they demand 
speedy service of the firm from which they buy. Ordi- 
narily one would think that larger corporations which 
buy pipe valued at millions of dollars a year would pur- 
chase direct from the factory, but in many cases they 
do not. They can’t wait for such an order to go through. 
They want their pipe at once, and they come to the 
supply house for it. If the local firm renders satisfac- 
tory service, it naturally gets a lot of other incidental 
business besides.” 
Sn HO 
NEW OFFICERS ELECTED 
E. C. Johnston President of General Brass Co.—M. E. 
Czarnowski and J. M. Ready Advanced 

Announcement has been made of a change in officers 
of the General Brass Company, Detroit. Elwood C. John- 
ston, formerly first vice-president in charge of produc- 





ELWOOD C. JOHNSTON 


tion, has been elected president; Milton E. Czarnowski, 
formerly treasurer, has been elected vice-president and 
treasurer, and J. M. Ready, formerly assistant sales man- 
ager, has been chosen secretary and sales manager. 

The General Brass Company was formed in May, 1927, 
as a result of the consolidation of The McRae & Roberts 
Co., Standard-Peninsular Brass Works and the Michigan 
Lubricator Co. Prior to the merger, Mr. Johnston was 
vice-president of the Michigan Lubricator Co., and Mr. 
Czarnowski was secretary-treasurer of The McRae & 
toberts Co. Mr. Ready joined the General Brass Com- 
pany at the time of the consolidation. He had been sales 
manager of the Michigan Lubricator Co. for a number of 
vears, and had previously been business manager of the 
Timken Detroit Axle Co. 


oe 


Name of Division Changed 

Announcement was made in the May Issue of MILL 
SUPPLIES of the purchase by the Columbus McKinnon 
Chain Company, Tonawanda, N. Y., of the chain block, 
electric hoist and crane division of The Chisholm-Moore 
Manufacturing Co., Cleveland. The name of the Chis- 
holm-Moore division has now been changed to Chisholm- 
Moore Hoist Corporation (Division of Columbus McKin- 
non Chain Co.). 
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WILL YOUR AIR PUMP 
LOSE ITS PRESSURE OR 
VACUUM NEXT MONTH J& 


If it does, is it going to cause you 
a money loss? Is it going to mean 
a shut down of your factory for an 
hour, a day or more? Or is it going 
to mean a lowering or letting up of 
production ? 








The wings 
scoop up 
the air 


In any case a rotary air pump that ‘‘takes 
up its own wear’’ is likely to be a kind of 
an insurance policy against all this. 


“a” ATR PUMPS 


for pressure or vacuum 


—NEW SERIES— 
USED FOR HEATING HOMES AND FACTORIES WITH FUEL OIL 
Aerating Forging Massaging Machines Milking Machines Tempering 
Agitating Hardening Laboratory Work Steam Heating Systems Blowing Dirt from Machines 
Singeing Oil Furnaces Blow Lamps Paper Feeding Devices Glass Bending 
Branding Gas Furnaces Blow Pipes Printing Presses Atomizing 
Preheating Coal Furnaces Glass Blowing Mailing Machines Spraying 
Assaying Suction Chucks Gas Pumping Testing Gas Fittings Blowing Chips and 
Brazing Vacuum Cleaning Testing Meters Removing Foul Air Stampings from Machines 
Annealing Solder Iron Heaters Pressing Irons Supplying Fresh Air 
Soldering Wrapping Machines Calliopes Melting 


And Many Kinds of Automatic Machines and Devices 


FULL INFORMATION LEIM AN BROS. 23-P WALKER STREET 


eae Makers of good machinery for 40 years aw Sa 











_ ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


| Manufacturers of 
| 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


) Iron Body Gate Valves 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 
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Getting the Jump on Competition 
Means Much to Dealers 


No Business House, No Matter How Secure It Feels, Should 
Fail to Take Competitors Into Account 


FRED COUNTERMAN 


You may drive one of the most expensive. highest 
powered automobiles on the road, one you know will run 
away from pretty nearly everything else on hill or on 
level, and yet you have doubtless known times when some 
fellow driving a cheap, low powered car has gone past 
you just because he got the jump on you. 

He got started and was tooting for “gangway” before 
you realized what was happening. You may not have 
wanted him to pass and he may have been foxy enough 
to lie back and show no inclination to pass—until the 
right tactical moment arrived. But he out-maneuvered 
you and scooted by with a grin on his face, and perhaps 
some of the party waved to you from the back window 
as they swung in ahead. 

That is the way we used to try to work it in bicycle 
racing. After letting some willing worker set the pace 
for two and three-fourth miles of the three-mile race 
with a time limit under which the race must be ridden, 
we tried to get the jump on him by sprinting before he 
expected it on the last lap. <A rider coming up from 
behind, with well started, was sure to get 
past the leader, whether he could maintain the lead or 
not. 


his sprint 


THIS HOUSE STARTED SMALL BUT GREW STEADILY 
An aggressive young man with a little capital saved 
up started a business as manufacturer’s agent for cer- 
tain mill supply products. He had an office, but no stock 
at first. He did his own traveling and selling. 
himself the whole works. 


He was 
Travelers for well established 
distributors with large stocks and ample shipping facili- 
ties smiled patronizingly as they saw the newcomer 
starting out after orders. ‘‘He’ll soon give that up,” 
they told themselves. “You can’t build up a mill supply 
business on a shoestring.” 

The young man’s friends told him he was foolish to 
try to buck competition that had been established for 
years and was going full speed ahead, with plenty of 
capital. He was advised to go back to a salesman’s job 
where he would be sure of a good salary without risks. 

When the young man, having been fairly successful at 
selling for himself, arranged to take a warehouse on a 
railroad switch and carry stocks of certain items, he 
received more advice, and there were more smiles on 
the part of competitors who did not.even grant him the 
dignity of considering him as competition. The new 
distributor made no boasts of what he was going to do. 
In fact, he said very little about his affairs, but went 
on with his business, which in time became large enough 
to make necessary the employment of a stenographer 
to look after the office in his absence. 

This is no story of a sudden jump to success. The 
young man did not pick up business with the speed that 
would entitle him to a write-up in some success maga- 
zine. He just kept pegging along, forgotten by com- 
petitors, save as some salesman occasionally ran across 


him, or found that he had picked up an order where it 
was least expected he could get business. 

And then it seemed as if he must have started to 
sprint, for some of the established distributors found 
they were losing business to this newer house, and that 
his business had become something worth while. They 
discovered he was spending more time in his office and 
that he had a salesman or two of his own on the road. 
After having ignored the new competitor during his 
first years in business, they saw that he was up and 
coming, and coming fast, taking advantage of the fact 
that no one had thought it worth while to regard his 
competition as important. 

That man today has a business bigger than those of 
at least one of the companies which viewed his early 
efforts as the vain attempts of a young fellow doomed 
to failure. If he had been considered a competitor, there 
Was a day when the rest could have smothered him, could 
have beaten him at every point, and done it fairly. That 
day was allowed to pass without anything being done, 


and now it is too late to beat him in the race, for he 
is up with the leaders. 
When managers of well established business enter- 


cises take it for granted that the newcomer in the field 
is not to be seriously regarded as a competitor, they 
make the mistake we all make when we think we are 
going to stay ahead just because we are ahead now. 
OVER-CONFIDENCE A SERIOUS MISTAKE 

Practically every business in the mill supply field, or 
in any other, started small, so small that those who were 
already successful operators thought it was of no im- 
portance and probably ignored it. The business of 
the man who laughs as newcomers start in in a small 
Way was so small one day that it was also considered 
little more than a joke. 

It is not only the young fellow with a new business 
who may get the jump on others. All competitors should 
be watched. There is no competitor who may not have 
the latent power to develop unexpected speed when least 
expected. 

With three or four competitors in the same field jog- 
ging along, each getting-what he considers a fair share 
of the trade and all apparently satisfied with what they 
are getting, it is natural to grow careless of competition. 
Competition that we know almost as well as we know our 
own business ceases to trouble us. We almost forget 
its existence. Then something happens that galvanizes 
a competitor into unusual activity. He suddenly becomes 
aggressive and is under way and moving past us before 
we can gather up the momentum to hold our position. 

Times come that are regarded as dull. Business be- 
slack. We find orders and hard to get. 
We may easily fall into a kind of waiting attitude, and 
look for signs of a movement toward better conditions 
before trying to stimulate trade very much. That is 


comes scarce 
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“FAIRBANKS” 


HAND TRUCKS and WHEELBARROWS 


The Result of Thirty-Five Years of Experience 
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All the Good Features are There! 


The FAIRBANKS COMPANY 
BOSTON NEW YORK PITTSBURGH 
Factory: Rome, Georgia 
fre you acquainted with our Selling Plan? 

















VOGEL Patented Sect Prcet Clects 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 








we removed in an instant. 
SS? _- 
[“—e The VOGEL is the simplest and most durable frost- 
my proof water closet made.’ The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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another time when someone may get the jump on us, 
someone who doesn’t believe so much in waiting, some- 
one who is going to keep up his advertising and his 
energetic selling efforts in order that he may be away 
to a good lead when the tide of business changes. 

There are mill supply houses that are so large and 
successful that they dominate their fields. They are sit- 
ting on top of their world and sometimes they don’t 
think such a thing possible as for anyone to crowd them 
off, or even to make them shove over and give the other 
fellow room. But this very feeling endangers their se- 
curity, just as over-confidence always makes defeat an 
easy possibility. 

Confidence in one’s ability is a fine thing. It 
in putting over the bigger deals. Over-confidence is 
something else. It gets one into trouble. Thomas A. 
Edison said some years ago, “We’re going to make elec- 
tric lights so cheap that only the rich can afford to burn 
candles.” That was sublime confidence in ability to 
develop electrical service, and the statement has been 
justified. Confidence in his ability to accomplish what 
he set out to do has been a great factor in Edison’s suc- 


helps 


cess. But never has he reached the point of over-confi- 
dence. Edison has usually been sure, but he has never 
been “‘cock-sure.”’ 


JUMP FIRST AND KEEP AHEAD 
man, it would seem, could scarcely give 
much thought to the possibilities of some neglected com- 
petitor getting the jump on him, without the idea enter- 
ing his mind that he might himself be the one to do the 
jumping and so gain a lap on competitors ahead of him, 
or behind him. 

If the bicycle rider 


A business 


who has set pace for the bunch 
for the whole distance up to the point where it is time 
to start the final sprint, takes advantage of his ability 
to finish strong and jumps first, he might keep his lead. 
The man in the lead does not need to wait for someone 
to try to pass him before trying to get the jump on the 
rest. It is not as easy for the leader to gain that advan- 
tage, because he is in a conspicuous position and his 
competitors notice it the instant he increases his speed. 
He hasn’t the opportunity of the man behind to get 
under way at greater speed before those ahead realize 
what he is doing. 

Naturally it is not as easy for the pacemaker to in- 
crease his speed as for those who have been loafing along 
behind him, taking advantage of his pace and letting 
him bear the burden of the leader’s position. He has 
been going at a good speed all the time; this has called 
for great effort, and to add to that effort calls for all 
the extra energy available. 

But even the leaders are capable of trying harder. 
They may think they are doing their best, but they can 
do more if necessity seems to demand it. 
few men who 
which they are capable. 


There are very 
making all the effort of 
There are relatively few who 
are even approaching their maximum capacity. There 
are scarcely any who have not the latent power at least 
to try to get the jump on competition. 


business are 
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COUNTER COMPANIES MERGE 


Veeder Mfg. Co. and The Root Company Form New 
Corporation, Veeder-Root Incorporated 

The Veeder Mfg. Co., Hartford, Conn., and The Root 

Company, Bristol, Conn., have merged in a new organi- 

zation known as Veeder-Root Incorporated. The merger 

went into effect on May 15th. Headquarters of the new 

organization are at the old Veeder plant in Hartford, 


but both the Hartford and Bristol plants are to continue 
in operation. 

The consolidation was brought about primarily by the 
desire of Curtis H. Veeder and David J. Post, formerly 
sole owners of the Veeder Mfg. Co., to retire from active 
business. The Veeder Mfg. Co. manufactured small 
counting machines and die castings, while The Root Com- 
pany made heavy duty counters, hinges and stampings. 
As a result of the consolidation the line of products man- 
ufactured will be rounded out. 

John T. Chidsey, formerly president of The Root Com- 
pany, has been made president and general manager of 
the new organization. Graham H. Anthony, formerly 
vice-president of The Allen Mfg. Co., Hartford, is vice- 
president, in charge of production, of Veeder-Root, In- 
corporated, while Ralph C. Coxhead, formerly of the 
Ralph C. Coxhead Corporation, New York, is vice-presi- 
dent in charge of sales. J. H. Chaplin, formerly vice- 
president, in charge of sales, of The Root Company, is 
active sales manager of the new corporation. Messrs. 
Post and Veeder will remain for a time with the new 
company in an advisory capacity. 
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Distributor Made Treasurer 


W. H. Bradley, of Hunter & Havens, Bridgeport, 
Conn., distributors of iron, steel and mill supplies, 
was recently elected treasurer of the Salesmen’s and 
Purchasing Agents’ Association of America, with 
headquarters in Bridgeport. Other officers chosen 
were: A. H. Jones, Bryant Electric Co., president; 
R. T. Phipps, Bullard Machine Tool Co., vice-presi- 


dent; W. B. Osborne, Erie Malleable Iron Co., secretary. 
H. J. Behn, Hunter & Havens, is retiring presi- 
dent. The Salesmen’s and Purchasing Agents’ Associa- 
tion of America is made up of buyers and sellers, and 
has as its purpose the fostering of a better understanding 
of each other’s problems and the goods which are sold 
and purchased. 
exhibit 


The association sponsored a co-operative 
in the Pyramid Mosque, Bridgeport, February 
24th and 25th, and general mill supplies, transmission 
equipment and accessories, small tools, tool steel, electric 
equipment and plating supplies were among the numer- 
ous products on exhibition. It is planned to hold a sim- 
ilar show in Bridgeport in 1929. 
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SIMONDS ESSAY CONTEST 


American Management Ass’n to Conduct It—Subject, 
“Reducing the Costs of Distribution” 

The Alvan T. Simonds economic essay contest for 1928 
will be conducted by the American Management Associ- 
ation, which announces $1,500 in prizes for the best 
essays on the subject, “Reducing the Costs of Distribu- 
tion.”” These awards have been established by Alvan T. 
Simonds, president, Simonds Saw and Steel Company, 
Fitchburg, Mass., for the dual purpose of arousing a 
more general interest in the subject of economics as 
related to individual and general welfare, and to increase 
the general understanding of the application of economic 
principles to business. This is the seventh annual con- 
test. 

A prize of $1,000 will be awarded for the best essay by 
a business executive and a prize of $500 will be awarded 
for the best essay by a senior in college, graduate student 
or an instructor of less than assistant professor grade. 
Papers must be in the hands of the managing director, 
American Management Association, 20 Vesey street, New 
York, by December 31st, 1928. They must be written 

















K ASY to install steady, 
4 dependable service. 
out a lot of trouble, 


requiring a lot of 


with- 
without 
attention 

set “em and forget *em 

these are the reasons 
why Mason Regulators are the 
choice of experienced engineers 
for every pressure control pur- 
pose and why you will 
find it easy to sell them at a 


fair margin of profit. 


No other line of reducing valves 
and pressure regulators is so 
complete cut down your 


inventory and overhead by con- 
centrating on Mason Regula- 
tors. Write for a copy of new 
Catalog No. 62. 


MASON REGULATOR CO, 
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expect you to supply them with the best tools 
at a reasonable price, and very often the brand 
of the goods is left to your own judgment. If 
you send these customers inferior goods, they 
will be dissatisfied and probably buy elsewhere. 
This can happen on a small item like a car 
mover. 


You cannot go wrong if you send your 
customers the New Badger, because it repre- 
sents the best and latest developments in car 
movers, and car mover users are quick to see 
the advantages of the slip proof New Badger. 


The Advance Safety Car Wrench automati- 
cally adjusts itself to any size winding tap 
found on hopper bottom cars and can be used 
with absolute safety. 


Advance Car Mover Co. 


Appleton, Wisconsin 
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in English and three typewritten copies must be submit- 
ted. They should be not less than 3,000 nor more than 
8,000 words in length. An assumed name should be at 
the end of each sheet, and a sealed envelope, with the 
assumed name on the outside and containing the real 
name and address, should accompany each essay. 

Essays must be original and not previously published 
or used in any similar contest before the prizes in this 
contest are awarded. The prize-winning essays and copy- 
rights thereof are to become the property of the donor 
upon payment of the prizes. The decision of the judges 
must be accepted by all as final. 
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SPRING CONVENTION HELD 


National Machine Tool Builders’ Association Votes to 
Have Next Exposition in 1929 

The National Machine Tool Builders’ Association, 
at its twenty-sixth spring convention, held May 22nd 
and 23rd at the Hotel Stevens, Chicago, adopted the re- 
port of the exposition committee, including a recommen- 
dation that the next exposition be held in 1929 and that 
a committee of five be appointed by the president to con- 
duct the exposition. J. Wallace Carrel, vice-president 
and general manager, Lodge & Shipley Machine Tool Co., 
Cincinnati, chairman of the dealer relations and ex- 
position committees, reported that in the mail vote re- 
cently conducted, a majority of the members voting 
favored the 1929 show. 

Several interesting addresses and reports were heard 
at the meeting and there was general discussion of many 
important problems. In opening the convention, P. E. 
Bliss, president, The Warner & Swasey Co., Cleveland, 
and president of the association, stated that for the sixth 
consecutive month the total of orders as reported to the 
association in March had steadily increased. He said 
the best judgment reflected in current reviews of busi- 
ness indicates that the machine tool industry is not likely 
to experience any marked recession soon. 

Among the speakers was W. H. Rastall, chief of the 
machinery division, bureau of foreign and domestic com- 
merce, United States Department of Commerce. He was 
introduced by Edward P. Welles, Charles H. Besly & Co.., 
Chicago, chairman of the committee co-operating with 
the department of commerce. An extensive report of the 
committee of standards was presented by E. F. duBrul, 
general manager of the association, and several impor- 
tant recommendations made by this committee were 
adopted by the convention, including one recommending 
that machine tool builders adopt a simplified list of shaft 
sizes as outlined. 

J. R. Porter, president, Marshall & Huschart Machin- 
ery Co., Chicago, delivered a very interesting paper, “‘A 
Method of Handling Appraisals for Trade-in Deals.” Mr. 
Porter said his company has selected as an appraiser a 
strictly second-hand dealer in machine tools. 
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TWO COMPANIES CONSOLIDATED 
Frick and Lindsay Company and Frick-Reid Supply 
Co. Are Merged in New Corporation 

The Frick and Lindsay Company and the Frick-Reid 
Supply Co., both of Pittsburgh, have consolidated under 
the name of the Frick-Reid Supply Corporation. A large 
majority of the stock of the Frick-Reid Supply Co. was 
owned by the Frick and Lindsay Company, the man- 
agement has been practically the same, and there will 
be no particular change in officials or in the organization 
of the new company. The principal change is in the pur- 


chase by the Jones & Laughlin Steel Corporation of a 
large amount of stock in the new corporation, largely 
for the purpose of having its own distributor of both 
oil country and merchant pipe. 

Officers of the new organization are: W. E. Frick, 
Pittsburgh, president; W. O. Platt, Oil City, Pa., J. E. 
Swindler and J. L. Shakely, Tulsa, Okla., vice-presidents; 
Richard T. Frick, Pittsburgh, treasurer, and W. M. Pat- 
terson, Pittsburgh, secretary. Messrs. W. E. Frick, Platt, 
Richard T. Frick and Patterson were all officers of the 
old company. 

According to W. E. Frick, the Frick and Lindsay Com- 
pany will continue to operate under the old name in its 
present territory and with the old officers, as a distribu- 
tor of mill and mine supplies and as agents for John A. 
Roebling’s Sons Co. There will be no change in the lines 
handled, he said, and the company will continue the mill 
and mine supply business “as diligently as we have in 
the past.” The Frick-Reid Supply Corporation will 
operate exclusively in the oil country trade, both east and 
west. The Frick and Lindsay Company was established 
in 1892 and the Frick-Reid Supply Co. in 1905. Both 
companies have been engaged in the same general line 
of business—although in non-competitive territories— 
distributing equipment and supplies for drilling and oper- 
ating oil and gas wells, and for pipe lines, refineries and 
pumping stations. Frick and Lindsay Company has also 
conducted a large business in industrial supplies for con- 
tractors, mines and mills. The Frick and Lindsay Com- 
pany operated throughout the eastern territory, with a 
number of branches, while the Frick-Reid Supply Co. was 
operated exclusively in the oil country supply business 
west of the Mississippi. As a result of the consolidation, 
the new corporation has 46 stores, warehouses and yards. 

Officers of the Frick and Lindsay Company are C. C. 
Cooley, president, and W. E. Frick, vice-president and 
treasurer. 
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CREDIT PROBLEMS DISCUSSED 


Widespread Application of Sound Credit Principles in 
Marketing Needed, Speaker Said 

J. H. Tregoe, director of the Tregoe Economic Organi- 
zation, Los Angeles, during an address before the con- 
vention of the National Association of Credit Men in 
Seattle, in June, said widespread application of sound 
credit principles to marketing methods is needed to effect 
better balance of production and consumption, that the 
unparalleled growth of business and wealth in the United 
States has been brought about by proper application of 
credit, and that future growth and _ stability depend 
largely upon the manner in which credit is used. 

“The value of credit was recognized early in the busi- 
ness life of the nation,” he said, “but men did not com- 
prehend its tremendous power until they had profited by 
the experiences which abuse of credit created in the form 
of depressions and panics. 

“The complexities of business today are a challenge to 
the credit fraternity. To meet this challenge requires 
courage, clear-sightedness and comprehensive knowledge 
of credit chemistry. Credit must be strongly and intel- 
ligently administered and controlled in order that our 
business powers may be coordinated for the profitable 
use of capital.” 

Another speaker, C. A. Rude, vice-president, Citizens 
National and Trust Bank, Los Angeles, said millions are 
wasted annually by business houses in exchanging mean- 
ingless inquiries for credit information for equally mean- 
ingless replies. Mr. Rude said credit inquiries generally 
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How ONE FILE . OUTRAN TWO 


WO new files—14-inch flat bastards 

run in a testing machine under identical 
conditions of stroke, speed and load. (We 
did not make the test.) Material, cast iron. 


were 


At 3,075 strokes one file was cutting so poor- 
ly that the test was stopped and a fresh file of a 
third brand was put in its place. 
file remained in the test. 


The second 


After the third file had done 7,000 strokes 
ut, 
y 2. 
ay 
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DELTA BRIDESBURG 


it was cutting “‘fair.”” The second file, which 
had then run 10,075 strokes, had removed 
|.72 times as much metal as the first and third 
files together, and was still cutting fast. It 


was a Delta. 


Above are shown the several piles of filings 
made, and their weights. 


It pays to use sharp files! 
more about Deltas. 


Let us tell you 


“Buy Fileage As You Buy Mileage” 
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are unsatisfactory because they are improperly used, and 
millions spent for postage, stationery and clerical hire in 
seeking credit information are wasted. 

“Bankers recognize the giving of credit information 
as an important and necessary function,” he said. “They 
attempt to co-operate with seekers of information when- 
ever it is possible to do so, but if the amount of credit 
involved in an inquiry does not justify an intelligent 
statement of facts from the seeker of the information, 
as well as his reason for wanting the data and his own 
experience with the account, the answer to an inquiry 
will be worth about as much as the opinion of the office 
boy who filled out the form request.” 

He said the bank is the common denominator of credit 
because it is the only credit information that 
comes in contact with all the steps in the processes of 
production and distribution. 


source 
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CHICAGO HOUSE ABSORBED 
Announcement Made of the Purchase of Machinists’ 
Supply Co. by H. Channon Company 

Announcement has been made of the purchase of the 
Machinists’ Supply Co., 19-21 North Jefferson street, Chi- 
cago, by lhe 
purchase, which was effective June Ist, did not include 
the real estate. John E. Shaw, formerly vice-president 
and treasurer of the Machinists’ Supply Co., 
the sales force of H. 


H. Channon Company, also of Chicago. 


has joined 
Channon Company. It is understood 
that Louis B. Shaw, formerly president of the Machinists’ 
Supply Co., will retire trom business. According to H. G. 
Elfborg, president of H. 
chase will result 
company. 

The purchase of 


Channon Company, the pur- 


in no changes in the activities of his 


the Machinists’ Supply Co. by H. 
Channon Company unites two houses which have been in 
business for many The Machinists’ Supply Co. 
was established in and incorporated in 1904. It 
handled machine shop, mill, mine and factory tools and 
supplies, and its sales territory included Illinois, Michi- 
gan, Iowa, Indiana and Wisconsin. H. Channon Company 
was founded in 1875 and incorporated in 1883. It han- 
dles a general line of hardware, mill, mine and industrial 
supplies and machinery and canvas sroods, and covers the 
Central West 


vears. 
1872 


in its sales activities. 
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CONFERENCE ON LIFT TRUCKS 
Recommendations Made on Standard Platform Height 
in Low Position, Width and Clearance 

Manufacturers of lift trucks and skids held a prelim- 
inary conference June 12th, under auspices of the divi- 
sion of simplified practice, department of commerce, for 
the purpose of formulating certain standards of dimen- 
sion for hand and electric lift trucks. 

The conference adopted two heights for lift truck plat- 
forms in the low position—7 and 11 inches. A maximum 
width of 27 inches for the lift truck platform was adopted 
as standard. It was voted that the minimum clearance 
between the under side of skid platforms and the top 
of lift truck platforms be three quarters of an inch. After 
discussion regarding the establishment of standard 
lengths of truck platforms, the conference voted to lay 
this matter on the table until after the question of skid 
sizes has been acted upon by other interests. 

The conference requested the division of simplified 
practice to call a general conference of manufacturers 
and organized users for June 28th, at which time the 
above approved recommendations were presented for for- 


mal approval. The following were appointed a committee 


89 
to represent the manufacturers at the general confer- 
ence: Edward L. Leeds, Leeds, Tozzer and Co.; Walter 
C. Stuebing, president, The Stuebing-Cowan Company, 
and W. A. Meddick, Lakewood Engineering Co. 


e+ 


TO HAVE ADHERENCE SURVEY 


To Determine How Simplified Practice Recommenda- 
tion on Shovels, etc., Is Working Out 

Preparatory to calling a conference of the standing 
committee on simplified practice recommendation No. 48, 
concerning shovels, spades and scoops, to consider the 
revision or reaffirmation of this recommendation, the di- 
Vision of simplified practice of the bureau of standards, 
United States Department cf Commerce, has been re- 
quested by the chairman of the committee to initiate a 
survey among the acceptors of the simplification to secure 
certain information for the consideration of the 
mittee. 


com- 


In making the announcement of the survey, the divi- 
sion of simplified practice stated that past experiences 
of the division with other industries have proven that 
periodic resurveys covering simplified practice recom- 
mendations are essential in order to keep abreast of 
current practice, promote greater adherence, insure a 
larger degree of application, and provide the necessary 
material for the use of the standing committee concerned 
for an intelligent revision or reaffirmation of each recom- 
mendation. The questionnaire being sent out calls for 
the following information: 

“What percentage of your production for 1927 was in 
the standard sizes, grades, finishes, and types, as shown 
in simplified practice recommendation No. 48? Is the 
demand for non-standard sizes, grades, finishes and types, 
suiliciently large to warrant any change in the recom- 
mendation? Does the present consumer demand indicate 
that further eliminations can be advantageously effected? 
What measures, if any, are you using to promote, estab- 
lish, and sell the simplified line? Is there any price dif- 
ferential favoring the simplified lines as against non- 
standard items? Have you experienced any benefits from 
the operation of the recommendation?” 


<—<er 


Rubber Belting Exports 

Exports of rubber belting during the first four months 
of 1928 compared favorably with those during the same 
period in 1927, according to Commerce Reports, issued by 
the bureau of foreign and domestic commerce of the 
United States Department of Commerce. Exports dur- 
ing the 1927 period totaled 1,638,000 pounds, while for 
the same four months of 1928 they amounted to 1,839,000 
pounds, a gain of 12 percent. 


ee 


Machinery Belting Exports 

Total exports of machinery belting of all classes and 
types from the principal manufacturing countries of the 
world during 1927 totaled 28,200,000 pounds, according 
to Commerce Reports, published by the bureau of foreign 
and domestic commerce of the United States Department 
ot Commerce. The United Kingdom was the leading ex- 
porter of machinery belting, shipping 34 percent of the 


total. Its percentage in 1920 was 55 percent, but the 
percentage has declined each year since then, due to 
increased competition from various sources. United 


States exports of machinery belting in 1927 amounted to 
24 percent of the world total, this country ranking second 
in exports. Exports from this country have increased 
notably during the last three years. 
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SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 


| Made in 
Sweden 


OST belt troubles 

start at the joint. But 
with Alligator Steel Belt Lac 
ing the teeth clinch through 
the belt end compressing it 
in a vise-like grip of steel 
This powerful grip forestalls 
trouble and makes it “the 
strongest belt lacing on earth nh 
Generally lasts the full life of 


the belt. . j The Grinding Wheel Dresser meets all the 
ao x, " requirements of a tool for the general dressing and truing 
. up of emery, carborundum and other grinding wheels. 
FlexibleSteel LacingCo. ae eae igiaipe 
Se Genie - po | The roll consists of hardened steel plates with “*U"’ shaped 
Chicago, U. S. A. | 


teeth which keep their sharpness until they are completely 
worn out. The spindle is provided with a lubricating 
cap. 


In England at 135 Finsbury 
-avement, London, E. C. 2 


Revutered We carry a full line of circular files and torches 


| 
| 
i } 
Trade Mark : | 
Write for catalogue 
| 


U.S. Patent 
ice 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 


Union Acme Hoist t I R E 
Sizes 4, %2, 1 & 1% Tons 


The Acme Hoist is so different in design and 
construction that there is nothing similar to 
it. Its light weight makes it readily portable 
and unequaled where limited overhead ac- 
commodations are available. 

















loses its terrors and most of its hazards 


when a plant is cquipped with Ap 
proved Fire Extinguishers 


DIENER 


Fire Extinguishers | 
Vade Since 1899) 





—Features— 


1) The unloaded bottom hook can be raised to 
load by simply pulling slack of loadchain. (2) It can 
be lowered to load by releasing ratchet and pulling 
lower hook down. (3) Hand chain not used in above 
operations 1) Pressed steel side plate construction 
5) Light weight, readily portable 6) High grade 
heat-treated, accurately cut steel gears exclusively 
7) Balanced gear construction. Four gears meshed 
into lead gear at points equi-distant around periphery 
at all times 8) Strongest high carbon steel electric- 
welded, die-formed load chain. (9) Steel hooks, drop- 
forged, heat-treated, open gradually under excessive 









are made in ten different types, rang 
ing trom a one-quart extinguishe r to 
a 4o-gallon Chemical Engine—types 
for both heated and unheated build- 


load, will not open up and drop load. (10) Solid steel ings—eight approved and two low 
suspension from hook to hook. (11) Combination hand priced unapproved type 
and load chain guide in one piece 12) Every Union 


PDO ee 


Acme Hoist tested to 150 per cent of rated capacity 


ee ee ee en ee —_ 
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Why Distributors Should 
Sell the Diener Line 


It is Complete 

It is Reliable 

It is Nationally Known 
It is Profitable 


Fully described in our new, illustrated Hoist 
Catalog. A copy is yours for the asking 
If you haven't our Chuck Catalog, we'll 
be glad to send that too 


Union Manufacturing Co. 


New Britain, Conn. 





Branch Offices Carrying Stock 


Send for Catalogue of the full 








New York Cry Curcaco, Tn line of Diener Metal Products 
26 Cortland St 25 So. Jefferson St 

CANCINNATH, Onto San Franetsco, Caner. 

306 Sycamore St 770 Folsom St. GEO.W. DIENER MFG. co. 


I. VAN Tassen 


a “ee 400-420 N. Monticello Ave. 
705 Ist National Bank Building ad CHICAGO, ILL. 





Houston, Texas 











When writing to Advertisers please mention Mitt Suppers 
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Try This One 
Policeman (producing his notebook) : 
“What’s your name?” 
Motorist: 


” 


anus, 


“Aloysius Alastair Cyri- 


Policeman (putting book away): 
“Well, don’t let me catch you again.” 
He Didn't Know It 
Wife: “Before you married me, you 

told me you were well off.” 

Husband: “I was, but I didn’t know 
ig 

° . A 
Not Her Darling 
“Clarence,” she called. He stopped 
the car and looked around. 

“T am not accustomed to calling my 
chauffeurs by their first name, Clar- 
ence. What is your surname?” 

“Darling, madam.” 

“Drive on, Clarence.”—WSelected. 


Case of Mistaken Identity 
“T wonder if you could tell me where 


I could get a drink?” 

“Sir, Iam only a conductor. You are 
the fourth man to mistake me for a 
policeman this afternoon.” 

° ° ° 
Taking an Even Chance 


” 


“Is this your name?” politely in- 
quired the paying teller to the elderly 
woman at the window. 

“Certainly,” was the haughty answer. 

“T am sorry, Madam, but you will 
have to be identified. I don’t know you.” 

“Now, don’t be silly,” was the indig- 
nant reply. “I don’t know you either.” 

Catalina Islander. 


Not His Affair 

Constable: “Sir, I have 

ment for your typewriter.” 

Bankrupt Film Man: “Well, settle it 

with her. I can’t be bothered with your 
love affairs.” 


an attach- 


Identifying Smith 
“What kind of a fellow is Smith?” 
“Well, if you ever see one fellow try- 
ing to borrow money from another, the 
fellow shaking his head is Smith.” 
- e a 
George Had to Go 
“George,” said his mother-in-law. “I 
Saw you coming out of a barroom yes- 
terday.” 
“Yes,” answered George, “I 
catch a train.” 


had to 





The Letter of Introduction 


: ; By BRIGGS 








( Gee were 
\1eETTER OF 
|\Yov BET 


You GET THere 1S To LOOK HIM 
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“The doctor says I’ve got to 
have my appendix, tonsils and adenoids 
taken out and a piece of bone removed 
from my nose.” 


3e Left Penniless 


Lowe: 


Crowe: “Gosh, you won’t have much 
left, will you?” 
Lowe: “Not a cent.” 
Did Not Fool Father 
“Your wife has been delirious all 
day,” said the nurse in a worried tone, 
“calling for you and crying for money.” 
“Hah!” snorted friend husband, “De- 
lirious, hell!” 


Life. 


Anve rican Le gion. 
American Fried! 

Mr. Coolidge: “How was the last am- 
bassador I sent you?” 

Cannibal King: “One of the best I 
ever tasted.”—Oklahoma Whirlwind. 
Hoosgow for Smith 
“What’s your name?” 
“Smith.” 

“Your occupation?” 

Smith: “Locksmith.” 

Judge: “Locksmith up.”—Oklahoma 
Whirlwind. 


Judge: 
Man: 
Judge: 


His Usual Way 


Outside the storm raged. The deaf- 


ening thunder rolled and_ lightning 
flashed almost continuously. Presently 


a bolt struck Mr. Jones and knocked 
him completely out of bed. He arose, 
yawned, rubbed his eyes and said: “All 
right, dear, I'll get up.”—Lehigh Burr. 
Poaching 

Ted: “What’s the trouble 
those two gold-diggers?” 

Ned: “They’ve been jumping each 
other’s claims.”—Life. 


between 


The Bootlegger’s Best 
Chuck—“I thought you promised to 
save me some of that liquor you had.” 
Wally—“I tried to, but it ate holes 
through everything I put it in and I 
finally had to drink it.” 


Was a Careful Driver 
“Hey, you!” yelled the traffic officer 
at the amorous driver, “why don’t you 
use both hands?” 
“I’m afraid to let go the steering 
wheel,” grinned the irrepressible youth 
at the wheel. 
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CLEMENTS sai 
PORTABLE 
ececTrIc BLOWER 
— Shigunent Scans: — Nayeville A much needed device in every industry for removing 


dust and dirt from electric motors, machinery, stock 
Stock bins and otherwise inaccessible places. 








Instantly convertible for suction cleaning. May also 
be used for spraying. 





A rapid seller with liberal discounts. Market hasn't 

been scratched. Write for proposition. 

The Ohio Valley Pulley Works, Inc. CLEMENTS MFG. CO., ° fpiton St. 
Maysville, Ky., U.S. A. 


Oldest and largest manufacturers of Portable Electric Blowers 
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‘“SUPERIOR’’ 
Cap Screws and Bolts 
for 





Ag Quality and Service 


Carriage Bolts Specials Stove Bolts 


Stove Rods 
— — Everyone can DEPEND on “‘Superior’”’ products. —_ sink Bolts 


Lan Sevews Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. 


Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 


Newark, N. J.—15 Kirk Place Chicago—-707 W. Van Buren St. 
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Clayton & Lambert Mfg. Co., 6282 
Beaubien street, Detroit, has brought 
out a new development in construction 
of blow torches 
which greatly 
increases their 
life. The No. 32 
single needle 
torch now 
tains a 


con- 
blunt 
needle valve for 
shutting off the 
gas supply be- 
fore it reaches 
the burner ori- 
fice. This type 
of needle valve 
makes it impos- 
sible for the ori- 
fice to become enlarged from too much 
pressure being exerted on the valve 
when the gas supply is shut off. Ex- 
tending from the center of the blunt 
valve is a wire tip to clean the orifice of 
dust and carbon. 





This company has 
also developed a new firepot, which 
starts quickly and is ready for use in 
90 seconds. The new product produces 
a blue flame and can be turned up or 
down at will. It is well adapted for 
inside work, being noiseless, smokeless 
and odorless. 

W. Robertson Machine and Foundry 
Co., Inc., 56-58 Rano street, Buffalo, is 
manufacturing the new No. 4X “Econ- 


omy” metal-cutting production power 
saw. This machine is driven by a sin- 


gle pulley on the drive shaft and 
through the gear to an expanding 
clutch on the crank shaft. Motor- 


driven types are driven direct from a 
fiber pinion on motor shaft to a cut 
gear on the machine. Double gears of 
8 D. P. give to the frame speeds of 72 
or 100 strokes a minute, for cutting 
hard or soft metals. The machine is 
provided with the oil-compression lift 
feature, the vise is of the quick-acting 
type, adjustable from zero to 9 inches, 
and may be swiveled to 45 degrees for 
cutting stock at angles. The cooling 
liquid is pumped to any part of the 
blade through a piston pump and ad- 
justable piping arrangement, and _ re- 
turned to the tank for re-use. The 
saws are made in capacities of 6x6 
inches, 8x8, 9x9, 8x15, 8x18, 11x21, and 
in special capacities. They are made in 
a single-speed, dry-cutting type; single- 
speed, high-speed type with cooling 
liquid, and two-speed type with cooling 
liquid. 

Cleveland Wrought Products Co., 
3590 West 58th Cleveland, is 
now placing on the market pressed steel 
C. W. 
turer 


street, 


P. pipe clamps. The manufac- 
states that while they are as 
strong as the ordinary malleable iron 
type, they are lighter, and, since they 


can be “nested,” they occupy less stock 
room space. The new pressed steel pipe 
clamps can be had in galvanized, en- 
ameled or cadmium plated finish. The 
deep countersink for the screw, and the 
offset at the clamp end, which acts as 
a lever to pull the pipe or conduit 
snugly in place, provide a neat appear- 
ance for the finished job. 

The Standard Electrical Tool Od: 
1938-46 West Eighth street, Cincinnati, 
has added to its line a new twist drill 
grinding attachment. It is shown in 
the accompanying illustration attached 
to an electric bench grinder with emery 
wheels 10 inches in diameter. The at- 
tachment may be interchanged with the 
regular tool grinding rest, and thus the 
advantage of two distinct tools is pro- 
vided in one. This attachment is de- 
signed to facilitate the grinding of twist 
drills. Gauges are not required, as the 
attachment is equipped with graduated 
micrometer screws, and the adjustment 
of these micrometer screws makes the 


lip lengths identical. A medium grade 





grinding wheel of 


60 grit is 
mended, and this should be kept well 
dressed in order to provide a straight 
surface. The attachment is used for 
grinding either straight or taper shank 


recom- 


twist drills, ranging from %-inch to 
114 inches in diameter, and can be fur- 
nished on any Standard grinder with 
wheels up to 12 inches in diameter. 

Manco Mfg. Co., Bradley, Ill., an- 
nounces a list of new “Manco” wood- 
working machinery and specialties, as 
follows: American No. 1 coping and 
trimming machine, No. 2 miter cutting 
machine (foot treadle operated), No. 
2A miter cutting machine head, No. 3 
portable universal saw, No. 4 screen 
door and window clamp, No. 8 one and 
two-way squaring and clamping ma- 
chine, and styles No. 6 and No. 7, chain- 
oiling saw mandrels. 

Stow Manufacturing Co., Inc., Bing- 
hamton, N. Y., has brought out the 
Stow gasoline driven unit, a tool espe- 
cially designed to take care of isolated 
operations where portable rotary mo- 
tion is required for use of contractors, 
and in bridge construction, on steam 
railroads, in small foundries, small 
manufacturing plants, mines, orchards, 
on plantations, and other locations 
where electric power is not available. 


This portable unit, which has a net 
weight of 176 pounds, is designed for 
drilling, cutting, sanding, filing, grind- 
ing and other operations. The gasoline 
engine is full 2.2 hp. with adjustable 
speed from 1,400 to 2,200 rpm. It has 
a No. 5 flexible shaft, with metal case, 
of special length, 10 feet, for 8 by 1- 
inch wheel. 

The Toledo Pipe Threading Machine 
Co., 1425-1445 Summit street, Toledo, 


a 


has added to its line 





5 the new “Toledo” 
} ratchet pipe reamer, 
with a capacity of 
from % inch to 3 
; inches, inclusive. The 


cutter blades are made 
of high-speed steel and 
are cast solidly in the 
head. They can be re- 
sharpened, or, when 
they are worn out en- 
tirely, the head can 
be replaced. The hand 
J grip is so designed as 
so provide a natural position for hold- 
ing the reamer. The polished tubular 
handle is light in weight, and said to 
be unbreakable. The ratchet head is en- 
closed and unusually large in diameter. 

The Buckeye Brass & Mfg. Co., 6410 
Hawthorne avenue, Cleveland, has 
brought out a new grade of bronze bar 
known as “Lubrico,” which is a high 
leaded, alloyed, anti-friction bronze, 
said to be non-scoring and non-seizing 
under faulty lubrication. This is in 
addition to the company’s other grades 
—‘Commercial,” a phosphor’ bronze 
bearing metal for all general bearing 
purposes, and “Hy-Speed,” a govern- 
ment gun metal bronze, used where se- 
vere strain, or excessive speed is re- 
quired. All grades are made in a com- 
plete range of sizes from *4-inch up, 
and in both 12-inch and 24-inch lengths. 
The smallest hole in 24-inch bars is 
113-inch. 

Morse Twist Drill & Machine Co., 
New Bedford, Mass., announces that 
with the advent of a new cobalt steel, 
it is prepared to make drills upon speci- 
fication that will drill high manganese 
steel. The company states that it has 
been able to drill railroad frogs with a 
chemical content of 1.08 carbon, 10.04 
manganese and a Brinnell hardness of 
207-217, with a drill of special struc- 
ture to withstand extreme torque 
and point pressure. It further states 
that on one grind it was able to drill 
nine holes 112 inches deep through this 
frog, whereas it had never been able to 
anywhere near equal this with regular 
high-speed steel. 

The Osborne & Sexton Machine ry 
Company, Fourth and Russell streets, 
Columbus, Ohio, is manufacturing the 
O. & S. universal motor stand for ad- 
justing motors to the height of the ma- 
chines on which they are to be used. 
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MONARCH METAL COMPANY 
119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL the ‘‘Steel Process Babbitt,” 
and QUAKER METAL, the ‘Ladle Bronze.” 





Made-to-order Copper Work 
Sold by Mill Supply Houses 





When you have a customer for special copper or 
brass work or equipment, send us the specifications. 
Our engineering department will see that every 
detail is carried out, your customer will be satis- 
fied, and you can fix your own profit. 


Arthur Harris & Co. 


Established 1884 
Engineers, Coppersmiths, Brass Founders and Finishers 
210-218 N.CURTIS ST. . ° . CHICAGO, ILL. 
Coils, Bends and Special Pipe Work, Kettles, Power Mixers, 


Vacuum Pans, Expansion Joints, Large Tanks, Floats, Bronze 
Bars, etc. 

















What We Mean By 


“Best By Test” 


“Best by Test’’ is not a mere slogan. 


It represents 
operations of major importance in the manu- 
facture of TAYLOR-MADE Chain in our plant at 
Hammond, Indiana. After our experienced welders 
finish their work on a length of chain, it goes to 
the man shown above, who is an experienced 
inspector. No flaw escapes his trained eye and 
every imperfection is corrected. Then the chain 
goes to the testing machines for the “overload” 
test. 

Among the useful tables in our Catalogue is one 
of ‘Safe Loads for Taylor Mesaba Double Sling 
Chains.” Every Distributor should use this 
table. Sent on request 


S. G. TAYLOR CHAIN COMPANY 


Hammond, [Indiana 
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AMERICAN SWISS 








MITTIN CCC CCC 


Precision Files and 
Mechanics Hand Tools 


American Swiss 


2400 different sizes, 
shapes and cuts of 








files to choose from. 


PITT 


TEC 


a complete 
stock of mechanics 


\~ tools and knurls 





AMERICAN SWISS FILE & TOOL CO. 
410-416 Trumbull Street Elizabeth, N. J. 





ONLY THE BEST ARE GOOD ENOUGH 
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It is adjustable for any height and fit- 
ted with individual screw adjustment 
at each of the four corners to compen- 
sate either for settling of floors or wear 
in bearings. It will accommodate mo- 
tors of various sizes and any speeds, 
including 3600 R.P.M., without per- 
ceptible variation. The top of the stand 
is now made with adjustable rails, so 
that no drilling or tapping is necessary 
in attaching motors. 

H. D. Conkle y& Company has placed 
on the market a new crawler crane and 
is at the present time manufacturing 
this type of equipment at its Mendota, 
The 


Ill., plant. new crawler crane is 
known as the “Conco Crawler.” The 
new crawlers are at the present time 


being 
and 


built in one-half, three-quarter 
one-yard capacities. 

The Stanley Rule & Level Plant, 111 
Elm street, New Britain, Conn., has 
added to its line of electric the 
No. 556 6-inch bench grinder. The new 
grinder is designed for sharpening small 


tools 





tools, as well as for general grinding 
work. It is furnished with two 6-inch 


wheels 


grinder (one coarse and one 
fine), wheel guards, adjustable tool 
rests, cable and switch. It is supplied 
for A. C. circuit, 110 or 220 volts, and 


is provided with a handle for conveni- 
ence in carrying. 

The Mastei 
den and Master avenues, Dayton, Ohio, 
has brought out the 3M display stand 
for displaying Master motors and mo- 
This stand is made of 
well braced, with two plat- 
forms, the top one for displaying mo- 


Blectrice Company, Lin- 


tor-grinders. 
angle iron, 


tors and the bottom one for displaying 
grinders, and has two envelope stuffer 
pockets. It has a height of 46 inches, 
a width of 15%, inches and a depth of 
211, inches. The olive green 
in color, while the display signs are in 
Mohican red and black. The stand in- 
cludes a hook for card and plug, and 
holes are arranged in the lower display 
sign, just above the grinder, for a short 
piece of %g-inch round belt. 

C. J. Tagliabue Mfg. Co., 18-88 33rd 
street, Brooklyn, has brought out the 
“Tag’’ automatic steam-operated con- 
troller, a device which utilizes a_ por- 
tion of the which heats an ap- 
paratus, to obtain enough power to work 


rack is 


steam 


the valve, the opening and closing of 
which governs the temperature of the 
apparatus. Power is obtained from the 
the steam. Variations in 
this pressure do not affect the accuracy 


pressure of 


of the control, because it is not the en- 
tire pressure, but a differential pressure 
above and below a diaphragm which is 
utilized. Types manufactured are the 
single system, direct connected; single 
system, wall type; double system tem- 
perature controller and temperature- 
humidity controller. 

The Alexander Milburn 
26 West Baltimore 


Co., 1420- 


street, Baltimore, 


has in its type Tl combination cutting 
tip 


and welding torch a convertible 











which makes it suitable for both cut- 
ting and welding operations. When the 
tip is in one position, the gas is auto- 
matically passed to the preheating gas 
passages, while the high pressure oxy- 
gen is carried through the central hole 
for cutting. By moving the tip a quar- 
ter-turn the oxygen is cut off and weld- 
ing gases are conveyed through the 
central passage of the cutting tip, with 
a welding flame resulting. Lightness 
and durability are provided by the use 
of bronze forgings in making torch 
heads, valves, and other parts. 
The seamless high-pressure tube is 
made of nickel silver and drawn with 
triple thick walls. When tips are no 
longer suitable for cutting they 
still serviceable for welding. 


bases 


are 


The Unishear Company, Inc., 270 La- 
Fayette street, New York, recently put 
a new metal shearing machine on the 
market—the model 10-A. According to 
the company, this machine will cut 10- 





gage sheet steel at the rate of 10 feet 
per minute, without burr or distortion, 
and will follow any line, whether 
straight, curved or irregular, and han- 
dle notches and angles. The machine 
will cut cold rolled steel up to No. 10 
U.S. gage (9/64-inch), and softer ma- 
terials in proportion. It has a General 
Electric motor, *4 hp. The motor may 
be had in D.C., 115 and 230 volt, 3450 
rpm, and in A.C., 110-220 volt, 60-cycle, 
single phase, 3450 rpm; 220-volt, 60- 
cycle, three-phase, 3450 rpm, and 110- 
220 volt, single-phase, 1425 
rpm. Other motors are also available. 

The Anthony Company, 138 West 
avenue, Long Island City, N. Y., is 
manufacturing a duplex pipe strainer 
provided with a blow-out arrangement 
whereby chambers can be purged and 
baskets blown free of obstructions with- 
out interrupting the normal flow of 
liquid. While designed primarily for 
oil burning systems, it can also be ef- 


25-cycle, 
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fectively applied to any piping system 
conveying oil, water, steam, air, paint, 
chemicals and other fluids, and is espe- 
cially valuable where temporary inter- 
ruption of the flow is objectionable. It 
has two complete straining chambers in 
one body, a single cock controlling the 
flow of liquid through both chambers. 
One movement of the cock handle cuts 
out either chamber, as desired, and a 
quarter-turn completes the operation. 
The flow is from the outside to the in- 
side of the baskets, sediment accumu- 
lating in the large reservoirs surround- 
ing them. Drain connections are pro- 
vided at the bottom for removal of ac- 
cumulated sediment. 

Oxweld Acetylene Company, 30 East 
42nd street, New York, is out with a 
new type of two-wheel truck for oxy- 
acetylene equipment. The steel wheels 
The hub is 


steel axle 


are 24 inches in diameter. 
cold-rolled 


bored to fit the 























and a grease cup is provided. The 
handle is continuous, and the upper 
portion is bent back about 8 inches so 
that the truck may be handled easily 
by an operator of small stature. The 
tool box is larger than in previous 
types and is provided with a cover and 
a holder for extra blowpipe tips. Four- 
teen-inch wheels may be uséd by chang- 
ing the position of the axle to the 
lower set of holes already drilled in the 


frame. The same frame and axle can 
be used with both size wheels. No 
grease cups are necessary with the 


smaller wheels. 


J. D. Wallace & Co., 134-158 South 
California avenue, Chicago, have de- 


veloped the No. 9 Wallace portable elec- 
tric hollow chisel mortiser for work on 
square holes of 14, 36 and 12-inch di- 
ameter and round holes up to 17/32- 
inch diameter. This portable machine 
carries a General Electric vertical mo- 
tor on the upper carriage. Air drawn 
through a screen at the top keeps the 
motor cool, and, being forced downward 
by a fan on the armature shaft, cools 
the chisel and bit and blows away 
chips. The chise! holder is built into 
the lower motor end flange. The oper- 
ating speed is 3450 R. P. M. Through 
the use of an oil slinger on the arma- 
ture shaft, oil dripping from the bear- 
ing is thrown into an annular chamber 
which conducts it away from the mo- 
tor. The motor head is depressed for 














No. 41—DREADNAUGHT 
the finest general utility torch 


on the market! 


... easily, comfortably 


and can be used for 
hours without fatigue! 


HE practical angle handle, found only 

on Wall DREADNAUGHTS, makes this 
possible. Yet this is only one of many ex- 
clusive features that makes DREADNAUGHTS 
the super value today among torches. 


They are Safe 
Seamless steel tank with bottom and only three con- 
nections brazed in with hard brass makes DREAD- 
NAUGHTS positively fire and explosion proof. Double 
check valve on pump. 


They Operate in Windy Zero Weather 


The heat retaining casting and wind shield guarantee 
continuous satisfactory operation to the last drop of 
fuel under most severe conditions. An “‘outside”’ torch. 


They are Dependable and Long Lasting 


Here’s a torch you can fill and pump and know it is 
going to deliver a hotter flame, when and where you 
want it. Needle cleans burner orifice of the New No. 41 
at every operation. A torch for every purpose and 
guaranteed to give satisfaction. 


Your jobber has them or can get them for you 


P. WALL MFG. SUPPLY CO. 


3126-66 Preble Avenue : Pittsburgh, Pa. 
Since 1864 


(AD) , 
DREADNAUGHT 


SERVICE WITH SAFETY 


BLOW TORCHES 


and FURNACES 


Na 
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mortising by means of a treadle with 
an iron stirrup. The head may be lim- 
ited to any desired lower position by a 
set screw in the rear of the base, and 
is automatcially carried back to the 
upper position by an adjustable tension 
spring. 
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Pioneer Caster & Manufacturing Co., 
Elkhart, Ind., has recently issued a 
catalogue illustrating various designs 
and sizes of furniture and factory 
truck casters manufactured by the com- 
pany. It consists of 12 pages and 
cover and contains price and specifica- 
tion tables. 

Brown-Roberts Hardware & Supply 
Co., Ltd., Alexandria, La., has issued 
General Catalogue B, which lists the 
thousands of items handled by the com- 
pany. This company distributes mill, 
railroad and _ contractors’ supplies, 
hardware, implements, etc. 

Palmer-Bee Company, 2778-94 East 
Grand boulevard, Detroit, has recently 
issued a 48-page catalogue on PB- 
Sykes continuous-tooth herringbone 
gears and the company’s line of her- 
ringbone and mill type spur gear speed 
reducers. It contains tables of horse 
power ratings and dimensions of stand- 
ard size units, instructions regarding 
their lubrication, installation, ete. The 
booklet is well illustrated and contains 
price tables. 

The Parker Appliance Co., 10820 
3erea road, Cleveland, has issued new 
literature descriptive of Parker tube 
couplings and associated products, in- 
cluding a four-page sheet containing 
prices and ordering instructions, pre- 
pared for filing; 22 pages of specifica- 
tions and instructions for the installa- 
tion of Parker tube coupling and cop- 
per tube, and price list No. 11, both of 
the latter measuring 7144 by 4% inches 
and being perforated for filing in a 
loose leaf notebook; and three sheets 
devoted to over-all dimensions of stand- 
ard shapes. 

BE. C. Atkins & Company, Indianap- 
olis, has published Catalogue No. 20, a 
handsome book on the company’s saws, 
saw tools and machine knives. It is 
well illustrated with both photographs 
and drawings, and contains informa- 
tion on the company’s products, price 
and data tables, etc. The catalogue has 
256 pages and an attractive and sub- 
stantial cover. 

The Transmission Ball Bearing Co., 
Inc., 1050 Military road, Buffalo, has 
issued Bulletin C.S.O.M.9B on the 
application of its Chapman ball bear- 
ings and other products, including 
hangers and pillow blocks, in the cot- 
ton oil mill and other industries. This 
booklet, which contains 12 pages, is 
well illustrated. Applications of the 
company’s products to conveyors, power 
transmission, shaker screens and linters 
are discussed. There are price and 
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specification tables on spiral conveyor 
hangers and box ends. 

Union Manufacturing Company, 296 
Church street, New Britain, Conn., has 
issued a circular on its new line of 
chain hoists, including Union spur- 
geared, Union Acme, and Union differ- 
ential hoists, and 
leys. 


roller bearing trol- 
The circular is attractively got- 
ten up and is well illustrated. It con- 
tains descriptions and prices. The com- 
pany also manufactures chucks for 
lathes, drill presses, planers, millers 
and shapers, and grey iron castings. 
Other products mentioned in the cir- 
cular include the Union army _ type 
trolley hoist, Union clevis-connected 
hoist and trolley, Union twin-hook 
chain hoist and Union extended hand- 


wheel hoist. The company has also 
brought out Catalogue No. 60 on its 
chucks. This contains more informa- 


tion than previous catalogues issued by 
the company, including more dimension 
data. Chucks which have been added 
to the company’s line since issuance of 
the last catalogue are shown. 

The Boyer-Campbell Co., Detroit mill 
supply house, has just published its new 
safety catalogue, No. 5. This 
illustrates and describes an extensive 


book 


line of safety supplies and equipment 
carried by the house, including accident 


prevention and safety signs, goggles, 
eye shields, face shields, respirators 


and masks, first aid cabinets and sup- 
plies, steel storage cabinets for safety 
equipment and supplies, safety cloth- 
ing, fire fighting apparatus, 
proof safety pumps for handling in- 
flammable liquids, safety ladders, 
safety ladder shoes, and_ tools’ of 
various’ kinds, metal non- 
sparking tools for use in spray booths, 


vapor 


such as 


cleaning rooms, etce.; protection hoods 
and safety 
wheels, 


washers for 
punch 
guards, and saw and 
The 


pages, is 


grinding 
ejectors and 
jointer guards. 

which contains 90 
out, with a net price 
sheet applying on same, to purchasing 
and safety departments of industrial 
plants. 

The edition of The 
Steel and Metal Directory 
cently issued by the Atlas 
Co., Inc., 150 Lafayette 
York. The purpose o 
is to supply 


press 


catalogue, 


sent 


1928 Standard 
was. re- 
Publishing 
street, New 
the publisher 
metal industries with a 
compendium of 
and metal producers, 
and foundries, with showing 
the nature of the organization, capital, 


complete iron, steel, 
manufacturers 


reports 


officers, purchasing agent, sales man- 
ager, products, 
ters and 


location of 
plants, 

used, capacity, and kinds of 
terial used. 


headquar- 
equipment 
raw ma- 


branch 


The first section is a com- 
plete list of all the companies reported 
upon, arranged by states and cities in 
alphabetical order. In the classified 
section the companies are grouped in 
twenty-five divisions, according to the 
nature of the business. 
tains 1,010 
dollars. 


The book con- 


pages and sells for ten 








(Obituary 
w 
R. R. Cuthbertson 

R. R. Cuthbertson died May 31st. He 
was formerly manager of the Chicago 
office of Manning, Maxwell & Moore, 
Inc., New York, and was later with 
Stocker-Rumley-Wachs Co., Chicago. 





William H. Bowman 
William H. Bowman, treasurer of the 
Warren Belting Co., Worcester, Mass., 
since 1919, and previously connected 
with the Graton & Knight Co., also of 
Worcester, died June 17th, at the age 
of 61 years. 


Charles C. Ely 

Ely, president and treas- 
Trimont Mfg. Company, 
Roxbury, Mass., a man 
widely known in the mechanical trade, 


Charles C 
urer of the 


Inc., 3oston, 


ee 





CHARLES C. ELY 


June 7th, in the Hotel 
Sheraton, Boston, where he resided. His 


died Thursday, 


passing marks the end of an eventful 
career, for Mr. Ely 
ure, 


was a unique fig- 
rare combination 
of being a leader in the manufacture of 
tools and at the same time a poet of 
no mean ability. Intensely patriotic, 
Mr. Ely was an ispiration to those who 
knew him, and 


possessing the 


his philosophy was a 
help to many. He born in Os- 
wego, N. Y., and was &1 years of age 
at the time of his death. He went to 
Boston in 1902, upon the death of his 
brother, who had organized the Trimont 
Mfg. Company, Inc., in 1888. Upon 
taking up his duties, he became presi- 
dent and treasurer of the company, 
which offices he held continuously until 
his death. Mr. Ely’s favorite philan- 
thropies were with institutions devoted 
to the advancement of youth, and he 
was known as a liberal contributor to 


was 


such organizatzions as the Roxbury 
Latin school and the Roxbury boys’ 
club. He published a book of poems, 


and wrote the words for some patriotic 
songs. Among his better known poems 
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are: “First Battle of the Marne,” ‘“‘The 
Kingdom at Hand,” “We Love Thee, 
O, America” and “Mr. and Mrs. 
Adam.” 


Edward H. Giles 

Edward H. Giles, for 44 years in the 
service of the Pierce, Butler & Pierce 
Mfg. Corp., died at his home in Phila- 
delphia recently in his 63d year. Mr. 
Giles was for many yéars a district 
manager for the company, the territory 
over which he had jurisdiction includ- 
ing Washington, Philadel- 
phia and 


tichmond, 
3altimore. 


W. R. Dorsey 

W. R. Dorsey, Pittsburgh district 
representative of The United States 
Electrical Tool Co., Cincinnati, died in 
Pittsburgh, June &th, at the age of 53 
years. Mr. Dorsey had been with the 
company for many years, originally in 
the main office, but for the last five 
years in the Pittsburgh district. 


Edmund D. Garfield 
Edmund D. Garfield, 54, of the sales 
force of the Chicago office of Manning, 
Maxwell & Moore, Inc., New York, died 
June 5th in St. Paul of pneumonia, fol- 
lowing a short illness. 


Edward C. Smith 

Edward C. Smith, formerly an officer 
of the Rundle-Spence Mfg. Co., Mil- 
waukee, died in Chicago, where he had 
made his home recently, on May 15th, 
at the age of 73 years. He was a pio- 
neer manufacturer of plumbing sup- 
plies. 


C. C. Eagle, Jr. 

C. C. Eagle, Jr., district manager in 
the Philadelphia district for The Bris- 
tol Company, Waterbury, Conn., died 
suddenly from heart disease June 5th, 
while on a railroad train. He was 44 
vears old. Mr. Eagle was a native of 
Union Center, Wis., and was a graduate 
in electrical engineering from the Uni- 
versity of Wisconsin. He entered the 
employ of The Bristol Company in 
1918, in the Chicago office, having pre- 
viously been a_ purchasing 
the Western Electric Co. 


agent for 


Sanford B. Belden 

Sanford B. Belden, vice-president of 
the Jeffrey Mfg. Co., Columbus, Ohio, 
died May 15th in the Chatham Hotel, 
New York, following an attack of heart 
trouble. He had gone to New York on 
a business trip. Mr. Belden, who was 
56 years of age, was graduated from 
the school of mines of Ohio State uni- 
versity and shortly afterward, in 1896, 
After 
serving in the sales department, he was 
made manager of the Pittsburgh of- 
fice, where he remained for 12 years. 
He was made vice-president and man- 
ager of the mining division in 1909, and 
in 1926 was elected vice-president and 
director of the company, and, in ad- 
dition, was made chairman of the board 
of British Jeffrey-Diamond, Ltd., Wake- 
field, England. 


joined the Jeffrey organization. 
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“And Send Me 3 Dozen 
12-inch Flat Bastard Files” 


SIMONDS 





NY standard item added to your salesman’s order 
is welcome news to you Supply Dealers. 


We have an idea — maybe it’s old-fashioned and not 
tuned in to a jazz age—that we as a manufacturer are 
in a sort of partnership with the Supply Dealer, help- 
ing him make his business better. 


For example, take that order for 3 dozen |2-inch Flat 
Bastard Files your man sends in. Do you know one 
big reason why we want you to furnish SIMONDS 
FILES on that order? Sure, you guess one reason— 
it means another order for us. That’s all right, isn’t it ? 
Of course we like orders. But there is another and a 
bigger reason. 


Here it is— 


Furnishing SIMONDS FILES to your customer will 


give him better satisfaction. He will feel more satisfac- 
tion in dealing with you. You will be better satisfied 
because you have pleased a customer with a quality 
product and have made a satisfactory profit on the sale. 


‘‘Satisfaction’’ is a great thing to get out of life. 


COMPLETE SIMONDS FILE CATALOG MAILED ON REQUEST 





SAW and STEEL COMPANY 


Chicago, Ill 
Boston, Mass 
Detroit, Mich 


ESTABLISHED 1832 —- FITCHBURG, MASS. 
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When writing to Advertisers please mention Mitt Suppvies 
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Suppty SacesMAN Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Applicaticn of Correct Sales Principles in the 


Distribution of Mill Supplies. Ernest H. Smith, Associate Editor. 


Wide Field for Flexible Shaft Sales 


Equipment Has Many Applications, and Even Your Doctor, Your 
Hotel, the Jeweler and Bath House Are Prospects 


D. WALKER WEAR 


Vice-President and Treasurer, Stow Manufacturing Co., Inc., Binghampton, N. Y. 


The flexible shaft was invented 55 
years ago and has been materially im- 
proved from time to time, until today 
it plays a prominent part in the pro- 
duction and maintenance of America’s 
foremost industries, particularly the 
metal and wood working. There is 
scarcely a firm on whom a distributor’s 
representative calls but has applications 
where flexible shafts could be operated 
to advatage. 

The flexible shaft of today should not 
be compared with the product or prod- 
ucts bearing the same name that were 
manufactured five or ten years ago. 
The equipment today is highly special- 
ized, being furnished for all types of 
drive, in all lengths, with 
metal, whipeord, leather and rubber to 
meet specific applications, and is used 
for sanding, buffing, polishing, grind- 
ing, drilling, with rotary files and various 
shaped attachments for internal and ex- 
ternal work. The flexible shaft is built 
for portable or permanent use, in floor, 
bench or suspended types, and may be 
purchased in complete unit with driving 
mechanism or furnished with attach- 
ment to operate from customer’s line 
shaft, electric motor, gasoline engine 
or any other power he has available. 

Within the last few years there has 
been an unprecedented 
flexible shafts. They are being used 
today by practically all assembling, 
service and maintenance automobile 
plants, vulcanizing plants, paint shops 
and in kindred operations. 

From the writer’s 
perience, he can state that the appli- 
cation of the flexible shaft is practically 
unlimited, that he knows of sales re- 
cently bath 
thoroughbred stock farms, contractors, 


covers of 


demand _ for 


personal = ex- 


made to doctors, houses, 


leading steel operations, 
manufacturers, piano 


petroleum operations. 


motor car 
builders and 


The foregoing will give the supply 
salesman only a faint idea of the 


prospects he passes over every day. 


The hotel where he stops at night is a 
prospect. The garage where he houses 
his car is a prospect. The jeweler in 
his home town, with whom he comes 





D. WALKER WEAR 


in contact occasionally, is a prospect, 
to say nothing of the churches, banks 
and educational institutions in his own 
city. Railroads, bus terminals, gas 
and electric plants, all of these have 
numerous applications where the flex- 
ible shaft would prove advan- 
tageous. 

Owing to the excessive cost of air, 
the flexible shaft is coming into use in 
this field very extensively. The cost 
of maintenance by comparison is very, 
very materially less than present meth- 
ods, to say nothing of the cost of re- 
placement. Large contacting firms are 
finding the fiexible shaft most advan- 
tageous in the surfacing of concrete 
and other grinding applications. These 
are a few of the innumerable specific 
operations where the flexible shaft is 
tilling a long felt want. 

The adaptability of the flexible shaft 
is practically unlimited. Unlike most 


most 


tools, it is not necessary to purchase 
the complete equipment. In many in- 
stances the industry or prospective cus- 
tomer has his own power, such as spare 
electric motors to which the flexible 
shaft may be attached. It is not neces- 
sary for him to purchase all types of 
attachments but simply the attachment 
to meet his specific requirements at 
the time. 

Distant control is primarily an engi- 
neering proposition, and practically 
each application has its own peculiar- 
ities and cannot as a rule be handled by 
the salesman, but the distributor can 
call upon the manufacturer, whose en- 
gineering experience is always at the 
disposal of the customer, and who is 
ready to give the service. 

If the distributor’s representative 
will interest himself in flexible shafts, 
he can, with a small amount of effort, 
increase the sales in his territory ma- 
terially during a month, and as the 
flexible shaft is new to many of his 
customers, they will listen with interest 
to his statements and preserve the 
printed matter that is left. In months 
to come a new problem may arise and, 
to the salesman’s surprise, the customer 
will produce the printed matter left and 
build his requirements around the illus- 
trations and the explanation of the 
salesman. 


Annual Sales Conference 
The Borden Co. Representatives Held 
Yearly Meeting at Warren 
The annual sales conference of The 
Borden Co., Warren, Ohio, was held in 
Warren recently. The programme in- 
cluded a tour of inspection of the com- 
pany’s plant, under the guidance of 
I. W. Nonneman, general superintend- 
ent, and meetings at the 
Trumbull Country club. Products, sales 
policies, advertising and new merchan- 
dising plans were thoroughly discussed. 
Among those who participated in the 
sessions were W. A. Neracher, presi- 


business 
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dent; M. W. Bechtel, vice-president; 
H. R. Williams, western district sales 
manager; Paul Fritzsche, eastern dis- 
trict sales manager; C. F. Egan, au- 
ditor, and E. R. Barkley, advertising 
manager. The following members of 
the road force were in 
F. C. Saviers, Paris, 


attendance: 
France; A. J. 
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Brott, Philadelphia; Sam H. 
Fort Worth; W. H. Clark, Boston; 
George D. Clewell, Detroit; Herbert 
Crapster, Oakland, Cal.; V. M. Gaspar, 
Waukesha, Wis.; J. R. Siegrist and 
W. J. Mitchell, New York; Lee Irby, 
Meridian, Miss.; C. W. Smith, Tulsa, 
Okla., and J. A. Thornton, Pittsburgh. 


Carter, 


Personality in Selling 


It Is Not an Instrument of Domination or Destruction, 
but One of Fine Co-operation 


O. J. M’CLURE* 


Not long ago I read in a bulletin sent 
out by a large company to its sales- 
men, “The salesman should dominate 
the buyer at all points; he must con- 
trol his customer at every stage of the 
interview.” 

The idea of controlling the buyer has 
been widely advocated. It is based on 
modern psychological theories of de- 
veloping a personality with which the 
salesman can exercise this control, the 
sum total of it all being known as high- 
pressure salesmanship. 

To one who has not thought seriously 
about the great business of selling, it 
might seem that the salesman, by exer- 
cising some kind of control over the 
buyer, could get him to do what was 
wanted. One’s snap judgment might 
be that the way to get a man to buy 
is to control him “at every stage of the 
interview.” 

3ut let us stop and consider for a 
moment what kind of buyer it would 
be who could be so controlled. Would 
anyone but the merest weakling submit 
to such domination? From that angle 
the control, or high-pressure, theory 
stands sadly discredited. 

Now let us look at it from the sales- 
man’s side. Does it not seem reason- 
able that the salesman has quite enough 
to do to control himself? And is it 
not true that if he claims for himself 
the right to dominate the buyer, that 
gentleman has the equal right to dom- 
inate the salesman? Then this theory 
sets up a condition of strife, does it 
not—a condition the precise opposite 
of the relationship that should exist be- 
tween salesman and buyer? 

Personality—that invaluable posses- 
sion of salesmen-—-is not an instrument 
of destruction, but co-operation. It 
is not a quality that lays others low or 
drives them shrinking into submission. 
A salesman’s personality is himself. 
He has the ability to think and to act. 
The more thinking he does, and the 
more active he is, the more of himself 
he is expressing. A true, sincere effort 
in these directions is pretty 
result in an outward pleasantness; a 


sure to 
man is naturally happy because he is 
thinking and active. Hence a pleasant 


*Rep ted from “Bette {dverti ing,” 
blished by Be ( Pittsford Co 


personality goes hand-in-hand with 
good salesmanship. But a pleasant per- 
sonality is hard to think of simulta- 
neously with high-pressure salesman- 
ship. 

Emphasis is sometimes confused with 
high-pressure. A salesman can be em- 
phatie without attempting to control or 
high-pressure the buyer. 
isn’t noise, or bulldozing, or exciting, 
or angering. A salesman can, if he 
knows how, attain the utmost emphasis 
and persuasion without losing any of 
his cheerfulness and without becoming 
loud, or in any way “high-pressure-ing” 
the buyer. As a matter of fact, to fall 
into any of these regrettable conditions 
means that the salesman is losing con- 
trol of himself. This in turn means 
that he is losing his prestige with the 
buyer. 


Emphasis 


The sales executive is fortunate who 
can help his men to see this question 
of personality in its true light. It not 
only saves a great deal of wasted effort, 
but it helps the salesmen to direct their 
efforts properly. It guides them away 
from contention and strife with their 
buyers, saves them a vast amount of 
ill-treatment, and promotes more har- 
monious conditions throughout the or- 
ganization. 

The salesman who learns the truth 
about personality finds that he has 
learned a more natural way to sell, and 
it is inevitable that he should take a 
greater interest in his work. 


Locking Out Beyond 

There are some office employes who 
are there at the stroke of the bell in 
the morning, who work steadily until 
noon, take their full and exact hour at 
lunch time, and walk out the minute 
the office is scheduled to close for the 
day—yet who never bestir themselves 
to do a bit more than they are asked 
to do. Such employes seldom advance 
very far. Likewise there are salesmen 
who follow a beaten path and work 
conscientiously while they are on the 
job, yet who never seek to branch out, 
to seek new prospects, new methods of 
selling, to whom initiative means noth- 
ing. This type never become sales man- 
agers or higher executives. Every 


salesman has an opportunity. Some are 
able to grasp it, others are not. But 
there are some who don’t even try to 
grasp it. 


Absorb Every Point 

It is well to pay careful heed to every 
word that is said concerning a product 
during a talk by a manufacturer’s rep- 
resentative and the discussion follow- 
ing. Some points that are made may 
not at the time seem important to the 
salesman, but he never knows when his 
knowledge of one or more of those very 
points will be the determining factor in 
making a sale. “Skimming the sur- 
face” is a dangerous practice, as many 
a salesman has learned when facing an 
inquisitive buyer. 


Be Sure cof the Purpose 

It is important to be sure that the 
item being sold will suit the customer’s 
requirements. In other words, unless 
you are sure the buyer knows that what 
he is buying is exactly what he needs, 
or unless the item is so obviously the 
proper one that no questioning is nec- 
essary, it will be well to ask the buyer 
the exact purpose it is to serve. To 
sell an industrial purchaser an item 
that will not serve the proper purpose 
is as bad as selling the individual a 
suit or a pair of shoes that doesn’t fit. 
This point has been harped on before, 
but it is a point that should be con- 
stantly “hamered home.” 


Are You Interested? 

Unless a man can get pleasure out of 
his work, he should seek another job. 
While it is true that the principal aim 
in working is to make a living, or bet- 
ter, nevertheless a man should have 
more interest #¢han just that. If a sales- 
man finds on awakening in the morn- 
ing that he looks forward with some 
eagerness to the day’s activities, if he 
really tackles his job with interest and 
enthusiasm, if he thrills over a good 
sale made, then he’s in the right posi- 
tion. If not, he should make a change 
at the earliest opportunity. 
Dissatisfaction or lack of interest may 
be due, however, to a mental 
which can be overcome. 


possible 


state, 


Gossiping a Bad Practice 

The practice of gossiping about a 
customer’s competitors in the hope of 
currying his favor is not only morally 
wrong, but may act as a very disagree- 
able boomering even without the men 
talked about knowing that anything 
disparaging has been said concerning 
them. Why? Simply because of the 
fact that the keen minded buyer is 
likely to wonder if such a salesman 
doesn’t talk about him to his competi- 
tors. If he does have that suspicion, 
he is not likely to trust the salesman. 
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Entering Wedge an Important Factor 


Salesman Who Persists in Effort to Obtain a Start with a Buyer Is 
Likely to Get What He Wants in the End 


It is a constant problem with some 
salesmen, particularly with men of rel- 
atively little experience, to find ways 
of getting started with a prospect, to 
secure the opportunity to explain their 
propositions to him. There are buyers 
who act as if their chief delight were to 
get rid of a salesman without giving 
him a chance to say why he came or 
whom he represents. 

A house-to-house canvasser walked 
into my office the other day, held out to 
me the end of some kind of a sock and 
said, “Take hold on the end of that and 
pull.” 

Instinctively I did as I was told, and 
the harder the canvasser pulled, the 
harder I pulled. He made a kind of a 
game of it, you see, and I was trying it 
before I thought. I did not buy any of 
his hose. I had sense enough to rea- 
son that the “tug-of-war” test was not 
like the wear a pair of hose gets. A 
sheet of paper can be rolled up to take 
on great tensile strength without ac- 
quiring any wearing property what- 
ever. But the salesman’s little stunt 
did get across to the extent of influenc- 
ing me to give him my undivided at- 
tention. 

That idea of putting something into 
a buyer’s hands and telling him to do 
something with it would seem to be 
one good kind of entering wedge. The 
very abruptness of this man’s method 
was what put it over. It is not a 
method to be used everywhere, but one 
that will work in many instances, par- 
ticularly when the salesman offers the 
buyer some article that arouses his in- 
terest and curiosity, such as some 
small, glittering mechanical device may 
do. 

I remember another peddler who 
used to make the rounds of a certain 
territory regularly. “Handkerchief 
Jack,” they called him. He was a big, 
impressive looking man, rather well 
dressed and possessed of all the assur- 
ance of a regular army “top-kick.” He 
would walk in briskly, come right up 
to you and start in, without preamble 
or introduction: “How are you, 
brother? How many handkerchiefs do 
you need today?” And, waiting for no 
replies to his questions: “Here’s the 
greatest handkerchief bargain of the 
age.” And he would begin pulling 
handkerchiefs off from a bundle he car- 
ried and laying them over your arm or 
shoulder, or somewhere so you could 
not escape. “Four of these fine, soft 
handkerchiefs for a dollar, only twenty- 
five cents apiece,” and continuing in 
rapid fire manner, ‘and here’s one for 
your grandfather and one for your 


FRANK FARRINGTON 


grandmother and one for your father 
and one for your mother and one for 
your wife and one for your son and one 
for your daughter and one for the hired 
girl and one for the hired man, and, 
yes, sir, I'll put in a couple of extra 
ones in case you have company—and 
you get the whole lot for a dollar.” 

I have seen men pull out a dollar and 
give it to him, men whom he could not 
have approached at all had he come in 
and said, “I would like to show you 
some very fine handkerchiefs that I 
can sell you four for a quarter.” 

BOLDNESS SOMETIMES WORKABLE 

“Handkerchief Jack’s” style of sales- 

manship would not do for mill supply 





Persistence Will Finally Land Him 


salesmen, even if there were some mer- 
chandise that could be priced in such a 
way. It is too crude and too much like 
county fair tactics. And yet there are 
buyers with whom bold, aggressive 
methods are workable. There are even 
some buyers with whom nothing else 
seems to work. They can be compelled 
when they cannot be persuaded. 

The slick witted bell ringers who ply 
their craft from house to house often 
acquire a knowledge of human nature 
that might well be envied by higher 
salaried salesmen who adopt more dig- 
nified methods. These glorified ped- 
dlers know what they can count upon. 
The housewife opens the door and the 
peddler goes through the motions of 
wiping his feet on the mat and makes 
it obvious that he expects, of course, 
to be asked to come in. Frequently the 
scheme works. Or there may be a 
screen door through which the house- 
wife observes him. Sometimes the 
screen door makes trouble, but not in- 
frequently, if the applicant steps back 
as if to give the housewife an opportu- 
nity to open the door to ask him in, she 
does it almost involuntarily and unwit- 
tingly. In such circumstances people 
will often do the thing we show we ex- 
pect them to do. 

Another little trick, available in one 


form or another for almost any sales- 
man, is that of the canvasser who at 
the first opportunity puts something 
into the hands of the prospect, some- 
thing she will take and examine, while 
he at once takes something else in his 
own hands in order that his hands will 
be so occupied that the customer will 
not at once try to hand back the thing 
he has handed out. He gets hands and 
eyes as well as ears enlisted in absorb- 
ing his proposition. 

A good many years ago the publish- 
ers of books sold by canvassers devised 
the idea of a canvas roll or swatch of 
the backs of the volumes offered. This 
roll, apparently, was planned as some- 
thing that enabled the prospect to see 
what the different bindings were like 
and what were the titles of the vol- 
umes. It was actually more than this. 
It was a deliberate method of providing 
the salesman with something to place 
in the hands of the prospect to hold his 
attention and to make it harder for him 
to turn the salesman down and get rid 
of him without a struggle. 

No experienced salesman who has 
something to show his prospect will 
lay that article down on a desk in front 
of him and leave it for him to ignore 
it or pick it up as he may choose. He 
maneuvers to get that article into the 
buyer’s hands. This is not very diffi- 
cult if it has an intrinsic interest. 

I think it should be remembered that 
the opening wedge that makes it pos- 
sible for a salesman on his first call to 
get to a buyer may be the best method 
to follow on a later call. Sometimes a 
salesman forever closes the door of a 
buyer by forgetting that this trip is 
only one of many, and that it is better 
to lay a good foundation for future 
friendliness than to hazard all on some 
reckless attempt to get in today. 

We all know instances of salesmen 
who, failing to get an entering wedge 
started with a buyer on one visit, have 
asked permission to continue to call in 
the face of a declaration that there was 
no chance of their ever getting an or- 
der. And we know of salesmen who 
have called regularly year after year 
without the least encouraging incident 
occurring, only to gain their end when 
least expected, because of some unfore- 
seen change. Mere regularity in pay- 
ing a brief, courteous visit to a buyer, 
showing continued desire for his busi- 
ness, without irritating him by too per- 
tinacious attempts to ride down his ob- 
jections, may bring results unexpect- 
edly. 

A buyer may be telling the truth 
when he declares to a salesman that 
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there is no chance for him, that the 
house is satisfied with the service and 
with the goods it is getting elsewhere, 
and that it will make no change in its 
source of supply. He may be telling 
the truth—so far as he knows. But 
what buyer can read the future? What 
buyer knows how long he will be the 
buyer for that company? What buyer 
knows that his decisions may not at 
any time be overridden by a new execu- 
tive above him? And what buyer can 
be sure that certain supplies or sources 
of supply satisfactory today will con- 
tinue to be satisfactory a year from to- 
day? Officers change, entire organiza- 
tions change. Manufacturing and sell- 
ing methods change. The salesman 
ought to cheer himself with the thought 
that his chance is likely to come despite 
the certainty of the buyer that there 
will be no chance. 

The salesman who keeps right on 
calling, so far as his time and schedule 
allow, has more than an even chance of 
landing some business ultimately. Any 
one of a thousand incidents may give 
him the opening he wants perhaps 
something so crude as fire or flood or 
epidemic. 

The Mississippi flood resulted in 
many a salesman securing business he 
had not expected to get. For example, 
a certain salesman found himself 
stranded, when the flood was at its 
height, at Fort Smith, Ark. He had to 
stay in the city, and he made it his 
business to put in his time in deliberate 
solicitations from buyers he had _ pre- 
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viously been unable to sell. As a re- 
sult, he found buyers who had turned 
him down in an off-hand way many 
times were ready to listen to him when 
they learned he was there on the job 
and could promise prompt shipments of 
things they were going to want badly, 
and he turned in double the orders he 
would ordinarily have secured there. 
Flood conditions happened to work to 
his advantage and to the disadvantage 
of certain competitors who would be 
tied up by high water so they could not 
make shipments as quickly as_ his 
house. When everything else fails to 
bring around the recreant buyers, there 
is always the possible chance that an 
“act of God” may make business pos- 
sible, if preparatory work done before 
has acted as an entering wedge. 

The salesman who persists in his ef- 
forts to get a start with a buyer has 
many chances in his favor, chances he 
cannot foresee. The idea that a man 
who persists is likely to get what he 
wants is illustrated in the saying of the 
father of that great French ace of aces, 
Guynemer, who brought down more 
than sixty German planes during the 
war. The flier’s father had encouraged 
the son in his ambition to get into the 
flying corps despite the repeated re- 
fusals of the medical board to accept 
him. Said the father: “The dog wait- 
ing at the door to get in always at the 
end gets what he wants. His one 
thought is to get in, while people’s 
minds cannot continually be concen- 
trated on keeping him out.” 


How a Customer Helped 


Chances of Making This Sale Seemed Hopeless Until a 
Satisfied User Lent His Assistance 


“John, I need some help,” exclaimed 
Jim Brown, salesman for the Milner 
Supply Co., as he sank into a seat 
alongside the desk of John Rosey, sales 
supervisor. 

“Well, you know my failing when it 
comes to giving help,” said old John, 
smiling. “I don’t know how helpful the 
‘help’ I give is, but I sure like to give 
it. Fact is, I wish they’d change my 
title from sales supervisor to. sales 
helper.” 

“I’m working on one of the toughest 
prospects I’ve ever run into,” continued 
Brown. “It’s Morgan, down at the 
little Shipman plant. They’ve got one 
of the most antiquated power transmis- 
sion layouts you ever saw, and it’s in 
such shape that they’re having break- 
down after breakdown, with innumer- 
able delays and consequent financial 
loss. 

“T can sell Morgan some equipment, 
all right. He realizes that some of his 
stuff has absolutely got to be replaced. 
3ut that’s not the point. He’s not 
going to remedy the situation much by 
putting in a new piece here and a new 





piece there. What he needs is a com- 
plete new layout, and that’s what I 
want to sell him.” 

“Well, if you can’t sell him, I don’t 
know who can,” said John Rosey. “If 
there’s anyone in our outfit who has 
specialized on mechanical power trans- 
mission equipment and knows it to a 
“T; it's you.” 

“With all becoming modesty, I guess 
what you say is true,” replied Brown. 
“Nevertheless my arguments don’t get 
to first base with Morgan. He doesn’t 
combat what I say. He listens respect- 
fully. He even asks a question now 
and then. 3ut when it comes to get- 
ting an order for a new layout from 
him, he just shakes his head. Why, 
John, I’ve tried everything I could think 
of. I’ve tried to get him to visit plants 
which have some of our installations, 
but to no avail. I’ve taken him testi- 
monial letters from customers who have 
been highly pleased with layouts we 
have sold them. But he simply smiles, 
and declines to put in a complete new 
layout.” 

John Rosey puffed his pipe as he con- 
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sidered the situation. 
minutes he spoke. 

“You recently sold the Movin-Kelsey 
Company a new layout, didn’t you?” 
he asked. 

“Yes,” replied Brown. 

“And haven’t they put in some new 
automatic machines that are the talk 
of the town?” 

“Right,” replied Brown. 

“Well, then, why not see Movin, ex- 
plain the situation to him—he’s a good 
sport—and get his permission to bring 
Morgan over. Then go down and see 
Morgan again. Start by kidding him 
a bit about buying a new layout. Then 
suddenly switch, as if the subject of 
power transmission were entirely out 
of your mind for the time being, and 
ask if he’s seen the 
at the Movin-Kelsey 
evinces an interest, 


After several 


new automatics 
plant. If he 
invite him to go 
over and see the machines, and perhaps 
Movin will help you do the rest.” 

Three days later Brown tried out 
John Rosey’s plan. That evening, as 
he entered John’s office his 
literally wreathed in smiles. 

“Did you sell him?” asked John. 

“Did I sell him?” 
shouted. “And how! 
der, look it over.” 

“Tell me about it,” said Rosey, after 
he had glanced at the very sizable order 
that Brown had laid on his desk. 

“Well, as you know, Movin was thor- 
oughly agreeable to our plan and when 
I brought up the subject of the auto- 
matic machines to Morgan, he was in- 


face was 


Brown almost 
There’s the or- 


stantly interested, so interested, in fact, 


that he just jumped at my offer to 
take him over to the Movin-Kelsey 
plant. 

“Mr. Movin sure played the game 


cleverly, and, right here, I must correct 
a statement I made a few minutes ago. 
I didn’t really sell Morgan. It was 
Movin who did the selling. He greeted 
us very cordially, immediately took us 
to the department where the new auto- 
matic machines are, and spent fully 
an hour explaining their operation to 
us. He engineered it so that in return- 
ing to the office, we passed through the 
department where the new 
sion layout was installed. 


transmis- 


“*You talk about saving money and 
increasing efficiency by using those au- 
tomatic machines, but their installation 
hasn’t done us a bit more good than 
this new power transmission layout in 
here,’ he said to Morgan. ‘Man, we 
didn’t know how bad off we really were 
until this young man (indicating me) 
sold us on the idea of putting in a com- 
plete new layout. He sure knew his 
stuff, and everything he said in favor 
of putting in a new outfit has proved 
true.’ 

“Morgan immediately became inter- 
ested, and we spent a half-hour in that 
department. He didn’t say a thing, not 
one word, as I drove him back to his 
plant. When I stopped to let him out, 
however, he said: ‘Brown, you win. 
Come on in, and I'll sign an order.’ ” 


“Well, that goes to prove that it pays 
to make friends of 
said old John. 


your customers,” 


A Good Start Important 

In a page called, “And That’s That,” 
the Open Shop Review states: “Re- 
member this: The boss can tell by the 
way you pick up a tool whether you’re 
a mechanic or a mere dub.” So also 
can the experienced buyer tell whether 
his caller is a salesman or a dub by 
the way in which he starts his story. 
Most buyers are fairly keen, else they 
would not hold their 
generally distinguish 
from a bad one the 
his mouth. 


jobs. They can 
a good salesman 


minute he opens 


Read This Article 

Mr. Mill Supply Salesman, have you 
read the article, “Election No Bugaboo 
to Business,” by Joseph H. Barber, 
which appeared on page 59 of the 
February issue of MILL Suppuigs. If 
not, get a copy of that issue and read 
the article if you want to have some- 
thing to talk about when you meet a 
fellow who starts the cry that this 
being a presidential year, there will be 
a letup in business. Quoting from Mr. 
Barber’s article: “Consequently, our 
over-all measurement shows, as de- 
picted in the chart, that there is no 
statistical proof that business is gen- 
erally depressed prior to elections be- 
cause of apprehension concerning the 
political outcome.” 


Apologies to Briggs 
When tells you that so- 
and-so is all riled up about some sup- 


your boss 
plies you sold him and that he wants 
you to go over and settle the matter; 
and when you know that the buyer in 
question is hard-boiled by reputation; 
and then, after screwing up your cour- 
age to its highest point, which isn’t so 
high, you enter his office, expecting to 
suffer ten lambast- 
ing; and then the buyer smiles pleas- 


minutes of terrific 


antly at you and tells you he’s sorry 
that he called your company, that he 
just found out that the stuff they had 
the trouble with was some old material 
they had bought from someone else, and 
he tells his superintendent likes 
your line, and hands you an additional 
order—oh, ain’t it a 


you 


boy, grand and 


slorious feeling? 


Read This, Salesmen 
It ain't the guns nor armament 
Nor the tunes the band can play, 
But the close co-operation 
That makes us win the day. 


It ain’t the individual, nor 

The army as a whole, 

But the everlastin’ teamwork 

Of every bloomin’ soul.—Kipling. 
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CONVEYOR 
AND 
ELEVATOR 
BELTS 


ARE NO 
EXCEPTION! 


When it comes to belt joining 

Crescent Belt Fasteners will 
give the same permanent and 
on Con- 
veyor and Elevator belts that 
they 


satisfactory service 


give on Transmission 


helts. 








The User Writes of the Above 
Crescent Joined Belt 


Our 4 belt conveyor from. the 
No. 24 I< Crusher to screens, the 
belt was installed January 1st of 
last veat since which time it 
carricd 1,052,012 tons of crushed 


limestone up to May ist 


This belt is 480 feet long, 40-inch 
1o ply, with 3/16-inch top cover and 
3 O4-inch bottom cover, body of 
32 oz. duck The head pulley is 
oo-inch diameter, tail pulleys 
inch diameter, and the center to 
center distance feet. 8-inch 
belt speed 225 feet per minute 


CRESCENT BELT 
FASTENER CO. 


247 PARK AVENUE, NEW YORK,N. Y. 
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GLASS BODY OILERS 


Oil Gauges 
Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
.. Brass Pipe Fittings 

Cylinder Cocks 


Water Gauges 






GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
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ESTABLISHED 1874 


| 


CLEVELAND, OHIO 





Specialists for more than fifty years in the 
manufacture of all kinds of brushes for the 
| industrial trade. 


E-W 


WIRE 
BUFFING BRUSHES 


This is one of our lines 
of Wire Wheel Brushes. 
This type is made from 
4 to 8inchin diameter 
and for economical and 
efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is 
guaranteed. 





We invite your inquiries and are eager to demonstrate just what 
HEROLD SERVICE means in satisfying your requirements for 
brushes of all kinds. 


THE HEROLD BROTHERS CO. 


ESTABLISHED 1874 


1104 West 9* St. Cleveland, O. 
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Stanley Stands 
At Scratch 


Famous among belts, for strength and for resist- 
ance, is Stanley. Where ordinary belting gives but 
brief battle to racking jerks,”and overloads, expos- 
ure to weather, extreme heat or cold, moisture or 
excessive dryness and oil soaking, Stanley stands at 
scratch with a matchless record. 

Such stamina deserves recommendation to your 
belt using trade. Send for hand samples and jobber 
proposition. 


Stanley Belting Corporation 
13 N. Jefferson St. 320 Broadway 124 Adelaide St., W. 
Chicago New York Toronto, Ont. 


42A Southwark St., S. E. I. 
London, England 


Kindly send hand sample and 
prices to 
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H. A. Deute, for eight years adver- 
tising and sales promotion manager for 
The Borden Co., New York, has been 
made vice-president of the Billings & 
Spencer Co., Hartford, Conn., manufac- 
turer of small tools. 

O. S. Sleeper has been appointed en- 
gineer in charge of special development 
work for the Buffalo Foundry & Ma- 
chine Co., Buffalo. Mr. Sleeper, who is 
an authority on vacuum dryers and 
chemical plant equipment, has for the 
past seven years conducted the O. S. 
Sleeper Co., manufacturing similar 
equipment. Prior to that, for 15 years 
he was associated with the Buffalo 
Foundry & Machine Co. as engineer in 
charge of engineering. 

F. C. Allen, Jr., the founder 
former president of Allen & 
Co., New York, has recently severed 
his connection with that organization. 
He is now president of the Allen Air 
Appliance Co., Inc., making his head- 
quarters at the New York office of this 
company in the Grand Terminal build- 
ing. The main office and plant of the 
Allen Air Appliance Co., Inc., is at 
Glens Falls, New York. 

Charles H. Upson, who for the past 
twenty-three years was district man- 
ager for the Dodge Manufacturing Cor- 
poration, Mishawaka, Ind., has joined 
the sales organization of the Chain Belt 
Company, Milwaukee, and will have 
headquarters at Cincinnati. Mr. Up- 
son is well known throughout the in- 
dustrial and mill supply field. 

W. McIlwaine was recently made 
purchasing agent of Stevens Walden- 
Worcester Co., Worcester, Mass., suc- 
ceeding Stone R. Enberg, who has been 
appointed general manager of the De- 
troit plant of the Ainsworth Manufac- 
turing Company. 


and 
Billmyre 


J. H. Williams, president of J. H. 
Williams & Co., Buffalo, with his wife 
and two sons, left on June 23rd_ by 


motor for Quebec, and sailed from there 
on the Empress of Scotland June 27th 
for Southampton. After a week in 
London they will spend the remainder 
of July touring through England and 
Scotland. At the end of the month 
they expect to cross the North Sea to 
Holland, and after two or three days 
there, including a visit to the Olympic 
games at Amsterdam, will motor down 
to Switzerland. From Switzerland they 
will pass through the Dolomites and 


down to Venice, thence across north- 
ern Italy to Lake Como and to the 
French Riviera, where they will spend 
a week before going up to Paris. On 
the way to Paris they expect to visit 
the battlefield at Verdun, and will re- 
turn to the United States on board the 


steamship Paris, sailing from Havre 
September 12th. 
B. R. Sausen, formerly general man- 


ager of the spray equipment depart- 
ment of Binks Spray Equipment Co., 
Chicago, has been placed in charge of 
the paint spray equipment department 
of The Alexander Milburn Co., Balti- 
more. He is a graduate in mechanical 
engineering from the University of 
Minnesota, and gained his early _ nie- 
chanical experience with the Westing- 
house Electric & Mfg. Co., East Pitts- 
burgh. E. D. Hallock 


has been ap- 
pointed advertising manager for the 
Alexander Milburn Co. Mr. Halleck 


has had extensive experience in adver- 
tising and recently was with the Green 
& Van Sant Co., Baltimore. 

Leighton M. Ford has 


been elected 


president of Ford & Kendig Co., Phil- 
adelphia, distributor of mill, mine, 


plumbing and contractors’ supplies, to 
father, the late Albert E. 
Ford, founder of the company. Other 
new officers are: T. J. Williams, vice- 
president; T. B. Reeves, second vice- 
president, and H. K. Strickler, 
tary-treasurer 


succeed his 


secre- 


A. C. Kingston, who was three years 
ago appointed director of sales of Bos- 
ton Woven Hose & Rubber has 
been made assistant general manager 
and elected a member of the board of di- 
rectors. Mr. Kingston was formerly 
with The Mechanical Rubber Co., Cleve- 
land, and the Peerless Rubber Manalne- 
turing Co. 


Co., 


George S. Case, of The Lamson & 
Sessions Co., Cleveland, succeeds Luke 
E. Fichthorn, resigned, as president of 
The Peck, Stow & Wilcox Co., South- 
ington. Mr. Fichthorn had been presi- 
dent of the company since 1919. Charles 

Treadway, New Haven, Conn., 
several years, has been made 


a di- 
rector for 
treasurer. 

Robert Matley, purchasing agent for 
the Whitman Barnes-Detroit Corp., De- 
troit, has been appointed assistant su- 
perintendent of the company. 

Norman F. been 
elected president of the John Robertson 
Co., Ine., 133 Water street, Brooklyn, 
succeeding his father, the late Norman 


Robertson has 





A. Robertson. Mr. Robertson has been 


secretary of the company since 1924. 
Allan R. Hardie, treasurer, has been 


made secretary and treasurer. 

E. C. Gainsborg has been appointed 
district sales representative at Pitts- 
burgh for the SKF Industries, Inc., suc- 


ceeding A. A. Van Pelt, who has re- 
signed. 
F. W. Sebelin, formerly with the 


Lees-Bradner Co., is now with The Hill 
Clutch Machine & Foundry Co., Cleve- 
land, as manager of the machine di- 
vision. 

A. J. Fitzgibbon has been made dis- 
trict sales manager of the Philadelphia 
territory for Cohoes Rolling Mills Co., 
Cohoes, N. Y. Mr. Fitzgibbon has been 
connected with the plumbing and heat- 
ing industry for a number of years. 

A. Mills recently resigned as pur- 
chasing agent of the Shaw-Crane-Put- 
nam Machine Company, Muskegon 
Heights, Mich., after a service of thirty 
years with that organization. 


John H. Kribel, formerly affiliated 
with the Hajoca Corporation, Philadel- 
phia, has recently become associated 


with the Grinnell Co., Providence, in the 
capacity of sales engineer in its Phila- 
delphia office. 

L. D. McIninch was placed in charge 
of the North Carolina territory of the 
Sloan Valve Co., Chicago, and will 
maintain offices at 703 Jefferson build- 
ing, Greensboro, N. C. He has been 
with the Sloan organization for sev- 
eral years. 

George Singer, with the Cleveland 
office of the American Rolling Mill Co., 
Middletown, Ohio, since the acquisition 
of the Columbia Steel Co., Butler, Pa., 
has resigned. Prior to going with the 
Columbia company, Mr. Singer 
with the Sharon Steel Hoop 
Sharon, Pa. 

Frederick W. 
dent and manager, and Anton 
Schneider, manager, have been 
elected to the board of directors of the 
Reed-Prentice Corp., Worcester, Mass. 

John Craig has joined the sales or- 
ganization of The Chain Products Co., 
Cleveland. He formerly was associated 
with Walden-Worcester, Inc. 

Hugo H. W. Beth has 
production manager of the 
vision of the Norton Co., Worcester, 
Mass. Dwight C. Daniels has been ap- 
pointed production manager of the ma- 
chine division. Other changes 
by the Norton Co. recently 


was 
Co., 
McIntyre, vice-presi- 
sales 
works 


been made 


wheel di- 


made 
include the 
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Just one ladder 
has all these 
features 


The Dayton Safety Ladder has 
widespread legs, stoutly _ steel- 
braced; a broad platform protected 
by high guard rails, affording room 
for two men with their tools; an 
auxiliary folding step for extra 
height. The Dayton cannot tip, 








wabble, or collapse, yet folds easily 
Made of 
light weight aeroplane 


for carrying or storage. 
strong, 
spruce in sizes 3 
Moderately priced. 


to 16 feet. 


Write Dept. M S-7 for full information 


The Dayton Safety Ladder Co. 


121-123 West Third St. 


DAYTON 


Safety Ladder 


Patented 


Some good territory still open 


Cincinnati, Ohio 
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Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 





Every In- 
dustrial 
Plant Isa 
Good Pros- 
pect for 
This Port- 
able Blower 


OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit- 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use ‘“‘The Marvel.”’ It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘‘Marvel”’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 


Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won’t get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER CO. 


352 Atlantic Avenue 
Boston 9, Mass., U.S. A. 


Fastest selling portable blowe 
on the market 
light socket. Cuts motor trouble. 
and the Fire Hazard. 
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and prices. 
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following: Clarence R. King is 
consulting engineer; Duane E. 
ster, engineer of organic projects; 
Irving B. Loud has been placed in 
charge of the silicate wheel depart- 
ment, in addition to his other depart- 
ments. 

Alfred H. Wilson, Jr., formerly as- 
sistant metallurgist in charge of the 
laboratory and special heat treating de- 
partment of Henry Disston & Sons, 
Inc., Philadelphia, has become 
ciated with Horace C. Knerr, consulting 
metallurgical engineer, Philadelphia. 


now 


Web- 


asso- 


C. A. Heiser, formerly assistant sales 
manager of the Southwest General 
Electric Supply Co., Dallas, Tex., has 
recently been appointed district man- 
ager at Dallas by the Oliver Iron & 
Steel Corp., Pittsburgh, with headquar- 
ters at 409 Browder street, Dallas. 

G. S. Cook was recently elected presi- 
dent of the C. Lee Cook Mfg. Co., Inc., 
Louisville, Ky., succeeding the late C. 
Lee Cook. F. D. Durham will continue 
as general manager of the company. 

W. S. Babson, vice-president and 
treasurer of the Consolidated Supply 
Co., Portland, was elected secretary of 
the Portland Chamber of 
the annual election. 

David E. Smyth, formerly with The 
Fairbanks Co.; E. Harold Neely, for- 
merly with Royersford Foundry & Ma- 
chine and J. W. Ryan, formerly 
with Brown & Sharpe Mfg. Co., have 
been added to the sales force of Sprout, 
Waldron & Co., Muncy, Pa. 

Edward Elson has been elected presi- 
dent of the Harry Benjamin Equipment 


Commerce at 


Co: 


Co., St. Louis, succeeding the late 
Harry Benjamin. Mr. Elson was for- 


merly associated with the Walter A. 
Zelnicker Supply Co. for twenty-five 
years. Fred S. Fuld has been elected 
secretary and treasurer. 

Edward C. Herbert, for the past five 
years associated with the Dodge Manu- 
facturing Mishawaka, 
Ind., as assistant advertising manager, 


Corporation, 


has accepted the position of sales pro- 
motion manager of the Electric Sprayit 
Company, 5329 East Colfax street, 
South Bend, Ind., manufacturer of paint 
spraying machines for home and _ in- 
dustrial use. 

Charles O. Lavett has been placed in 
charge of the recently opened San 
Francisco office of the Buffalo Foundry 


& Machine Co., Buffalo. 





Field Notes 





The Consolidated Supply Co., Port- 
land, Ore., formed by the merger of 
Bowles Company, The M. L. Kline Co., 
Peerless-Pacific Co., and Walworth Ore- 
gon Co., all of Portland, Ore., announces 
the following new executive personnel: 
E. A. Neupert, general manager; R. H. 
Griffith, city manager; R. W. 
Nicholson, country sales manager; R. 
D. Beam, credit and office manager; 
Ernest Rasmussen, quotations; H. J. 
Nielson, plumbing; W. S. Spinning, 


sales 
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heating; Frank Deich, country orders; 


Fred Grass, George W. Barden and 
Clarence Kumlin, city desk; Charles 
Herbert, purchasing; Henry Rosette, 


accounting; R. H. Higgins, price desk; 
J. M. Harder, claims; R. L. Clements, 
warehouse superintendent. 

The Eureka Supply Company is the 
name of a new plumbing supply house 
which recently opened at 167 Amster- 
dam avenue, New York. The company 
is headed by Robert Kolz and John G. 
Kolz, the latter being well known to the 
industry, having formerly been affili- 
ated with Stroh & Wilson and the Moy- 
lan Plumbing Supply Company. The 
firm proposes to carry a complete line 
of plumbing and heating materials and 
accessories. 

The Jerome Plumbing & Heating 
Supply Co., New York, has opened a 
branch office in Peekskill, N. Y., under 
the management of H. Rose. It is lo- 
cated at 654 Central avenue, and will 
cover the territory within a radius of a 
hundred miles. 

Crane Co., Chicago, has acquired the 
Ideal Supply Co., Macon, Ga. H. E. 
Walters, manager of the Savannah 
branch of Crane Co., will divide his time 
between Macon and Savannah as gen- 
eral manager of both branches. The 
present quarters at 521 Mulberry street 
will be retained, according to reports. 

Two branches are to be opened by 
the J. L. Mott Co., Inc., one by the Laib 
Co., Ine. division at Lexington, Ky., 
and the other by the Mott Southern Co. 
division at Knoxville, Tenn. 

The Philip Gollner Co.’s plant at 
1838 West Thirty-third street, Chicago, 
Was recently destroyed by fire, with a 
loss estimated at $275,000. 
started at about eleven 
morning and spread 


The blaze 
o’clock in the 
rapidly. One of 
the warehouses and the office were left 
intact, and the 
every effort to 
tomers. 


exerting 


care of its 


company is 
take cus- 

McKinney Mfg. Co., Pittsburgh, man- 
ufacturer of shelf hardware, builders’ 
hardware, etc., recently disposed of a 
stock issue totalling $390,000, a portion 
of the proceeds to be used for expan- 
sion. Facilities will be provided for 
the production of a new line of hard- 
ware specialties. 

Oliver Iron & Steel Corp., Pittsburgh, 
manufacturer of galvanized pole line 
hardware and construction specialties, 
has opened a new warehouse at Nine- 
teenth and Campbell Kansas 
City, Mo., where a complete line will 
be maintained at all times. W. M. Wat- 
ters will be in charge. 

At the annual meeting of the 
ton chapter of the American Society 
for Steel Treating, Harrison B. Parker, 
of Trimont Manufacturing Co., 
bury, Mass., was elected chairman. 

Milwaukee, which acquired 


streets, 


Bos- 


Rox- 


Heil Co., 
a three-quarter interest in the Hydro- 
Hoist Co. several years ago, has now 
completed the absorption of this com- 
pany. Julius P. Heil, founder of the 
business and. since its organization 
serving as vice-president and treasurer, 
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as well as general manager, has been 
elected president and treasurer; Clem- 
ent C. Smith, formerly president, has 
been elected chairman of the board; 
Herman W. Falk, who is president of 
the Falk Corporation, Milwaukee, is the 
new vice-president; W. M. Chester has 
been made secretary, and William 
George Twaits has been added to the 
board. 

Wayne Pump Co., Fort Wayne, Ind., 
formed to take over and succeed the 
Wayne Co., manufacturer of gasoline 
pumps, air compressors, etc., is dispos- 
ing of a bond issue of $2,000,000, a 
portion of the proceeds to be used for 
expansion. 

The Ramsey Chain Co., Inc., Albany, 
N. Y., has opened a branch office and 
warehouse at 548 Spring street, North 
West, Atlanta, Ga., in charge of W. H. 
Davis. 

The Central Supply Co., Passaic, N. 
J., distributor of mill and plumbing and 
heating supplies, has opened two 
branches in New Jersey. Harry Kane 
is manager of the branch at 118 Main 
street, Fort Lee, which will be called 
the West Shore Supply Co., and Ed- 
ward Seigert will manage the branch 
known as the Northern Supply Co., 18 
South Washington street, Bergenfield. 

The Hill Clutch Machine & Foundry 
Company, Cleveland, has made the fol- 
lowing changes in its sales organiza- 
tion: James T. Gordon Company, 11 
Park place, New York, will handle the 
metropolitan New York territory; L. F. 
Dolan, 27 Hancock street, Dorchester, 
Mass., will cover the state of Massa- 
chusetts; T. L. Rose & Sons, 1104 
House building, will cover the Pitts- 
burgh territory; A. E. Woolam, P. O. 
Box 1089, Kalamazoo, Michigan, will 
handle southern Michigan, and McNeal 
Machinery Company, Joplin, Mo., will 
handle sales in 
Oklahoma. 

With the announcement vf the com- 
pletion of its new plant and the in- 
crease of facilities some 200 percent, 
the company formerly known as the 
Naylor Spiral Pipe Company also an- 
nounces the change in name to the Nay- 
lor Pipe Company. There will be no 
change in management, all officers and 
executives carrying on in their present 
positions, 


Kansas, Missouri and 


Joseph Dixon Crucible Co., Jersey 
City, N. J., announces the removal of 
its Chicago office from 53 West Jack- 
son boulevard to 2003 Builders building, 
Wacker Drive and La Salle street. 

Maurice B. Alter & Co., Detroit, is 
now located in its new and larger quar- 
ters in the Convention Hall 
at 4457 Woodward avenue. 

Atlas Engineering Co., Milwaukee, 
has completed the removal of its plant 
and equipment to Clintonville, Wis., 
where it is occupying the enlarged fac- 
tory of the Topp-Stewart Tractor Co., 
with which it recently consolidated. 

C. O. Bartlett & Snow Co., Cleveland, 
manufacturer of material handling 
equipment, has opened a branch office 
at 505 First National Bank 


building, 


building, 
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where. Let us turn them over to you for taking the orders. There’s 
a big, growing market for blowers—the Tornado actually outper- 
forms them all. Exclusive territory, liberal discount, small invest- 
ment, quick turnover. Get our proposition. Write today to A. A. 
Breuer, President. 
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CRESCENT WOOD WORKING 
MACHINES 


are efficient, practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 
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SWARTWOUT 


CAST IRON 


Exhaust Head 


Built to last a lifetime 


Bucket Type Steam 
Steam Separators 


Return, Lifting and 
Vacuum Trap 


Steam Separators 
Receiver Type 

Low Pressure Float 
Trap 

Cast Iron Strainer 

Air Separator 


SWARTWOUT 
PATENTED 





THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 
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Chicago, in charge of S. G. Artingstall, 
Jr., who was formerly chief engineer 
for the J. C. 
vice-president 


3uckbee Co., Chicago; 
and chief engineer for 
the United Engineering Co., and district 
manager for the Stearns Conveyor Co., 
Cleveland. 

Utica Drop Forge & Tool Co., Utica, 
N. Y., recently purchased the plant and 
equipment of the Arrow Wrench Co., 
Hammondsport, N. Y., and will move 
the plant and machinery to Utica, 
where the manufacture of 2215 degree 
adjustable angle wrenches will be con- 
tinued by the Utica Tool Co. 


The name of Fitzsimmons & Cole 
Machinery Co., 1208 House building, 


Pittsburgh, has been changed to West 

Penn Machinery Co. 
Walsh & Weidner 

Casey-Hedges Co., 


Boiler Co. and 
both of Chatta- 
nooga, Tenn., recently consolidated un- 
der the name of Hedges, Walsh & 
Weidner Co., with M. M. Hedges as 
president. Separate production of these 
companies’ products will continue. 

Ata recent meeting of the officers and 
board of directors of the Hajoca Corpo- 
ration, Philadelphia, the following offi- 
cers were elected: J. Harvey Borton, 
chairman of the board; William A. 
Brecht, president; George M. Bridg- 
man, J. M. Denney, F. C. Eckfeldt and 
Charles A. White, vice-presidents; 
Frank W. Dows, treasurer; John T. 
3rown, Jr., assistant treasurer; George 
H. Wobensmith, general sales manager; 
R. BE. Saul, 
branches. 

The Jaye 


supervisor of southern 
Manufacturing & Supply 
Co. has recently been formed to con- 
duct a manufacturers’ agency, with 
headquarters in New York City. Harry 
Jaye, president of the new corporation, 
had been associated with the A. J. Nip- 
ple & Pipe Fittings Co. 

Worcester Taper Pin Co., Worcester, 
Mass., has purchased the Christianson 
Screw Co., Newton, Mass., and is mov- 
ing both businesses into larger quarters 
on May Worcester. Thomas 
Crabtree is president and treasurer of 
the Worcester concern. 

Marion Machine Foundry & Supply 
Co., Marion, Ind., recently opened a 
district sales office at Scottsdale, Pa., 
in charge of C. D. Erlewine. This of- 
fice will direct sales in the territory 
east of central Ohio. Stores will be 
established to supply eastern oil fields 
and mines. 

In an attractive booklet recently is- 
sued entitled, ““A Quarter of a Cen- 
tury,” the National Twist Drill & 
Tool Co., of Detroit, describes the 
growth of the company in twenty-five 
years and tells of present manufactur- 
ing facilities. Each operation involved 
in making a twist drill is explained 
briefly. Illustrations of the original 
and present plant are also given. 

The Cincinnati Ball Crank Co., Cin- 
cinnati, is being refinanced and reor- 
ganized. Ludwig Kemper, formerly vice- 
president and treasurer of the Midland 
Steel Products Co., and treasurer of 
Otis Steel Co., will be president and 
general manager of the new company. 


street, 
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Clifford Greene, who has been presi- 
dent of The Cincinnati Ball Crank Co. 
since its organization in 1906, will be- 
come chairman of the board. No other 
changes will be made in the personnel. 

H. K. Porter Co., Pittsburgh, has 
moved its Chicago office from 447 Mo- 
nadnock building to Engineering build- 
ing, Wells street and Wacker Drive. 
George Kirtley is district manager. 

Lenk Mfg. Co., Newton Lower Falls, 
Mass., is occupying its new factory 
building and has completed installation 
of machinery and equipment. 

R. & Dick Co., Ine., Passaic, N. J., 
has moved its Chicago office and ware- 
house to a more central location at 130 
North Jefferson street. 

Great Lakes Chemical Works, De- 
troit, is now located at its new plant 
at West Jefferson avenue and Junction 
street. Modern equipment has been in- 
stalled and production capacity has 
been increased to double its past size. 

Roller-Smith Company, 233  Broad- 
way, New York, announces the follow- 
ing changes in its sales organization. 
The state of Texas is now being han- 
dled by John A. Coleman, 1006 Wash- 
ington avenue, Houston, and states of 
Colorado, Utah, Wyoming and North- 
ern New Mexico are now being handled 
by H. T. Weeks, U. S. National Bank 
building, Denver. Both Mr. Coleman 
and Mr. Weeks are men of wide experi- 
ence in the electrical business, and with 
the territories that they are covering. 

Key City Bolt & Spike Works, Bay- 
onne, N. J., recently incorporated with 
a capital stock of $100,000 to manufac- 
ture bolts, nuts, etc¢., is erecting a plant 
at Hudson boulevard and Morris Canal. 
Officers of the company are: C. H. Car- 
penter, president and treasurer, S. C. 
Gartley, vice-president and general 
manager, and E. Zehner, secretary. 

Empire Tool Works, Gloucester, N. 
J., has taken over former local plant 
of Rogers Drill Works, and will begin 
operation for manufacture of tools and 
kindred products. 

Orleans Mfg. & Sales Corporation, 
Albion, N. Y., has been organized with 
a capital stock of $30,000 to manufac- 
ture ball bearing casters. An output 
of 800 to 1000 casters per day will be 
arranged for on contract. 

The Modine Mfg. Co., Racine, Wis., 
announces the following eight new 
branch offices: W. B. Irwin Co., 1020 
Mercantile Bank building, Dallas, Tex.; 
Geo. W. Herlin, 401 North Santa Fe 
street, El Paso, Tex.; English & Lauer, 
1224 South San Pedro street, Los An- 
geles, Calif.; Harry K. Mead, Board of 
Trade building, Portland, Ore.; John B. 
Groseclose, 296 Builders’ Exchange 
building, San Antonio, Tex.; E. H. 
Goins, 401 Sharon building, San Fran- 
ciseo, Calif.; Crane Co., 307 West Sec- 
ond street, South Salt Lake City, Utah; 
Howard H. Fielding, 1226 California 
street, Denver, Colo. 

The E. F. York, 
announces the appointment of John A. 
Walsh as manager of sales for the new 
branch 


Keating Co., New 


which the company will open 


nee ees ed 


within the next few months at Yonkers, 
N. Y. Mr. Walsh has been covering 
Westchester County, N. Y., for the 
Keating company for a number of 
years. R. E. Cleff, now in charge of the 
company’s heating department, will be 
in charge of the office and warehouse. 





New Factories and Additions 





Ames Shovel & Tool Co., Seavy 
street, Westbrook, Me., is planning to 
rebuild the portion of plant destroyed 
by fire on May 12th, with a loss re- 
ported close to $45,000. 

Portland Bolt Co., Fourteenth street, 
Portland, has plans for a two-story ad- 
dition, 80x85 feet, to cost about $27,- 
000. 

United States Hammered Piston Ring 
Co., 611 First avenue, St. Petersburg, 
Fla., is planning to build a new one- 
story factory, which will cost approxi- 
mately $50,000 with machinery. 

Henry Fischer Packing Co., 1860 
Mellwood avenue, Louisville, will erect 
a one-story and basement cold storage 
and refrigerating plant, 70x93 feet, to 
cost approximately $59,000 with equip- 
ment. 

H. C. Smith Co., Los Angeles, manu- 
facturer of oil well equipment and sup- 
plies, has awarded contract for a new 
plant, consisting of a machine unit, 
one-story, 70x225 feet; one-story weld- 
ing works, 60x100 feet; warehouse and 
distributing unit, 60x125 feet; office and 
administration building, 45x80 feet, to 
cost approximately $100,000 with equip- 
ment. 

Eastman Mfg. Co., 1002 North Elev- 
enth street, Manitowoc, Wis., manufac- 
turer of hose couplings, is building a 
$20,000 manufacturing addition. 

Loeffelholz Co., 170 Clinton street, 
manufacturer of castings, has 
started work on a shop extension, which 
will cost about $25,000. 

Tobin Tool & Die Co., 220 Ruggles 
Fond du Lac, Wis., has begun 
the erection of a one-story addition, 
50x75 feet, which will cost about $20,- 
OOO. 

N. O. Nelson Mfg. Co., 928 Chestnut 
street, St. Louis, manufacturer of 
plumbing equipment and supplies, plans 
to build a new unit largely for storage 
and distributing service, which will 
cost about $200,000 with equipment. 

Williams Alloy Products Co., Elyria, 
Ohio, manufacturer of automobile bear- 
ings, recently reorganized, is complet- 
ing plans for a one-story addition, to 
cost about $30,000 with equipment. 

Ohio Steel Foundry Co., Lima, Ohio, 
will build a foundry addition, 53x253 
feet, to cost about $75,000. 

Parsons Foundry & Machine Works, 
Sterling, Kans., is completing plans for 
a one-story and basement addition, and 
improvements in present plant, which 
will cost close to $19,000. 

Steel & Tubes, Inc., Cleveland, plans 
the erection of a new plant at Ferndale, 
Mich., a Detroit suburb, on Grand 
Trunk Railroad. Negotiations are be- 


brass 
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refined raw materials, perfectly amalgamated — 
thus insuring satisfied customers and repeat orders. 
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Nason Manufacturing Co. 1458-60 Collins Street 
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71 Fulton St., New York SAINT LOUIS, MO. 
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PIPE WRENCH Stock Clutches for use with pulleys, sheaves 

OHROUGHOUT and gears; Cut-Off Couplings and Friction 

Clutch Pulleys. Special Clutches for any 

FOR eae unusual service. 31 years clutch exper- 
— ience. A 2. 
specify LAWSON ience sk for catalogue 











If your jobber cannot supply you write ALSCHULTZ & SON 
THE LAWSON MFG. Co. . 


1675 ELSTON AVE. Chicagolll, 
POWER TRANSMISSION APPLIANCES 





2720-24 East 53rd St., Cleveland, Ohio 














ea Made in 3 and 5 3-5-714- and 15 Made in3and 5 

u a. 2. Gh J 0° . H. P. sizes. G. EB. 

1'4-in. apacity neral Electric Motor. S. K. F. Motors. S. K. F. 40° Motors. S. K. 
Universal Mot« i Ball Bearings. Ball Bearings. F. Ball Bearings. 


evenished THE STANDARD ELECTRICAL TOOL CO., Cincinnati, Ohio ,."/''%,/%; 


Late Catalog 
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ing closed for a 20-acre site. Plans pro- 
vide for a building containing 105,000 
square feet of floor space and plant will 
have a capacity for making 3,000,000 
feet of welded steel tubing per month. 
The estimated cost of the new plant, in- 
cluding the site and 
$700,000. 

Cheming Telephone Co., 123 Lockhart 
street, Sayre, Pa., plans to build a two- 
story equipment storage and distribut- 
ing plant, with repair facilities, etc., to 
cost more than $35,000. 

Brandeis Machinery & Supply Co., 
325 West Main street, Louisville, is 
planning a new one-story storage and 
distributing plant, at a cost of about 
$35,000 with equipment. 

American Zinc & Chemical Co., Clark 
building, Pittsburgh, has awarded con- 
tract for one and two-story and base- 
ment addition to mill at Langeloth, Pa., 
which will cost about $300,000. 

Hillyard Chemical Co., 801 South 
Ninth street, St. Joseph, Mo., has re- 
vised plans for a new three-story plant, 
to cost about $100,000 with equipment. 

St. Louis Smelting & Refining Co., 
International Life building, St. Louis, 
will soon start building a new mill at 
Quapaw, Okla., to cost close to $200,000 
with machinery. 

Reed Roller Bit Co., Mack street and 
avenue Q, Houston, Tex., has awarded 
contract for one-story machine shop, 
75x190 feet, sawtooth roof type, to cost 
about $24,000 with equipment. 

Packard Motor Car Co., 1580 East 
Grand boulevard, Detroit, plans to 
build a new one-story foundry, at a 
cost of about $100,000 with equipment. 

San Antonio Portland Cement 
San Antonio, Tex., plans to build an 
addition to power house at Lakeview. 
Other structures will be built, includ- 
ing saw mill unit, 65x150 feet. Entire 
project will cost about $100,000. 

Lynn Ornamental Iron Works, 966 
Broad street, Lynn, Mass., plans to 
build a one-story addition to cost about 
$20,000 with equipment. 

Structural Steel Co., for a one-story 
foundry addition, 85x280 feet, to cost 
about $49,000 with equipment. 

Bullard Machine Tool Co., Bridge- 
port, Conn., has awarded contract for 
a two-story foundry addition, 100x200 
feet, to cost in excess of $85,000 with 
equipment. 


equipment, is 


Co., 


Columbia Metal Box Co., 228 East 
144th street, New York, plans to build 
a two-story addition to 
$100,000 with equipment. 

United States Foil Co., 2900 Grand 
avenue, Louisville, will build a new one- 
story unit, to cost about $35,000 with 
equipment. 

Hanover Engineering Co., Hanover, 
Pa., manufacturer of isolated electric 
lighting equipment, etc., is arranging 
for early erection of a one-story addi- 
tion, 125x200 feet, to cost about $50,000 
with equipment. 

Northern Conveyor & Mfg. Co., 
Janesville, Wis., manufacturer of ma- 
terial conveyors, hoists, and other in- 
dustrial and 


cost close to 


contractors’ equipment, 
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plans an enlargement program, which 
last fall was postponed. Plans have 
been completed for a new main shop, 


150x190 feet, which will cost about 

$100,000, including equipment. 
Hertner Electric Co., 1905 West 

114th street, Cleveland, manufacturer 


of electrical products, is having plans 
drawn for a new one-story plant, 100x 
240 feet, which will cost about $70,000 
with equipment. 

Fairbanks Valve Co., Glenwood ave- 
nue and Main street, Binghamton, 
N. Y., has awarded contract for the re- 
building of portion of plant destroyed 
by fire recently, to cost about $125,000 
with equipment. 

Radio Tube Corporation, 88 Eighth 
avenue, Newark, N. J., plans to build a 
new three-story plant, which will cost 
close to $65,000 with equipment. 

American Copper Products Corpora- 
tion, Bayway, Elizabeth, N. J., manu- 
facturer of copper and brass wire spe- 
cialties, has awarded contract for a one- 
story addition, 105x475 feet, to 
close to $80,000. 

House-Hasson 


cost 


Hardware Co., 759 
Western avenue, Knoxville, Tenn., has 
awarded general contract for a new 
three-story storage and _ distributing 
plant, 50x170 feet, on an adjoining site, 
to cost close to $50,000 with equipment. 

Blackhawk Foundry & Machine Co., 
Davenport, Iowa, has awarded general 
contract for a one-story foundry addi- 
tion, 42x90 feet, which will cost about 
$20,000 with equipment. 

Ex-Cell-O Tool & Mfg. Co., 1469 East 
Grand boulevard, Detroit, will build a 
new two-story unit, 130x190 feet, to 
cost about $80,900 with equipment. It 
will be equipped primarily as a ma- 
chine shop and tool division. 


West End Iron & Metal Co., 1920 
West Michigan street, Duluth, Minn., 


plans to erect a two-story storage and 
distributing plant, which will cost ap- 
proximately $32,000 with equipment. 

Midway Foundry Co., St. Paul, Minn., 
is completing an addition, 75x100 feet, 
which will increase output about 100 
per cent. 

California Petroleum Corporation, 
929 South Broadway, Los Angeles, 
plans to build a one-story storage and 
distributing plant at San Pedro, with 
pumping station, etec., to about 
$45,000. 

A. F. Curtin Valve Co., 76 Ship ave- 
nue, Medford, Mass., has awarded con- 
tract for a one-story addition, to cost 
about $23,000 with equipment. 

L. G. Balfour & Co., 25 County street, 
Attleboro, Mass., manufacturer of 
plated jewelry products, metal novel- 
ties, ete., plans to build a two-story ad- 
dition, to cost about $50,000 with equip- 
ment. 

Otis Elevator Co., Harrison, N. J., 
has begun the construction of one-story 
addition, 200x400 feet, to about 
$400,000. 

Lidgerwood Mfg. Co., Lidgerwood 
avenue, Elizabeth, N. J., manufacturer 
of hoisting machinery, etc., is reported 
planning a one-story foundry at new 


cost 


cost 
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plant, where production recently has 
been concentrated, to replace unit on 
Frelinghuysen avenue now in service 
for production of castings, which are 
being machined at Elizabeth works. 

De Lion Tire & Rubber Corporation, 
Eager and Fifth streets, Baltimore, is 
reported planning to build a one or 
two-story addition, to cost approxi- 
mately $35,090 with equipment. 

West Bend Products Co., West Bend, 
Wis., plans to build a manufacturing 
building, 39x85 feet, and 
30x33 feet, two-stories. 

Jambor Tool & Stamping Co., 1261 
Thirtieth street, Milwaukee, has placed 
contracts for the construction of a two- 
story machine shop addition, 60x75 feet, 
and a second story on a portion of the 
present main shop, at a cost of about 
$40,000. 

Appleton Machine Co., 618 South 
Oneida street, Appleton, Wis., manu- 
facturer of paper mill machinery and 
equipment, plans to build a new brick 
and steel foundry at a cost of about 
$75,000. 

Rockford Metal Specialty Co., 700 
Cedar street, Rockford, Il., manufac- 
turer of metal stampings, has awarded 
contract for a two-story factory, 50x100 
feet, to cost about $100,000. It will be 
constructed to carry two additional 
floors. 

Southern Malleable Iron Co., Twenty- 
first and Bond streets, East St. Louis, 
Ill., has awarded contract to St. Louis 

Northwestern Barb Wire Co., Ster- 
ling, Ill., will rebuild the portion of 
plant recently destroyed by fire at a 
cost of more than $200,000 with equip- 
ment. 

Farrel Foundry & Machine Co., Wa- 
terbury, Conn., will build a three-story 
addition, 85x290 feet, at cost of about 
$100,000 with equipment. 

Homestead Valve Mfg. Co., Sixth 
avenue, Homestead, Pa., plans to build 
a one-story addition to foundry, includ- 
ing improvements in present plant, 


one-story, 


which will cost in excess of $40,000 
with equipment. 
Allegheny County Steam Heating 


Co., 435 Sixth avenue, Pittsburgh, is re- 
ported planning the establishment of a 
new power operating unit, to cost in ex- 
cess of $350,000 with equipment. 

Duro Metal Products Co., 2649 North 
Kildare avenue, Chicago, is beginning 
superstructure for a one-story and 
basement addition, which will cost ap- 
proximately $50,000 with equipmert. 

Belmont Skeet Metal Works, 2341 
Belmont avenue, Chicago, will build a 
new one-story and basement plant, at a 
cost of about $30,009 with equipment. 

State Mfg. Co., 4041 South Kedzie 
avenue, Chicago, manufacturer of pol- 
ishers’ equipment and supplies, has 
awarded contract for a new one-story 
plant, 60x100 feet, to cost about $32,000 
with equipment. 

Rundle Mfg. Co., Twenty-seventh and 
Cleveland avenues, Milwaukee, manu- 
facturer of plumbing goods, fixtures, 
materials, ete., will soon build a fae- 
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Distinct and accurate 
water levels 


A Moncrieff Gauge Glass shows water 
levels distinctly and accurately. It is a 





MONCRIEFF 
SCOTCH GAUGE 

glass that combines toughness and clear- GLASSES ARE: 
ness to a remarkable degree Perth 
3 for steam pressures to 
The name Moncrieff is also an indicator 150 pounds. 
When an engineer sees it on a gauge : Unific 
glass, he knows he is getting a glass of FOF Steam pressures to 
5 : "wee 5 ' 500 pounds. 
known worth, a glass of 75 years good Monasial 
reputation the only genuine Scotch eae ences 

~o ye olacc red stripe to emphasize 
made gauge glass the water line. For 
steam pressures to 250 
pounds. 

Beacon Red 
an enameled glass with 
red indicator line for 
steam pressures to 150 
pounds. 


Use the gauge glass guide at the right to 
advise your customers 


JENKINS BROS. 

Sole U. S. Agents 
80 White Street New York, N. Y, 
524 Atlantic Avenue Boston, Mass, 


133 North Seventh St.. . Philadelphia, Pa, 
646 Washington Boulevard. . Chicago, IIl, 


MONCRIEFF gs citsss 


Prismatic Glasses 
Gauge Glass Strips 
Protector Slides 














Wheels for Replacements 


on LUTHER Grinders 


Grinding wheel re- 
placements are a 
profitable source of in- 
come. Few other items 
equal the profits on 
each sale. 


A handy display board 
comes free with Luther 
assortments. Use it for 
window trims and in- 


side display. 





Now it is easier to supply customers with new 
wheels for Luther and other brands of tool 
grinders. Best quality wheels supplied and at 
extremely low cost. You can turn over stock 
at hundred per cent profit. 


Order from Your Jobber. Insist 
on Dimo Grit Wheels 


LUTHER GRINDER MFG. CO. 


283 S. Water Street 





MILWAUKEE, WIS. 
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“EDGEMONT” COUNTER-SHAFT COMPLETE 


THE EDGEMONT MACHINE CO. 


emont 


Friction Clutches 


The Edgemont “‘Type B’ Clutch has won and held an 
enviable position in counter-shaft and line-shaft service. Ex- 
ceptionally efficient performance has made this possible. This 
is a fertile field for jobbers that can be worked with good profit. 
Our catalogue ‘‘H”’ is easy to order from and has all the data 
necessary to order the right clutch. Send for it. 


DAYTON, OHIO 
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OXY-ACETYLENE 


Welding and Cutting 
Equipment 


An Outfit for Every Shop and Every Purpose 


The Imperial Brass Mfg. Co. 














NEW! 


The Wallace Electric Hand 
Saw made by J. D. Wallace 
& Co., specialists in porta- 
ble woodworking ma- 
chinery for years. 


It’s SAFE 


The Wallace Elec- 
tric Hand Saw 

is listed as 
standard by 
UNDER- 













J.D. Wallace 











511 So. Racine Ave. $3 Chicago 2601 WILCOX ST. 
& Co. CHICAGO, ILL. 
When writing to Advertisers please mention Mitt Suppiies 





i” ale ti, 


an Mn th wet rh we 4 Me 














July, 1928 





tory addition, 25x100 feet, and a mez- 
zanine floor addition to pattern shop, 
25x120 feet. 

Standard Oil Co. of New Jersey, Inc., 
26 Broadway, New York, is reported 
planning the early construction of a 
new plant in Ruhr district, Germany, 
for production of glykol, a substitute 
for glycerin. Initial units are expected 
to cost more than $500,000. 

Kenney Mfg. Co., 609 Wellington ave- 
nue, Auburn, R. I., manufacturer of 
metal curtain rods, etc., has awarded 
contract for a one-story and basement 
addition, 60x123 feet, to cost close to 
$50,000 with equipment. 

Van Camp Hardware & Iron Co., 401 
West Maryland street, Indianapolis, 
plans to build a one-story storage and 
distributing plant, to cost approxi- 
mately $30,000 with equipment. 

Laclede Packing Co., Prairie avenue 
and Lucky street, St. Louis, will build 
a power house, 48x55 feet, which will 
cost close to $30,000 with equipment. 

Merrill Machinery & Supply Co., 
Merrill, Wis., has increased its capital 
stock from $25,000 to $75,000 for en- 
larging its plant and production. De- 
tails are not yet ready. 

Adams Co., 111 West Sixth street, 
Dubuque, Iowa, manufacturer of mill- 
ing machines and other machine tools, 
will build a one-story addition, 80x200 
feet, to be used for foundry and ma- 
chine shop, at a cost of about $65,000. 

Marshalltown Trowel Co., Marshall- 
town, Iowa, manufacturer of hardware 
products, is planning an addition to 
cost about $100,000. 





CLASSIFIED 

Tr = sATITRG 

ADVERTISEMENTS 
Classified Line Advertisements wnder 
heads of Wanted, For Sale, etc., will be 
published in this Department at a rate of 
20 cents a line, each insertion. Count six 

words to a line. 


SITUATIONS WANTED 


Experienced salesman desires a 
change and wishes to represent manu- 
facturer in southeast territory. Has had 
five years’ experience as mill supply 
salesman and six years selling mechan- 
ical rubber goods. Wide acquaintance 
among mill supply distributors, hard- 
ware jobbers and retail hardware trade 
in southeast. Complete details to any- 
one interested. Address No. 931, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


I have a friend in the Far West, for 
twenty years with one of the largest 
supply houses in the country, and who 
for years was at the head of its pur- 
chasing and warehousing departments, 
as well as of its price bureau. He is a 
very competent man. He desires change 
in location. So worthy is he that I in- 
sert this advertisement entirely without 
his knowledge. If you have need of 
such a man, please advise me. Dixon 
C. Williams, president, Chicago Nipple 
Co., 1966 Southport avenue, Chicago. 








High class mill supply man now em- 
ployed wants to connect with a mill 
supply firm of equal calibre. Can han- 
dle any department, a good organizer, 
and strong producer and closer. Will 
consider a general mill supply or spe- 
cialty line, as buyer, manager, execu- 
tive or salesman. Address No. 930, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Salesman desires sales connection in 
mechanical line; twelve years exper- 
ience selling mill supply and large in- 
dustrial plants in Chicago and _ sur- 
rounding territory. Address No. 927, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Salesman, at present selling mechani- 
cal rubber line to mill supply and in- 
dustrial trade, covering Wisconsin, and 
Minnesota, desires connection in similar 
or kindred line. Address No. 926, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 
SALES EXECUTIVE 


With a fifteen year successful record 
in promoting power transmission equip- 
ment sales through distributors, now 
well connected, will consider another 
proposition. Has unusually wide ac- 
quaintance with mill supply houses 
throughout the U. S. Address No. 921, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


SALESMEN WANTED 
Manufacturers Agents and Salesmen 
to represent an old reliable manufac- 
turer producing a staple line of prod- 
ucts for mill supply houses and indus- 
trial trade. Very profitable side line 


proposition. Liberal commission, and 


protected territory. Replies considered 


confidential. Address No. 9238, care 
Mitt Suppuies, 537 South Dearborn 


street, Chicago. 


Experienced Saw Salesman to sell 
saws on a commission basis. Quality 
line, fullest cooperation. Give full in- 
formation in letter. Address No. 924, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Rubber belting salesman wanted by 
old established manufacturer. Prefer 
young man with car. Territory Chi- 
cago. Salary and bonus. Give age, 
experience and salary desired. Address 
No. 929, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Experienced belting salesmen for 
Chicago and Middle West territory to 
represent large manufacturer of tex- 
tile belts. Prefer salesmen who have 
sold rubber belting. Excellent oppor- 
tunity for advancement. Give full par- 


ticulars. Replies treated confidenti- 
ally. Address No. 920, care MILL Sup- 


PLIES, 537 South Dearborn street, Chi- 
cago. 
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SALES SERVICE 
“A Manufacturer of 28 years stand- 
ing, specializing in a very high grade 
line of special sheet steel products, and 
selling to Hardware, Mill Supply, 
Plumbing and Steamfitting houses, is 
desirous of expanding their business 
through New York and New Jersey ter- 
ritory, by acting as a distributor as 
well as a manufacturer. Will consider 
an agency or dealer’s proposition on 
several active lines having active out- 
let through this class of trade as well 
as public utilities and contractors.” Ad- 
dress No. 925, care MILL SUPPLIES, 537 
So. Dearborn street, Chicago. 


ADLETS 


BUSINESS MEN’S PAPER PRESSES—Econom- 
ically handle baleable material such as old paper, 
shavings, excelsior, wool, scrap tin, and other 
wastes Three largest sizes have lever on each 
end Operated by one or two men as desired. 
Universally used by industries. Ask for catalog. 
— MEN’S PAPER PRESS CO., Wayland, 
Mich, 





CLANCY “SURE GRIP" Steel Hose Clamps 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices, and 
distributors’ discounts.—J. R. CLANCY, INC.., 
Syracuse, N. Y. 





MARTIN 


PORTABLE 


VISE STAND and Pipe 
Bender — For cutting 
threading and _ bending 
pipe. Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid Small and large 
sizes, with capacity up 
to 414” pipe. m. 2s 
MARTIN & SONS, 625 E. 





2nd St., Owensboro, Ky. 





“SMOKELESS” ASPHALT HEATERS, Lead 
Melting Furnaces, Portable Oil Burners, Paving 
Tool Heaters, Asphalt Spray Outfits, Weed 
Burners and Large Kerosene Torches. Over 
10,000 Aecroil Heaters in use. Send for Bulletin 
No. 54-M, giving prices and full information. 
AEROIL BURNER COMPANY, West New York, 
nN. J. 





PORTABLE WHITNEY LEVER METAL 
PUNCHES — Widest 


Sf EO known. Most universally 






me, USed on market. Eight 





sizes and types. Over 
P 40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 


NEY MFG. CO., 715 Park Ave., Rockford, Il, 





“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on _ bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel We also make 
the ‘‘Shurflo'' wick feed oil cup. 
Folder = on request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 





JOSLIN STEEL STAMPS AND DIES—Any de- 
sign or type of characters accurately carried 
out. We guarantee quality and = service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich. 
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(REVERSO) 


The Valve with the Reversible Disc & Seat 
Be ae L I B B E 4 


grained nickel alloy—resists 
effectively the cutting, wear- 
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ing action of high tempera- High Pressure Gauge Glass 
tures and pressures, that is ‘ > ‘ : : 
ene factor im the econcmy of High Pressure Red Line Gauge Glass 


Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat Oil Cup Glasses 
reverse and you have the life : 
of another valve with no 
extra expense. 


Standard Pressure Gauge Glass 
Lubricator Glasses 


But this is not all of Reverso’s AME RIC A’S ST AN DARD 
vitality as disc and seat are easily 
regrindable. and 

Reverso is a valve unexcelled Made in US. S. A. 


on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin a oe 
No. 7. Write for booklet 


o. 


REVERSO:—Bronze body for 


eo The Libbey Glass Mfg. Co. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tempera- 
ture 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO SA AIF RT ALWAYS 


Tanners of Place Orders Now 


for 


Mechanical Leathers Bag Holders 


Mfrs. of Railroad and Industrial Glassware 








Toledo, Ohio 
































“SELECTED” Cut Lacing 
Made from GENUINE a es VULCANITE KROME Leather 


very sirand of this cut incing to be absctutety periect 
by bard trom the CENTRE PORTION of on!) one crate THE BEST— sate taste 


We Make Three Types 


Mosher 
Improved Mosher 


Universal 






























Send for Circular 


Lace Leather Sides and Cut Lacing 








in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 






Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather We Also Make 


in Butts and Sides pp ht ge 
CAR MOVERS 

P BELT CONVEYORS 
Krome-Retan Hydraulic Butts ee ee eee 
MALLEABLE CHAIN 
STEEL CHAIN 

——__—- 6-9 SPROCKETS 


THE CHICAGO RAWHIDE MFG. CO. THE WEBSTER MFG. COMPANY 


1285 Elston Avenue, CHICAGO h 
109 Broad St., New York 209 Broad St., Boston 1856 North Kostner Avenue 
66 N. 4thSt., Philadelphia 530 W. Congress St., Detroit CHICAGO, ILL. 














































When writing to Advertisers please mention Mitt Suppries 































































































TOU oe ~ On xT) Or TT TON yrn\e TOM Ono zy TIM 1 ~ ny IT .- + 7 
x ETGORURULUBURU RUUD RUUBU BURR UR URURUBUBUBU UR UU UnUBURUBURUBUR UBURUBUM LVOLYYOPOUYG IOV ULO poy 































































































rs 
’ ; ; ; h 
. - ' , 
A Classified Index to the Products of Advertisers in This Issue p 
Index te Advertisements on Last Page S| 
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= _ _ANVILS — BELTING, COTTON, SOLID WOVEN BOLTS, CARRIAGE 
Columbus Anvil & Forging Cc Russell Mfg. Co., The Foster Bolt & Nut Mfg. Co 
Yost Mfg. Co. Stanley Belting Corporation Russell, Burdsall & Ward Bolt & Nut Co 
APRONS, LEATHER Victor Balata & Textile Belting Co. The Superior Screw & Bolt Mfg. Co. 
Chicago Rawhide Mfg. Co. BELTING, IMPREGNATED a BOLTS S, EYE, HOOK, RING AND LAG 
q ARBORS Russell Mfg. Co The Superior Screw & Bolt Mfg. Co. 
Morse Twist Drill & Machine Co Stanley Belting Corporation BOLTS, SS AND MONEL 
F rhe Skinner Chuck Co BELTING, LEATHER The Superior Screw & Bolt Mfg. Co. 
3 ASBESTOS PRODUCTS Chicago Rawhide Mfg. Co BOLTS. MACHINE 
q Belmont Packing & Rubber Co. McLeod Leather & Belting Co Foster Bolt & Nut Mfe . 
4 BABBITT METALS pea nann & Co, Russell, I & Ward Bolt & Nut Co 
Division Smelting & Refining Co © Schieren Co ae the Superior Screw & Bolt Mfg. Co. 
Dodge Manufacturing Corp 3 i Bond & Co., Philadelphia BOLTS, SINK, STOVE AND PLOW 
Frictionless Metal Company I ns « sons Foster Bolt & Nut Mfg. C 
The Medart Company BELTING, LINK Russell & W 
Monarch Metal Co Chas. A. Schieren Co The Superior Screw & 
BARRELS, TUMBLING BELTING, ROUND ae BOLTs, 
Royersford Foundry & Machine Co. Chicago R: fg. Co. a Paaetc an none eee tare 
BARROWS Geo Co. eee eee rer 
The Fairbanks Company Chas, Co BRACKETS, SCAFFOLD 
Toledo Whe elbarrow Co jE & Sons Patent Scaffolding Co. 
BEARINGS, BALL AND ROLLER ‘BE LTING, RUBBER ; BRACKETS, WALL 
K F Industries, Incorporated Roston Woven Hose & Rubber Co d F Machine Co 
> : The Diamond Rubber Co Inc 
BEARINGS, BRONZE The Hi. Gh Geodnich Matier Co Arachine -& aaunew 
The Bunting Brass & Bronze Co. The Mechanical Rubber Co. a mpany 
Arthu & Co, Quaker City Rubber Co. T. B. Wood Sons C« 
Johnson Co The Republie Rubber Co. BRASS GOODS, PLUMBING 
BEARINGS, SHAFT, BABBI TTED BELTING, THRE SHE R Grabler Mfg. Co 
Foundry & Macl ine Co B oston Woven Hose & Rubber Co BRASS G OODS, STEAM 
Manufacturing Corporation 1e Mechanical Rubber a American Injector Co 
Till Cluteh Machine & Four y Co Rah? nn & Co Detroit Tubric Co 
dar cr pany Republic Rubber Co 1 Brass 
ford F ndry & Mac r « ll Mfe. Co Pent thy Iniector ¢ 
Wood Sons Co I. B. Williams & Sons The W1 Powell Co, 
BEARINGS, SHAFT, BALL Victor Balata & Textile Belting Co The D. T. Williams Valve Co. _ 
Chicago Pulley & Shafting Co BELTING. TRAC TOR BRONZE BARS, CORED AND SOLID 
SK! Incorporated Victor Balata & Text Belting Co. sth Bi os eau a 
I B ns Co rhe > srass & Baas eacee. 
BELTING, TWISTED \ : ‘ : 
BEARINGS, SHAFT, O1L FILM eisai Maen a ee _ TWISTED \rthur Harris & Co 
Hill-Clutch Machine & Foun ‘o aes onnsen Dronze LO 
E BEL TING. VATERPROOF BROOMS, FACTOR WA OUSE 
; BEARINGS, SHAFT, OILLESS ae. a ss AND un —- 
Arguto Oilless Bearing Co. McLeod Teather & tinge Co Hero B 
BEARINGS, SHAFT, ROLLER Geo. Rahmann & Indiar His Brush & Bro Mfg. Co. 
Bond Foundry & Machinery Co Russell Mfg. Co rhe Osborn M nu t ng Co. 
Dodge Manufacturing Corporation Chas. A. Schieren Co BRI SHES s, BE NC i. FLOOR, ETC. 
"1 i t Company Tl. BR. Willia s & Sons l desk ‘ 
€ g s Pulley Co. Victor Balata & Text Belting C Ir ] a R & Bro Mfz. Co 
: gg gh beer eee om BELTS, WELL DRILLING rhe Osbort nufacturing Co 
; S K F Industries, Incorporated. Stanley Relting Corporatior BRUSHES PAINT AND VARNISH 
4 BELT DRESSING Victor B: lata & Textil ‘Belting Co rhe Osborn aaa 
; B.C, Atkins & Co SENCHES (WORK), JEWELERS’ Phe Herold Tiros. Ci 
Atlantic Manufacturing Co. His Panag my Cees : BRUSHES, WIRE, FLUE, ETC. 
f "hic 4 hide Mf Co. s ; eer x i ‘ os. Co 
q che BENCHES, STEEL Newari nih Serene re 
; Co Standard Pressed Steel Co lhe Osborn Mre or 
e er Co. BENCHES, WOODWORKERS’ BR USHE S. WIRE WHEEL 
tichards-Wilcox Mfg. Ce | | s. Co 
: Se Mite. Co, Ta BENCH LEGS rhe Osborn Mig. Ci 
: ‘ The Hill Clutch Machine & Foundry Co. Bt CKE TS, ELEY ATOR 
ig Corporation ae 3 ] ois M eable Iron C 
& Textile Belting Co. -_ mee stan e HOLDER THe ERE ee 
BELT FASTENERS The Vinee en Ae Binal Pidcems te BU F FERS, EL ECTRIC 
The Bristol Company J. H. Williams & Co. Black & Decker M 
Clipper Belt Lacer Company es : : H Wolf Maci 
Crescent Belt Fastener Co BLOC KS, CHAIN Marath« nlectric Mfg. Co 
Flexible Steel Lacing Co. Chisholm-Mo Hoist Cor} Stov Ine 
ee “ Ford T Blas cx N ‘ 1 1 & Co 
BELT LACINGS, LEATHER Wrigl C inited States. 1 Tool Co 
Somees" e & Wilteme & Som The Yale & Towne Mfg. Co BURNERS, G ASOLINE \ND KEROSENE 
Geo. Rahmann & Co. BLOCKS, PILLOW Clayton & Lamb & 
Chas. A. Schieren Co Rond Foundry & Machine Co BU SHINGS, BRONZE 
*hica -ulley s} ig Ce Bunting grass & Bre 
: BELT LACINGS METALLIC nt ivan : & Ce 
: t L Company Co ‘ ANS, OIL WASTE 
Cc tener Co Ge W. Diener 
E Mfg. Co. CANS, sar PTY, GASOLINE 
I empha Sia Sk: Geo. W. Diener Mfg 
, ‘ompany Saar | . ne : Inte 
.B od Son ( AR-MOVERS 
S Ss . . 
: ; pt 2 — . Villiamspo ri Ro ve Ce r Mover Co 
BELT TIGHTENERS wa ges Fee Acronis Sei 
f Manufacturing Corporation vpn OWERS. hag E ; er Mfc. Cc 
The Hill Clutch Machine & Foundry Co. Champion B er & Forge ARTS 
The Medart Company Electr Bk r Company — ; Company 
lr. B. Wood Sons Co. BLOWERS, GAS AND OIL COMBUSTION Toled heelbarrow Co. 
) BALATA Electric Blower Company Cc ASING, WELL 
Victor Bal Belting Co Leiman Bros National Tube Co. 
BELTING, CANVAS STITCHED BLOWERS, PORTABLE, ELECTRIC ‘ \STERS TRU CK 
The Mechanical Rubber Co, Clements fe. Co Rond’ Found : & 
7 Victor Balata & Textile Belting Co. Electric Blower Company Saginnt Sta . Tool Co 
; " BELTING CONVEYOR The United States El ul 7 Co CASTINGS, BRONZE 
Boston Woven Hose & Rubber Co BLOWERS, SANDBLAST Arthur Harris & Co 
The Cincinnati Rubber Mfg. Co Leiman Bros Johnson Bronze C 
The Diamond Rubber Co., Inc re . ¥ = oe sabrina : - 
Lp le ie apg ig BOILER TUBES CASTINGS, GRAY AND MALL FABLE 
The anical Rubber Co. ; National Tube Company. The Hill Clutch Machine & Foundry Co. 
The Re tt Rubber Co BOILERS, TUBULAR AND WATER TUBE illinois Maleable Iron Co 
Russell Mfg. Co Henry Vogt Machine Co CASTINGS, SEMI-STEEL 
Stanley Belting Corporation BOLT ENDS Bond Foundry & Machine ¢ 0. 
Victor Balata & Textile Belting Co The Superior Screw & Bolt Mfg. Co Hill Cluteh Machine & Foundry Co 


When writing to Advertisers please mention Mitt Supp.ies 




































































































a _ Ae ON RE EL OO NR, 


CATALOGS, Bt PPLY HOUSE 
Cuneo Catalog Service Co. 
R. R. Donnelley & Sena Co 


CEMENT, LEATHER BELT 





Chicago Rawhide Mfg. Co 

(or co I 3 ams & Sons 
( ns. A. Se ‘o 

Eclipse Spe fg. Co. 





CEME NT, PIPE JOINT 
Joseph Dixon Crucible Co 


CEMENT, PULLEY COVERING 
» § ialty 











Soltees fg. Co. 

CHAIN 
>» Columbu McKi nnon Chain Co 
§ +. Taylor ¢ iin Company. 
The Webster Mfg Co 
R rey ARG ING SETS, BATTERY 

Mar yn Electr Mfg. Co 

CHISELS 


CHUCKS, DRILL 
Machine C 








Mors st D 
I 1 1 T cf ce 
Skir ( or in 
Ur r tur se € 
We 4 4 par 
Cc HI S KS, LATHE 
( in Chuck Co 
S r €¢ e 1 nv 
I 1M t ng ¢ 
\ s et ¢ ti I ny 
CHUCKS, PLANER 
Skinner Chuck C pan) 
I n M 


ifac iring Co 
CLAMPS, BELT 
1 Sons Co 


CLAMPS, ‘C”’ 
Tool Cc 





CLAMPS, PIPE REPAIR 
M. B. Skir rc 


CLEANERS, LUE 


CLOSE TS, F ROST PROOF 
ve 


( LOTHS, w PEING 
R 


4 ns tary 


CLUTC HES, F RICTION 
indry & Ma¢ é 





Be Co. 
( 
D 
E ( 
Fx ’ 
r h Y Co 
T "on 
et Pull Co 
tz & Sor 
r Mfg. ¢ 





COCKS, AIR AND DRAIN 
Y Injector C 









, W Co 
I D liar Valve ¢ 
COCKS, BALL 
teneral Brass Co 
Kieley & Mueller, I1 
COCKS, CORPORATION 
Grabler Mfg. Co 
The W Powell Co 
COCKS, CYLINDER 
G B s Company 
COCKS, GAGE 
A n Injector Co. 
Ge rass Co 





Will Valve Co 


T D.. 7 Will Valve Co 
Cot KS, STOP 
Grabler Mfg { 
COILS —_ ae COPPER AND BRASS 
Ar 3 & 


COLL ARS, SHAFT 
Bond Found né ) 
Ct go P f ¢ Si ting ¢ 
T) g M ri? ( y 
I Hill Clu M I n Co 
I M rt ¢ i 
I ersford FI r & M r ( 
S r Pr ( 
Ee 2 Wood Sons Co 

COLUMNS, WATER 
N or M nu turing ¢ 


Bch ee D PIPE JOINT 
it ph x Co 
CON TROL L F RS, “BOILER PRESSURE 


“CONVE VORS, BUCKET, SPIRAL, ETC. 


Ce 





CONV oi ING SYSTEMS, OVERHEAD 
Ric r vi Mfg. Co 


cop 4 ERSMITHS 


cot NTE RBORES 


1 ( ’ t Drill ¢ 

Mor I t Drill & Machine Co 
COU ay tener tag 

{ igo ull Shafting C 
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rym M: goer ani Corp. 





cov! N' ine RSH AFTS, SMALL 


COUPLINGS, SHAFT 








oe PL ag SH AF Pr, 














COUPLINGS, SHAFT, 
Foundry & Machine Cc 


a RING, PU 7 











EME be Wit ee 


CUTTERS, GLASS 























DRILLS, TWIST 
t Drill Co 





DRUMS, CAST IRON 


The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co. 


EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 


ELEVATING MACHINERY 


The Webster Mfg. Co. 


ELIMIN: hag _— 
fhe D. T. Williams Valv 
ENGINE AND BOIL EK’ FITTINGS 
American Injector Co. 


General Brass Co, 


The Wm. Powell Co. 
D. T. Williams Valve Co. 


EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co. 


EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 

Electric Blower Company 
Marathon Electric Mfg. Co. 

FASTENERS, BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co. 

FAUCETS, BRASS 

Grabler Mfg. Co. 
5 R SOFTENER AND PURIFIER 


acturing Corporation 





The Swartwout Company 
FEEDER VALVES, STEAM HEATING 

BOILER 

Nason Manufacturing Co. 

FILES 


American Swiss File & Tool Co, 

Delta File Works 

Scandinavian Western Importing Co., Ltd. 
Simonds Saw & Steel Co 


FIRE DOORS An? HARDWARE 
Richards-Wilcox Mfg. Co 

FIRE E XTINGU ISHERS 
Geo. W. Diener Mfg. Co. 
Pyrene Mfg. Co 

FIRE PREVENTING EQUIPMENT 
Geo. W. Diener Mfg. Co. 
FITTINGS, CHAIN 

S. G. Taylor Chain Company 

FITTINGS, DRAINAGE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co 

FITTINGS, HIGH PRESSURE 

Henry Vogt Machine Co. 

FITTINGS, HOSE, BRASS 
Boston Wov Hose & Rubber Co. 
Illinois Malle able [ron Co. 

FITTINGS, HYDRAU LIC 
Henry Vogt Machine Co. 

FITTINGS, PIPE BRASS 
General Brass Company 





Illinois Malleable Tron Co. 

FITTIN PIPE, CAST IRON 
Grabler Mfg. Co. 

FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co 
Walworth Company 

FITTINGS, PIPE, STEEL 

Bonney Forge & Tool Works 
Henry Vogt Machine Co. 

FLEXIBLE SHAFT EQUIPMENT 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 


FLOATS, ALUMINUM, LEAD COATED 
AND STEEL 
Arthur Harris & Co. 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co, 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Reeves Pulley Co. 
T. B. Wood Sons Co. 
FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
imonds Saw & Steel Co. 
FRAMES, WALL 
Bond Foundry & Machine Co 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co 
T. B. Wood Sons Co. 


FURNACES, INDUSTRIAL 
The Strong, Carlisle & Hammond Co. 
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MANUFACTURED BY 


W. O. BARNES CO., INC. 
1297 Terminal Ave., DETROIT, MICH. 


“Vee 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 





Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 





Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 
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UNIFORMITY 


quarry “LENOX >» sree 
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GLASS CUTTERS 
“The Toots in lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 
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Standard Pipe Line Packing 
Ebonite 


Ebonite Sheet Packing has a 
sound reputation for re- 
liable, long-time service un 
der the most exacting con- 
ditions. It keeps joints tight 
under highest temperatures 
and pressures. 
Will not harden or rot. 
Quaker City Rubber Co. 
Vanufacturers of Dantel’s P.P.P. Rod Pa 
WISSINOMING, PHILADELPHIA 


Branches: New York Chicago Pittsburgh San Francisco 








SELLERS’ GUIDE 
to Supply Houses 
1928 Edition 


A guide to the supply houses of the United States 
and Canada, for sales managers and salesmen 


Price Three Dollars 
The Crawford Publishing Co. 


537 South Dearborn St. 
Chicago 





PAPER AND IRON | 


Prompt shipments are made from 
our large stock of Paper and Iron 
Motor Pulleys, Flexible Moto- 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 











requirements. 

TELEPHONES ! 
sss BiekreSMacHine‘Works | 
| IRKLE INE S| 

O54 eee ————@ Nor inc & eee 


456 N. Union Ave., Chicago 


BULL © FROG- 
WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design and 
construction are engineered into them. Bull Frog No. 
42, the great outstanding general purpose barrow, saves 
money on every job. Other Bull Frog barrows, carts, 
and scrapers for every garden, farm, mill, mine, con- 
tracting, and industrial use. Write for catalog. 


THE TOLEDO WHEEL- 
BARROW COMPANY 


Toledo, Ohio 





Branch Office and Warehouse 


69 E. Wacker Drive, Chicago 7] 











(a> Face Plate Jaws => 


C h Ch F C _The Hartford” Drill Chucks 
USHMAN LAUCK LO ga ees 
HARTFORD,CONN. Self-Centering. Independent, Eccentric 








When writing to Advertises 














FURNACES, SOL DERING 
Clayton & Lambert Mfg Co. 
Geo. W. Diener Mfg. Co 


Scandinavian Western Importing Co. 


P. Wall M 
Yost Mfg. Co 
GAG 
Nast 


Supply Co 








n Manufacturing Co 
GAGES, OIL 
General Brass Company 
GAGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 


General Brass Co 





The D. T. Williams Valve Co 
GASKETS 

The Cincinnati Rubber Mfg. Co. 

Jenkins I 





GEARS 
‘oundry & Machine 
o Rawhide 
Manufactur 









‘orporation 
ne Co 


“Strong” 


GRAPHITE FOR ALL PURPOSES 
ble Co 


Joseph Dixon Crue 


Foundry Mac n Co 
Dixon Cr cible Co 
rsford Foundry & Machine Co 





GRINDERS, BELT, ROPE AND MOTOR 


DRIVEN 


Stow Manufacturing Co., Inc 


& Shafting Co 


ric Mfg. Co 
ry & Machine Co. 
Tool Co 


GRINDERS, DISC 
The Crescent Mac! ne Co, 
Luther Grir Mfg. Co. 
GRINDE ee = ECTRIC 





H r ea 

Lu r Mfg. Co 

Mar r Mfg. Co 

Standard Electrical Tool Co 

Stow M ‘ gz I 

N A. S nd & ¢ 

The Ur 1 States Electric Tool Co. 
igs > RS, RAILROAD 

Luther ¢ Mfg. Co 


GRINDERS, TOOL, HAND 


Luther Grinder Mfg. Co 
GRINDERS, VALVE 
& Decker Co 





nied Staten Bineteical Tact 
_ GRENDSTONES 
Richards-W ox Mfg. Co 


GUARDS, ELECTRIC LAMP 


Flexivle Steel Lacing Co 


GUARDS, ¢ —— 


Williamsport Wire Rope 


GUNS, sg AND GREASE 





Bond fF chine Co 
Royersf & Machine Co 
MAC! ENEEe 
I I n : ncer ; 
HAMM — SOFT TIP 
Anchor Brass Fou 
— oh ee BALL BEARING 
( icago Pulley Shafting Co 
S K F r Incorporated, 





T. B finds Sine Cc 
HANGERS, DOOR 


& tro. ¢ 


Wilcox Mfg Co 
HANGERS, PIPE 











HANGE RS, SHAFT 
American Ea ule Company 
3 ‘ou & Machin 





turing Corporation 






pany 





F Industries, Incorporated 
lard Pressed Steel Co 
Wood ‘Sons Co 

HEADS, EXHAUST 


The Swartwout Company 


HEATERS, FEED WATER 


Arthur Harris & Co 
The Swartwout Company 


ES, IRON, AMMONTA AND CHEMICAL 


Foundry 





GRE ASE, LUBRICATING 
“Re 


INDERS, BENCH AND FLOOR 
ndry & Machine C 


ites Electrical Tool Co 


Machine & Foundry 


eraford Foundry & Machine Co 


HEATERS, GLUE, STEAM 

Nason Manufacturing Co. 
HOISTS, CHAIN 

Chisholm-Moore Hoist Corp 
Ford Chain Block Co. 
Richards-Wilcox Mfg. Co. 
Union Manufacturing Co 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


HOISTS. ELECTRIC 


Chisholm-Moore Hoist Corp 

The Yale & Towne Mfg. Co. 
HOISTS, HAND 

Moore Hoist Corp 





Mfg. Co. 
HOLDERS, BAG 
The Webster Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOOKS, CORNICE 
Patent Scaffolding Co. 
HOOKS, HOIST 
J. H. Williams & Co 
HORSES, MASONS’ 
Patent Scaffolding Co. 


HOSE, COTTON 


mond Rubber Co., Inc 
F. Goodrich Rubber Co 
chanical Rubber Co. 


HOSE, RUBBER 





‘incinnati Rubber Mfg. Co 

imond Rubber Co., Ine 
r Goodrich Rubber Co 

echanical Rubber Co. 

er City Rubber Co. 
epublic Rubber Co. 








HYDRAULIC LEATHER 


Chicago Rawhide Mfg. Co. 

Cha A. Schieren Co. 
INJECTORS 

American Injector Co 

Penberthy Injector Co. 

The Wm. Powell Co. 


IRONS, BRANDING 


Patent Scaffolding 


Co. 


JAWS, VISE, COPPER 


Anchor Brass Foundries 


JOINTERS, WOODWORKING 


The Crescent Machine Co. 
J. D. Wallace & Co. 


JOINTS, EXPANSION, COPPER 


Arthur Harris & Co. 


KETTLES, STEAM JACKETED 


Arthur Harris & Co. 


KNIVES, MACHINE 


Simonds Saw & Steel Co 


ma RLS 


\r rican Swiss » & Tool Co. 


by ac E RS, BELT 


Co 





Becton SAFETY 


Dayton Safety Ladder Co 
Patent Seaffolding Co 


L — RS, STEP 





L DL ES, MELTING 


Hollands Mfg 0 


a GUARDS 
Flexible Steel Lacing Co. 


LATHES, - vd F ING a POLISHING 


Standard Ele« 


LATHES, L ABOR WTORY. ELECTRIC 
Mf 


Marathon Electric 


LATHES, an enue ORKING 


J. D. Wallace & ) 


mpl SPECIALTIES 














Chie Rawhide Mfg. Co. 
G ihmann & Co 
1. E — RS. Taesenees 
© ' XN 
hes os i, STEEL 
Stan sed Ste Co, 





LOCKS, soll STRIAL 


The Yale & Towne Mfg. Co 


LUBRICANTS, BALL & ROLLER BEARING 


Bond Foundr 





& Machine Co. 


Royersford Foundry & Machine 


LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co 
General Brass Co. 


Mec ullough Mfg. Co., Minneapolis 


The Wm. Powell Co. 
The D. T. Williams Valve Co. 


MACHINE TOOLS 


The Crescent Machine Co. 


Royersford Foundry & Machine 
MACHINERY CLUTCHES 


Chicago Pulley & Shafting Co. 


Dodge Manufacturing Corporation 


Edgemont Machine Co., Inc 


Hill Clutch Machine & Foundry 


Tt 

The Medart Company 
The Moore & White Co 
A. L. Schultz & Son 

T. B. Wood Sons Co. 


writing to Advertisers please mention 
t 


Woven Hose & Rubber C 


Woven Hose & Rubber C 





July, 


MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 


The Webster Mfg. Co. 


MACHINERY, CONVEYING AND 
ELEVATING 

Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Webster Mfg. Co. 
MACHINES, 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Ine. 
N. A. Strand & Co. 





The United States Electrical Tool Co. 


MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 


MACHINERY, ICE AND REFRIGERATION 


Henry Vogt Machine Co 
MACHINES, PIPE CUTTING AND 
THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 


MACHINES, PUNCHING AND SHEARING 


Royersford Foundry & Machine Co. 
MACHINES, TIRE ROUGHING 

The United States Electrical Tool Co. 
MACHINERY, WOODWORKING 

The Crescent Machine Co. 

J. D. Wallace & Co. 


MALLETS AND HAMMERS, RAWHIDE 


Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co 
MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Bunting Brass & Bronze Co 
Jivision Smelting & Refining Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
Johnson Bronze Co. 
The Medart Company 
Monarch Metal Co. 
teeves Pulley Co. 
MILL LEATHERS, ALL KINDS 
as. Bond Co., Philadelphia 
1e Chicago R: iwhide Mfg. Co. 
‘has M sonreresy Co 
I. B. Willian & Sons 
MONORAIL SWITCHES AND 
RNTABLES 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Ine 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co 
The Webster Mfg. Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry C 
The Medart Company 
T. B. Wood Sons Co. 
NUT SETTERS 
The United States Electrical Tool Co. 
NUTS, MACHINE SCREW 
The Cleveland Cap Screw Co. 
Cleveland Wrought Pr oducts Co, 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co 
OIL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, HAND 
P. Wall Mfg. Supply Co. 
OILERS, PULLEY 
Standard Pressed Steel Co, 
OILING DEVICES 
American Injector Co 
roit Lubricator Co. 
Wm. Powell Co. 
D. T. Williams Valve Co 
PACKING, AMMONIA 
Belmont Packing & Rubber Co 
Boston Woven Hose & Rubber Co 
The Diamond Rubber Co., Ine. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, HYDRAULIC 
Belmont Packing & Rubber Co. 
Chicago Rawhide Mfg. Co 
The Diamond Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
Chas. A. Schieren Co 
I. B. Williams & Sons 
PACKING, PISTON 
Belmont Packing & Rubber Co. 
The Diamond Rubber Co., Inc 
The B. F. Goodrich Rubber Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 











GRINDING AND POLISHING 





— — 





tenia le Maca call alate Eo 


1 alte Canale 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 





Electric 
Drills - Grinders 
Buffers 





Sold thru 


Exclusive Distributors 


Authorized 





i Write for Details 
| | The Hisey-Wolf Machine Co. 
CINCINNATI, OHIO 


Atri ELECTRIC HAND SAW 


Patented Safety Features---Nationally Advertised---No Service Worry 
We Co-operate with the Jobber---Adecuate — 






nae factu' 


Alta Electric Alta Electric 
Hand Plane eS Hand Saw 


WApear hf 


LABOR-SAVING TOOLS 
FOR BUILDERS 
Pittsburgh, Pa. 


“DIVCO” Brands 
Babbitts and Solders 


Z-L-L-E-Lip-and Mm 
sawed Zip. an “Alta: SS 


= 
Thoroughly Dependable 7524 Meade St. 


*DIVCO CN NIi¢ oe Baya xtra ‘DIVCO" GENERAL SERVICE AND 
ordinary high speed and he pressure ANTI-FRICTION BABBITT 
ia SUM. a ‘DIVCO” MILL BEARING BAB- 
e tt made 
BITT. 

ee ee RATS PESIN EEE 
mac ry . a a speed up to Also Standard No. 1, 2, 3 and 4 Babbitt 
500 Fe P ML metals 

Also Manufacturers of Solder according to ye specifications in Bar, Ingot, 


Capping, Meter, Pig, Triang Ane and Wire 


4 trial order will convince you as to the high quality 
of “DIVCO” Products. Let us hear from you, 


Division Smelting & Refining Co. 
836 W. Kinzie St. Chicago, Ill. 


Newark File Cleaning Cards 
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Two Styles 


Plain and Combination 
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make a large 

line of Wire Brushes and 
Flue Cleaners Ask for Cata 
log and Distributors’ Prices 


NEWARK BRUSH & SCRAPER CO. 
390-396 Nye Ave. Irvington, N. J. 
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Pays for Itself on First Job 
‘“‘Little Giant’ 


Gear and Wheel Puller 





For the tough hard jobs of removing rust-tight, 
drive -fitte gears, pinion jrive wheels, fly 
‘ o the work—no 
time “wasting Drop forged and tool 
ste al. Ca lip off the work 
No aeanites fies require d. “The harder the pull 
the tighter the grip."’ Money back guarantee. 
List Price, $12.00 
and worth it! 
Attractive discounts to mill supply houses 


PREMIER 
ELECTRIC COMPANY 
Dept. 195, 3800 Ravenswood Ave. 
CHICAGO, ILLINOIS 


will increase your 


vise sales 


Send for 
Catalog and 
Terms 


HOLLANDS MFG. CO. 


ESTABLISHED 1887 


ERIE, 


PA. 





SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 


bilities 


-and a 


Real Profit — 
33 1/3. on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 
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| QUALITY BRONZE | 


ee 





Solid and Cored 


Bronze Bars 


JOHNSON BRONZE COMPANY 
New Castle, Pa. 


Branches: 


Mitt Surpwirs 


Chicago 


Kansas City San Franc isco 
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SCREWS, THUMB 
Billing & Spencer Co, ' 
Ikeor y Screw Corporation i 
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Stow Manufacturing Co., Ine. : 
A. Strand & Co. i 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 





THE CORRECT 
——— —_ Buffer 


Phi swita ella oo grinding 
metal 


or we ele in 





We fully co-operat 


MARATHON ELECTRIC 
MFG. CO 
50 Island St., Wausau, Wis. 


STOW 
Flexible Shafts 


All types of flexible shaft as- 
| semblies, all sizes. Flexible 
shafts for your customers’ own 

j motors, with attachments. 


Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


4 Write us for proposition with 
printed matter. 


Invented and Built by 


STOW MFG. CO., Inc. 
Binghamton, N. Y. 


f=3. CELLS 


lubricated with 


Rollerine are best 





and cheapest. 


Royersford Fdry. & Mch. Co. 


Royersford, Pa 


Every Mechanic Needs at Least One 


Copper #7. Hammer 


— a 
Establish the Copper Hammer as a 
standard tool and you can depend 


upon repeat orders. Seven sizes in stock. 


Blotters furnished to our jobbers. 


ANCHOR BRASS FOUNDRIES 


1431-1433 CHURCH DETROIT, MICH. 








ROLLER 
BEARING 
HANGERS 









PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— / 
Drilling —Buffing—Rotary | 
Filing—Screw Driving 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 
N. A. STRAND & CO. 


Chicago M6—! H.P. Capacity 


We Want Jobbers 
) Sah “Falta ao ee) 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 








Our system of advertising for our jobbers gets the orders. 
Sales guaranteed— Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 








SKINNER Clamps 
Leaks 





‘““VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters —-Hardened High Speed Tool Bits. 


Sold through the distributors 


IF YOU DO NOT HAVE OUR CATALOG WRITE US 


THE VINCENT STEEL PROCESS CO. 


Incorporated in 1909 


Chicago Office 2519 Bellevue Avenue New York Office 
25 S. Jefferson St. DETROIT, MICH. 41 Murray St. 
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MANILA AND WIRE 


TR ANSE ORME RS 
& 


SHAFTING, STEEL 

Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Fo 
The Medart Company 
Royersford Foundry & Machine Co 
A » Schultz & Son 
The Webster Mfg. Co 
= ae Woods Sons Co. 

SHAPERS, WOODWORKING 
The Crescent Machine Co 


ROPE 


The Hill Clutch Machine & Foundry Co 
The Medart Company 
T. B. Wood Sons Co 

SHOVELS, HAND 
Wood Shovel & Tool Co. 

SHOV EL. Ss, POWER 
The Wet r Mfg. < 

SLEEVES AND soc Eee. DRILL 
Morse Twist Drill & Machine 
TI Standard Tool Co 
SOL DE R, BAR AND WIRE 

Division Sme & _Re f on 


The Hill Mac! Foundry Co 
Reeves 
SPRAYERS, PAINT 
rl \lexand Millburn (e 
SPROCKETS 
Hill chine & Foundry ¢ 
rhe 
A. L. § 
The Webster 
STAMPS AND DIES, STEEL 
Joslin Mfg. Co 
ST. ANDs, — L 
Th Un is es Electr 
ST ANDs, FLOOK 
Hill-Cluteh Machine & Foune Cr 
STANDS, VISE, PORTABLE 
H. P. Ma n & Sons 
J. H. Williar or 
STE Mn SPECIALTIES 


ri 
Ww enh cen p 
Swartwout ny 
Do. F W ams Valve Co 
Rie on 
Si rds Saw & § ¢ Co 
STOCKS 2 DIES 
Ar sros. Tool Co. 
The Ce 
Tol datas Ma ne ¢ 
srors, ENGINE 
The Strong, Ca mond Co. 
“Strong 
ie 
The Strong, Carlisle & mmond Co 
STUDs, om: L ED 
Cle lar Wrought Products Ce 


+ LEATHER 
Mfg. Co. 


sw AGES, UPSET 
Simonds Saw & ( 
TABLES, STE AM 
Nason Manufacturing Co 
TAPE, _FRIC TION 
ven Hos tubber C 
h Rubbe ( 
TAP 
& Mac ne C 
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TOOLS, BORING 
Ar trong fF Co 
J. H. Willi & ¢ 
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merican Swiss & 
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Forge & T Works 
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inavian We Importing ¢ Ltd 
Williams & ¢ 
Mfg. ¢ 
TOOLS, 5 ag gd IAND 
American Sw Toe ‘0. 
TOOLS, PLI viel RS’ AND STEAM- 


RE SEATING 


When 











TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co 
enc ge Western Importing Co. 
4 all Mfg. Supply Co 
he HES, WELDING AND CUTTING 
The Impe rial Brass Mfg. Co. 
The Alexander Millburn Co. 
TRACK SYSTEMS, OVERHEAD 
holm-Moore Hoist Corp 
tichards-Wilcox Mfg. Co. 
Ay Yale & Towne Mfg. Co. 
TRACTORS, INDUSTRIAL 
rh Yale & Towne Mfg. Co 
TRAILERS, INDUSTRIAL 
( ise Foundry & Mfg. Co. 
The Yale & Towne Mfg. Co 
TRANSMISSION, VARIABLE SPEED 
* Moore & White Co, 
ves Pulley Co 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co 
Kieley & Mueller, Ine 
The Swartwout Company 


TRAPS, RADIATOR 





The Strong, Carlisle & Hammond Co. 

“Strong 
TRAPS, STEAM 

The V. D. Anderson Co 

G. M. Davis Regulator Co. 

Kieley & Mueller, Inc. 

Nason Manufacturing Co. 

T Strong, Carli & Hammond Co. 
“Strong” 

D [ Williar Valve Co. 

The Swartwout Company 


TRAPS, VACUUM 
Che Strong, Carlisle & Hammond Co, 
_TRE TLES, SAFETY, 
‘nt Seaffolding Co. 
TROLLEYS 


Hoist Corp 





EXTENSION 


Moore 
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HAND 


Company 
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VAL . ay ATHERS 
Chicago Rawhide g. Co 
VAL = UNIONS 
Nason Manufacturing Co. 
VALVES, oo ANCED, FLOAT 
Mason Regulator 
V ALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros 
lt \ I Pow | Co 
The D I Williams Va Ce 
Walwort ( . 
VALVES, —- 
rhe agg + 5 nn egg. a 
Illinois lalleable my co 
Jenkir ; ros. 
The Wi Powell Co 
D r. Williams Valve Co 
Wal rth Company 
Vv ALVES, COLD WATER, BALATA 
ilata & Textile 3elting Co, 
vE EMERGENCY 
I Str y s & Hammond Co. 
VALVES, FLUSH 
Imperial Brass Mfg. Co. 
A AL VES, GATE, GLOBE AND ANGLE 
r Fairbanks Company 
Illine Malleable Iron Co. 
Fenkin Bro 
q W Powell Cc 
The Strong, Carlisle & Hammond Co, 
“Evertyte”’ globe 
Henry Vogt Machine Co 
Walworth Cor pany 
The D. T. Wi 3 Valve Co. 


VALVES HYDRAULIC 


‘1s Fairbanks Comp: any 
Jer ns Bros. 

T) vell Cc 

He Machin Co 
W nps 

Tl lia 





s Valve Co. 
» NON-RETURN 





TI Strong, Carl > & Hammond Co. 
VALVES, POP, SAFETY AND RELIEF 

Detroit Lubricator Co, 

The Wn Powell Co 

Walworth Company 


VALVES, PRESSURE REDUCING 





M. Davis Regulator Co. 
Kieley & Mur ‘ler, Ine. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 


“Strong” 
Walworth Company 


writing to Advertisers please mention Mi_t SuppPLies 
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VALVES, PUMP, RUBBER 


The Cincinnati Rubber Mfg. Co. 
Che Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co 
Jenkins Bros. 

The Mechanical Rubber Co 


VALVES, RADIATOR 
Lubricator Co 
airbanks Company 


Detroit 
The F 












Jenkins Bros 
The Wm. Powell Co. 
Walworth Company 
The D. T illiams Valve Co. 

VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros 
Walworth Company 
The D. T. Williams Valve Co 

VISES, BENCH, WITH CLAMP 

Bonney Forge & Tool Works 
Luther Grinder Mfg. Co. 

VISES, DRILL PRESS 
Yost Mfg. Co. 

VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co 
Hollands Mfg. Co. 
Morgan Vise Company 
Parker Vises 
Walworth Company 
Yost Mfg. Co 

VISES, MILLING MACHINE 
Skinner Chuc kK Company 
VISES, PA ERN MAKERS’ 

Morgan Vise Company 





Richards-Wileox Mfg. Co. 
Yost Mfg. Co 
VISES, PIPE 
Armstrong Bros rool Co, 
Columbian Vise & Mfg. Co 
Hollands Mfg. Co. 
Morgan Vise Company (Combination) 
Park er Jises 
Toledo Pipe Threading Machine Co. 
W aly worth Company 
J. H. Williar & Co 
Feat Mfg. Co. 
VISES’ WOODWORKERS’ 

Columbian Vise & Mfg. Co j 
Morgan Vise Ce pany | 
Yost Mfg. Co. 4 

WASHERS, BRASS } 
Economy Screw Corporation Py 


WASHERS, LEATHER 








( ‘ago Rawhide Mfg. Co. 
WASHERS, RU BBER 
rh Diamond Rubber Co Inc. 
Th I IF. Goodrich Rubber Co 
TI Republic Rubber Co. 
FROST PROOF 


WATER CLOSETS, 
los. A. Vogel 


WATER 


Co 


DB OE i 


LEVEL CONTROL 


lhe Bristol Conipany 
Nason Manutacturing Co. 
= ELDING AND CUTTING EQUIPMENT 
1e Imperial Brass Mfg. Co. 
WHEELBARROWS 
The Fairbanks Company 
Toledo Ibarrow Co 


Whee 
tLS, COMPRESSED SPRUCE 


Corporation 


WINCHES 





Sprucolite 








, Schultz & Son 
WIPERS, SANITARY 
American Sanitary Rag Co 
WIRE ROPE 
American Cable Cc Inc, 
Villiamsport Wire ‘o 
WOODWORKERS, VARIETY 
Crescent Machine Co, 
J D. Wallace & Co. 
WRENCH SETS 

Armstrong Bros. Tool Co 
Billings & Spencer Co The 
Bonney Forge & Tool Works 
J. H. Williams & Co 

WRENCHES, —_ ST ABLE 
Billings & Spencer ¢ 
Bonney Forge & Tool works 
Walworth Company 
J. H. Williams & Co 

WRENCHES, HOPPER CAR ; 
Advance Car Mover Co 4 
Billings & Spencer Co The M 
Safety Wrench & Appliance Co, 

WRENCHES, OPEN END { 
Armstrong Bros. Tool Co i 
Billings & Spencer Co., The 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 

J. H. Williams & Co 
WRENCHES, PIPE 

Armstrong Bros. ae} Co. 

Billings & Spencer Co Phe 

Bonney Forge & “Tool Works 

Lawson Mfg. Co 

Walworth Company 

JI. H. Williams & Co. 

WRENCHES, SOCKET 

The Allen Mfg. Co. 

American Swiss File & Tool Co 

Armstrong Bros. Tool Co, 

The Black & Decker Mfg. Co. 

Bonney Forge & Tool Works 

J. H. Williams & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 













T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is distinc- 
tive; every item in the line is simple, effective, and 
proven by years of performance. 


Show the complete line in your catalogue, and 
take full advantage of the established position 
of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, Illinois 









Jobbers! 
Write us for 


catalog. 





SBROWNIE N22 


MADE RIGHT PRICED RIGHT 
CLAMPS Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 


ECONOMY THUMB SCREWS | MORGAN VISES 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


—— 
— 
~ 
— 
-* 
— 
— 
— 


No delay in shipment. Complete stocks of all sizes. 
Also made in brass and bronze. A good seller. Send 
for Dealer's Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, IIl. 


FREDERICK 4 
a | 


tht 









Diaphragm Pumps 





We offer a complete line f DIA 
PHRAGM PUMPS of extra heavy 
construction and high efficiency lor 
use in Draining Cellars, Excavat 
Sewers, Quarric ind Trenche 
as Bilge Pump n Dredge 
and Vessel 
Bulletin, Prices and Proposition 
gladly sent to Supply Houses 
and Dealers. Write today 


The Frederick Iron & Steel Co. 


Frederick, Maryland 


ECLIPSE 


Hot Belt Dressing 


One of the ECLIPSE specialties that have a 


ee ee 


25-year reputation for dependable quality 
Applied hot, it preserves the leather by keep 
ing it soft and pliable. Not sticky or gummy 


HOT 
BELT DRESSING 


smewended Expreesiy tor Main (ier 
Transmisesan ond Dyneme Beit distributors sell Eclipse specialties under their 
own labels 


Other ECLIPSE Specialties are Bar and Liquid 
Belt Dressing. Pulley Covering Cement, Belt 
Cement and Wire Belt Lacing Many of our 


ee SPECIAl Y ' MFG es Ask for Prices 
te ie j 
Eclipse Specialty Mfg. Co. 
4515 Ravenswood Ave. Chicago, Ill. 


When writing to Advertis 













are sold through the 
~——™ Distributor 


3 A good line for you 
to sell. 


cos 


Prompt Deliveries 


MORGAN VISE COMPANY 


108 North Jefferson St. CHICAGO, ILL. 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 


Wire Brushes for every 
Heater or Boiler 





Boiler Tube Cleaners 
Sectional and House Heating 
Flue Brushes. 





Write for samples and 





— ° ° : 
WORCESTER BRUSH prices on this economical and 


AND SCRAPER CO 


efficient line 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 





ers please mention Mitt Supprits 
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BUILT BY THE MAKERS OF “AMERICAN” PULLEYS & HANGERS 


PRESSED STEEL 


for Strength for Lightness 





~and for Greater Truck Economy 


If you could handle and test the = —an economy that you cannot afford 
“American” Pressed Steel Truck, illus- to overlook. 
trated above, three things would 
impress you. 

1—That, though built of steel* throughout, 


Whatever your hand truck require- 
‘ . 

ments, let an “American” Pressed Steel 
it is as light as wood, size for size. Sa “a Mor an | _ 

2—That its lock-bolted construction of . wipes . ihe sempre ruck an 2 put 
specially designed pressed steel parts and it to work where you can watch It. If 
shapes is more rigid than solid steel—far you are not satisfied that it is saving 
stronger and more durable than wood, you money through better service — 
full-ironed. send it back and we will refund the 

3—That this splendid example of exacting urchase price 
workmanship and skilful designing for P ee? i 


distributed stress, perfect balance and THE AMERICAN PULLEY CO 


ease of handling—is priced asmoderately 


as ordinary trucks. PRESSED STEEL? 
2 } ws PULLEYS HANGERS HAND TRUCKS 
Americans” are the essence of econ- MISCELLANEOUS STAMPINGS 
omy in truck transportation—an econ- 4200 Wissahickon Ave. Philadelphia, Pa. 


omy that is entirely unprecedented — *Wooden hand-grips for comfort 


MERICAN 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 
REGISTERED U. S, PATENT OFFICE 





“BUILT TO WEAR WITHOUT REPAIR” 


When writing to Advertisers please mention Miri Supriies 





H. B. PULSIFIER 
Chief Metallurgist 


and device which makes 
| the photomicrograph, 


The higher art of : Sil secs 


cold up-setting and 
heat treatment 


T is the infinite care that we take in the constant surveillance of Ferry ma- 
every manufacturing process that terials that goes on in our laboratory. 


marks the difference in Ferry Screws. 


This care of ours has a definite 


For instance, it is obvious that all meaning to you. It means freedom 


steel looks alike to the un- 
aided eye. So we protect 
the fine dimensions and 
absolute trustworthiness 
of every Ferry product by 
making painstaking tests 
of all raw material before 
it is put into production. 


Photomicrographs like the 
one shown are evidence of 


Longitudinal Section: fro m dou bt ’ for Ferry 
Cold-Heading Wire; S. A. E. 2330. 
Etched to show Solidity and Fineness. = PYOcesses deserve the ab- 
of Grain. Magnified 200 Diameters. 





= solute dependence that 

}| | screws must be given once 
they are in the job. It 
means too, the satisfaction 
that comes from dealing 
with one of the oldest and 
best established manu- 
facturers in the business. 





You can depend upon it” 





PROCESS SCREWS 











